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Known for quality -77 years 
CRAFTSMEN’S CHOICE THROUGH EXPERIENCE 


The unquestioned quality of Vaughan Fine Tools has brought 
business to hardware dealers for many generations. Crafts- 
men, in turn, recognize in Vaughan Tools the years of 
scientific research, advance design, and workmanship 
that bring durability and less fatigue... Display 
Vaughan Hammers, Hatchets, Axes—and Small 
Tool Assortment— for building sales. 


It always pays to buy a good tool 
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Mor: Wooster Foss-Set Nylon Brushes j 
are becoming available, but there are \ 
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still not enough to go around. The con- 
tinued patience of Wooster Dealers and 
their good customers during this trying 


period is greatly appreciated. 
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BRUSH MANUFACTURERS SINCE 











All Exhibition Space at the NATIONAL HARDWARE SHOW 





NATIONAL HARDWARE SHOW, Inc. 


SOLD OUT 


ADVANCE REGISTRATIONS FROM BUYERS ALL OVER 
THE COUNTRY ARE POURING IN BY THE THOUSANDS j 


PALACE 


will house the greatest display of 
shown under one roof. Every type of mé 
will be on exhibition. 







NATIONAL HARDWARE SHOW 


New York «+ SEPTEMBER 16th to 21st incl 


Come See and Compare the Latest Developments in— 


BUILDERS’ HARDWARE 


MILL SUPPLIES 
TOOLS, PAINTS 


HOUSE FURNISHINGS 
SPORTING GOODS 
AUTOMOTIVE SUPPLIES 


AGRICULTURAL & GARDEN EQUIP. & MANY OTHER NEW PRODUCTS 


YOU OWE IT TO 
YOURSELF AND YOUR 
CUSTOMERS 


. . to come and learn 
“What's What” for 1947 
“Where It May Be Secured” 
“When Delivery May Be Ex- 
pected” 
This is a trade show of modern 
merchandise for the buyer of all 
hardware and allied lines. 
Admission will be by Invitation 
Ticket only. 


Write us, at once, if you desire 
help with hotel reservations. 


331 Madison Avenue 
New York 17, N. Y. 


AUGUST 29, 1946 


Hardware “Age, publishe od “every ger Thursday by Chilton Co. (Ine.). Entered as second--lass matter March 24, 1933, at the Post Office at Philadelphia under the Act of 
) 


March : 


. 1879 ( Printed in U. 8. 


SEND THIS REGISTRATION COUPON NOW! 
r REGISTRATION COUPON 

This is not a ticket of admission. Please fill in all ipanea below and pre 

sent this card at registration desk for validation and identification badge 


PLEASE PRINT 











Name ee ee 
Company — 
City State 











Type of Business? 
(Please check below the classification of your business) 


QO RETAILER 0 WHOLESALER O JOBBER O MANUFACTURERS’ AGENT 

O DEPT. STORE BUYER O CHAIN STORE BUYER O IMPORTER-EXPORTER 

You can save time by mailing this card in advance and your official badge will be 
awaiting your arrival at the advance registration desk. 


EXPOSITION HOURS: Mon., Sept. 16th—1 P. M.to 10 P. M.; Tues., Sept. 17th—10 A. M. to6 P. M.; 
| Wed., Sept. 18th—10 A. M. to 10 P. M.; Thurs., Fri. and Sat. (Sept. 19, 20,21) 10 A. M. to 6 P. M. 


| National Hardware Show,-Inc., 331 Madison Avenue, New York 17, N.Y. 
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£1.90 per year. Single copter, 25¢ each. Vol. 158, Vo 











Another Hodell Chain ? 


After all, when you make 157 varieties of chain, 
you take in a lot of territory and cover a lot of uses. 
Chain lightning doesn’t happen to be one of them 
and one of the reasons could be that Hodell has 


always aimed at repeat business. 


Unlike lightning—which never strikes twice in the 


same place—Hodell Chain brings ‘em back again 


Today's conditions do not permit our making deliveries’ 
with the lightning speed we'd like, but we'll be happy 
to send literature on our complete line and promise to 


fill orders just as soon as we are able. 


JACK « SASH + SAFETY - LADDER - PUMP + LIBERTY MACHINE 
PROOF COIL + STEEL LOADING - LIBERTY COIL~ PASSING LINE 
BULLDOG - SAMSON + FLAT LINK + REGISTER + DREDGE 


and again. So, we can’t see where lightning would 


be a good addition to the line. 


For 60 years Hodell has been making welded and 
weldless chain, with or without attachments for 
every kind of a job in industry, on farms, and in 
homes. By combining this great variety with the 
finest in quality and dependability, Hodell has 


maintained a deserved leadership in chain. 





ESTABLISHED 1886 


THE HODELL CHAIN CO. 


CLEVELAND 3, OHIO 
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| A HEAVY STEEI LOCK 
AT A MODERATE price! 


Onin sll in ice ds 


Long the Outstandi 
Price class, 


























i 


i 


\} 


eayavavanvaenen ra 





merica’s independent hardware 
merchants. And why not! 


Master's Policy of 
constant improvement has 
number an ey 
after year, 


multi-spring warded securi 
1 ¥, ” 
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vally Packaged, 
display carton. 
Ask your jobber! 
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car Master Padlocks 
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: i Wis. © Worlds Leading Padlock Manufacturert 
Jock Company, Milwaukee. 
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Master 
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OPENING SIZES IN INCHES 


ere’ a sales feature that will help you serve your 
customers better, and at the same time simplify stock- 
ing and inventory problems. 

Ordinary 3/4” drive sockets are often too short 
to work on protruding bolts; deep ones may require 
too much clearance. Plomb’s all-purpose series, with 
attachments of exclusive design, takes care of most 
needs —and takes care of them better and more 
efficiently. 

Like all tools in the complete Plomb line, these 
sockets and attachments are expertly made from 
finest steels. They’re light but strong, accurate, and 
well balanced for speed and safety. 

Carry the complete Plomb 3/4” drive series to 
attract more customers. Send for complete details 
today. Plomb Tool Company, 2227G Santa Fe 
Avenué, Los Angeles 54, California. 


PLVMB 


FINE HAND TOOLS 


Write for complete catalog 


4602 








PLOMB’S LINE 


IS COMPLETE 


3/4" square drive 
tools include — 


RATCHET 

HINGE HANDLE 

SLIDING BAR 

“*L’’ HANDLE 

EXTENSIONS 

UNIVERSAL JOINT 

ADAPTORS 

21 SOCKETS FROM 7/3 
23/9 OPENINGS 

TWO BASIC SETS 


TO 


Start your customers on Plomb 
3/4 drive assortments now. For 
as little as $10.00 they can buy 
a drive attachment and the 
most essential sockets for trans- 
portation and farm implement 
work. They’ll come back to you 
for additional tools as needed. 
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THE SIMONDS ABRASIPHONE 
‘QUALITY THAT RINGS TRUE 
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SIMONDS 


ABRASIVE CO 


— —_— 


OF THE HARDWARE SHOW 


Time-honored Borolon and Elec- 
trolon Abrasive Products are now 
distinguished by the name Simonds. 


SIMONDS ABRASIVE CO. is a 


Other affiliated componies 


pay gly 


--oNATIONAL»=+ 


Wardarare Show 


SEPT. 16th thru 2st, 1946 





BOOTH No. 278 


Music-making grinding wheels. See them at the 
Simonds Abrasive Company exhibit . .. hear their tone of 
quality tapped out in chiming tunes. This is no mere novelty 
presentation, but a development of significance for all who 
buy, sell and use grinding wheels. Assembled from thousands 
of different types, shapes and sizes of whee!s in the Simonds 
Abrasive line, this accurate musicgl scale recently demonstrated 
to 50,000 other exposition visitors how the sound produced 
by tapping a wheel identifies the quality of its composition. 
From this same range of performance-proven abrasives, you 
can build a sound line of fast selling grinding wheels tuned 
to the requirements of every type of trade... home work- 
shops, repair shops and farms. With recognized top qualit, 
the theme, steady sales encores, good profits, harmonious 
customer relations are yours. 


When you visit the musical wheels exhibit ask about the self- 
selling assortments of Simonds Abrasive Grinding Wheels for 
the hardware trade. Together with oil stones, sharpening 
stones, knife sharpeners and other fast moving Simonds spe- 
cialties, make these assortments the profit-building hit of 
YOUR hardware show. 


SIMONDS 


ABRASIVE CO. 






SIMONDS ABRASIVE COMPANY © PHILADELPHIA 37, 


AUGUST 29, 








NEW PYREX FLAMEWARE SAUCEPAN 
and 3-Pc. Gift Set featured in Fall Ads! 


GOR eS EES 










IS new 2-quart Pyrex Flameware saucepan will 

play the leading role in the smashing full-color ads 
which appear in 18 national magazines and 113 Sunday 
newspapers this Fall. Spear-headed by full size, 4-color 
page in the Post! That’s more than two messages for 


every family in your com- 








munity on a high unit sale DEALER'S NAME 
item, and is bound to mean ane aoouess 
a real boost in your house- w pyrex 


les. Your Displ NE 
Kit should. alle wale md exclTING. WARE oy 


August 15. Use it—build a |, FLAN” ep AN 
mass display—and get your . sauce Mod 
share of the profits! : > ee 












This free 2 col., 8 inch news- 
paper mat plugs the same fast- 
selling items featured in the 
national ad. It’s a natural tie-in 
for your own local newspaper 
advertising. 


a 


Your display kit has this full-color reprint of thenational 
ad, which also features the popular Pyrex Flameware 
set for $2.45, (another high unit sale item.) 


This beautiful full-color dis- 
play, designed to hold actual 
Pyrex dishes, will give your 
customers the whole story at Don’t forget—there’s only one Pyrex ware! To your 
a glance. : customers this trade-mark means top quality. To you, 
ae it means top sales and profit. - 
‘ 




















Ask your distributor salesman to help you plan your Fall Pyrex ware Campaign 


CONSUMER PRODUCTS DIVISION Corning Glass Works, Corning, N. Y. 
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THE MOST SIGNIFICANT TWIST DRILL 
MERCHANDISING ADVANCE IN 40 YEARS 


Universal high speed drills are especially designed for use by the man who purchases drills or drill 
sets at retail. For the first time in history the retailer is no longer obliged to offer his customers high 
speed twist drills which were designed, packaged and priced for industrial users. 


Here are the principal features of the Universal High Speed drill line. 


1. New over all length specifications, 159% shorter than Jobbers length drills. This means 
great strength and greater resistance to breakage, with plenty of flute length to do the job. 


2. Only the best grade of tungsten molybdenum high speed steel and the most modern 
manufacturing methods are used. Engineered construction. 


3. Prices substantially below those charged for ordinary jobbers drills. 


4. Super perfection in packaging design and display possibilities. 


The V-15 Universal Set is an 
outstanding and new mer- 
chandising idea. Every 32nd 
size drill from 1/16 to 1/2 
in a Huot container which can 
accommodate the complete 
range from 1/16 to 1/2 by 
b64ths. The 64th sizes are left 
out and can be added later 
if so desired to complete a 
set by 64ths. 





The complete universal line con- 
sists of 20 various drill sets and 
combinations of sets and stand. 
Write for Bulletin U-1 for com- 





ac 
plete descriptions of the entire oe 
line. 

Universal retailers can have a 
sparkling counter and window The V-13 is without equal in building fast retail — 
display cards for the asking—ask drill sales. This set consisting of 13 drills from pac 
your wholesaler or write direct 1/16 to 1/4 by 64ths comes with the famous the: 
to the factory. Huot index container, packaged in a cellophane 

wrapped box for window and counter display. 
* * 4 465 
RETAIL 
Be 
Bos 


UNIVERSAL TWIST DRILL WORKS—CHICAGO 


DIVISION OF REPUBLIC DRILL & TOOL COMPANY 
322 SOUTH GREEN STREET, CHICAGO 7, ILLINOIS 











0 RS RA ae Ophea 





TWIST DRILLS Up yy 


NEW COLORFUL 
PACKING 

FOR BETTER 

RETAIL MERCHANDISING 
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Individual or “open stock” drills are ~~ s For a popular priced drill ® $945 


package the V-7 is unbeat- envan 
able. Retails for about $2.45 and 
consists of seven sizes by 32nds 
from 1/16 to 14 with a sturdy 


packaged that each drill is a complete mer- 
chandising unit itself. Protected from rust, 


moisture and dust by a cellophane jacket 





which sets off the sparkling colors of the red bakelite stand. Packaged 
package, these drills are actually selling in Merchandising Cartons of 
themselves through display alone. 12 units to a carton. 





Be sure to see the Complete Universal Line which will be on display in 
Booth 234 at the National Hardware Show, New York City, Sept. 16-21. 
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... with the ONLY 
TABLE-TOP SINK in AMERICA | 
... featuring the REVERSIBLE WORK TOP! 

(FORMICA on ONE SIDE; FLIP OVER FOR %" 

THICK HARDWOOD UTILITY SURFACE) 


Bele) ¢ 
YOU CAN 

CUT 

CHOP 
= — : SLICE 
TOPS AVAILABLE iy Z — HERE 








in 
RED LINEN 
BLUE LINEN 
MOTHER OF PEARL 
SOLID BLACK 
on the 


ONLY 
TABLE-TOP 
SINKS 
in 
AMERICA — 
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Paragon Utilities Corp. 
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L it's the #1 

| "PACKAGE UNIT” 
HIT of the SHOWS 
oe eer COAST! 
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"25 gt RICE £5 FOR, BROOKLYN. Yo 
50 VAN DAM sf. SAN FRANCISCO EXCHA PERMANENT NT DISPLAYS T MART SPACE 1044 
BROOKLYN 22, N. y. NGE SPACE 565 CHICAGO FURNITURE 

NEW YORK FURNITURE EXCHANGE SPACE 1612 
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_—_ DAAWER 
BEAUTY - PULLS 


and 
QUALITY ... 


Here's a line of Solid “Dural” Hardware that will 
catch the eye and meet the requirements of your 


most discriminating customers, 


The sparkling beauty of “Dural’’ Knobs and Drawer 
Pulls is forever permanent because its gleaming sur- 
face is the metal itself—highly polished to mirror- 


like finish—nothing to chip, wear off, or to tarnish. 
e 


Their deep lustre makes these items especially de- 
sirable for kitchen, bath, hall or any cabinet work, 
because “Dural” reflects and complements surround- 
ing colors. 
H. D. Company makes immediate 
deliveries to their only customers— 


the Jobbers and Building Hardware 
W bolesalers. 


Our prices ere competitive for Quality and will gladly 
be submitted to recognized Dealers upon request. 


ALD COMPANY 


2069 RANDOLPH ST. + HUNTINGTON PARK, CAL. 


HARDWARE AGE 








2 QT. DOME-COVERED 
SAUCE PAN 


You will find Quéensware permanent mold heavy 

cast aluminum utensils more popular and profitable 
because of their regal appearance, scientific design and outstanding 
quality in workmanship and material. Queensware gives you new health- 
ful, full-flavor “‘sealed-in” waterless cooking. 

Queensware executives who have designed and created this new line 
average more than a quarter of a century of experience in the manu- 
facture, design and sale of quality cast aluminum ware. 

For prices, discounts and full particulars, write today for complete 
information on this new quality Queensware line. 


Sales Winning National Advertising 


Your customers will be pre-sold Queensware by regular full-page, 
full-color ads in leading national magazines. There’s plenty of other 
sales support, too! 


5% QT. DUTCH OVEN 


~ oti? 


3 QT. DOME-COVERED 
SAUCE PAN 


Cover of 4 qt. dome covered 
saucepan is interchangeable 
with the 10%” open fryer. 


4 QT. DOME-COVERED | 
SAUCE PAN 


OPEN FRYER 


13” CHICKEN FRYER 





SELL WITH CONFIDENCE — SELL THE 


APB SCALS EY 7 de 


Backed by National Advertising 
and Complete Promotional Program! 


G00D HOUSEKEEPING says: The continuing national color advertising 


schedule which started with the July issue of 
“We give this Seal to Good Housekeeping expands in September to 
include in addition Better Homes & Gardens, 
s ie Farm Journal and Sunset. 

has it, earns it. Take full advantage of this powerful cam- 
paign by using Sales Training Material and 


for ae, vasoarcaty no 
ERTIS 
by tying-in at the point-of-sale with Counter 
Cards, Window Displays, Booklets and Local 


lew dvertising—all availabl i- 
CADE INUTERS LABORATORIES report: er vertising—all available to Uni 


“The Minute-Savor Pressure 
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$” Guaranteed by > 
Good Housekeeping 


no one—the product that 





























Cooker withstood more than 7 ; 
times normal working pressure.” : 
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& 

: 

NATIONAL COLOR » 

ADVERTISING ‘ 
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SALES CONSUMER 
TRAINING BOOKLETS 
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LANDERS, FRARY & CLARK * NEW BRITAIN, CONNECTICUT 


HARDWARE: AGE 
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AWere's Your 
NUMBER ONE 


een 7. NEW 


SANITARY LINCOLN #lamiuczed Steel 


WASTE 


EVERY WOMAN'S HEARTS’ DESIRE 
"“BeautyCaun ts... 
oF im... 


e Desigu because it’s... 


Streamlined to match the modern kitchen. 





Perfect for bathroom and nursery. 
Available in Red, White, Green, Ivory and Blue 


ie 
* LZuality because it’s... 


Deluxe, sturdily built of heavy corrosion resistant 
metal 
17 qt. Salt-spray-teswted by ARMCO to prove “BeautyCan” 
Capacity has 5 to 10 times longer non-corrosive life than 
galvanized steel. 
Enhanced by all-aluminum polished cover 
Infra red baked enamel finish. 


A P| | ae Meet us at the 
Can’ ; ; ae] NATIONAL e Utility because ,. . 
is the kitchen Hardware Show No-stoop toe pedal saves energy. 
‘is e receiver for you ta Beca Sept. 16th thru 21st Easily removed insert pail averts spillage. 
it sold exclusively through the te, ey? pyre = edges of —_— - — 
a pe d , are self-sealing to prevent refuse from falling be- 
and not through the installm New York tween can and insert. 

door - to - door type of outlet or m BOOTH 61 — overhang lid stops odor from permeating the 

j ' — ouse. 
order houses. This enables you to Set wakes ak cane 


maintain @ proper profit. Slightly Higher West of the Rockies 
For the Facts and Figures Call, Write or Wire « « « 


wr, * METAL PRODUCTS CORPORATION 
136 CLIFTON PLACE, BROOKLYN 5, N. Y. 

Export Division: BLOCK INTERNATIONAL CORP., 101 W. 31st St., New York City 1,.N. Y. CABLE ADDRESS: "BLOCKTRADE” 
17 
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TAKE A PEEK 
at FERRY CAP 








ERE’S a place where quality really pays dividends. 


Because quality is so important, many engine and 






other manufacturers have enhanced the value of their 






assemblies with Shinyland studs. 






Shinylands of the usual Ferry Cap high quality are fur- 





nished to regular milled stud standards with this addi- 






tional feature—the land between threads a shiny, bright 


mirror-finish. Su FC 
Shinylands are carried in stock in standard catalog | h %G pecify 


sizes in bulk and in attractively labeled packages; sizes, SHINYLANDS for studs with land between 
threads, shiny, bright mirror-finish. 


? ; ’ ; SHINYTHREADS for studs with aircraft quality, 
See this achievement in Ferry Cap stud production. bright, shiny threads. 
















¥%” dia. and under. 


Send for samples of Shinylands. SHINYHEADS for hexagon head cap screws 
of high carbon C-1038 steel, full-finished, 
bright, shiny heads. 


The FERRY CAP & SET SCREW Co. 
2155 SCRANTON ROAD «+ -« * « CLEVELAND 13, OHIO 


Pioneers and Recognized Specialists Cold Upset Screw Products since 1907 


CAP AND SET SCREWS © CONNECTING ROD BOLTS © MAIN BEARING BOLTS © SPRING BOLTS AND SHACKLE BOLTS © HARDENED AND GROUND BOLTS 
SPECIAL ALLOY STEEL SCREWS © VALVE TAPPET ADJUSTING SCREWS © AIRCRAFT ENGINE STUDS © ALLOY STEEL AMD COMMERCIAL STUDS ¢ FERRY PATENTED ACORN NUTS 
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AACKLE LOCKS 
AT HEEL AND TOE 


FIVE OR MORE 
PIN-TUMBLERS 





MUSHROOM DRIVERS 

“Mushroomed” end engag- 
es notch when picking is at- 
tempted. 


Master-keying: 830 up to 1000 in 
one group or a smaller number in more 


groups with sub and grand master keys. 
Add “MK”, thus: 830MK. 


840, 850 and 870 up to 5000 in one 
group or a smaller number in more 
groups with sub and grand master keys. 
Add “MK”, thus: 840MK. 


Padlocks can be master-keyed with 
other locks which have the same key 
number. See Section 12. 


Dust Guards can be supplied. Prefix 
letter “D” thus: D830. 





~“YALE 


‘4 SUPER PIN-TUMBLER 


PADLOCKS 


ADLOCKS 
MAKE 


SHACKLE 


UNLIMITED 


Material: Case is cast bronze, pol- 
ished. Shackle is casehardened steel, 
chromium plated; or bronze, polished. 
Springs are phosphor bronze. 


Chain: Steel with steel shackles. 
Brass with bronze shackles. 
See page 815 


Key Retaining Feature: Can be sup- 
plied so key can be removed only when 
the padlock is locked. 


Packing: One in a box, 2 dozen ina 
carton. Weight, 870, 14 lbs. per doz. 
Case lots: 830, 5 doz., 27 Ibs.; 840, 5 
doz., 44 Ibs.; 850, 5 doz., 53 Ibs. 


CASEHARDENED STEEL 
CHROMIUM PLATED 


| DEADLOCKING BOLT 
IS RAP-PROOF 


KEY CHANGES 
PRACTICALLY 


f— 
12 inch 830 Steel Shackle 


831 Bronze Shackle 


8302, 831% With Chain 


Long Shackles page 812° 






840 Steel Shackle 


841 Bronze Shackle 





| 2 inch | 850 Steel Shackle 


851 Bronze Shackle 
8502, 851% With Chain 





z 


Si- 
CLEARANCE 





om 





2% 


870 Steel Shackle 


871 Bronze Shackle 





8702, 871% With Chain 





8402, 841% With Chain 
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170 Deadlock 


174 Springlatch 


4 
: 
J 


2 9. 
Q 


175 Deadlatch 


PNUD 4187.) Oo ae Role 4 


170 Deadlock operated by key outside and knob inside. 


174 Springlatch operated by key outside and knob inside. Latchbolt 


held back by stop. 


175 Deadlatch operated by key outside and knob inside. 
held back by stop. A small latch deadlocks the latchbolt so it cannot 


be pried back. 


Stop: 174, 175, latchbolt held back by 
stop. 


Material: Rustless die-cast case, black 
finish. Brass front, strike, knob and 
plate. 


Bolt: Extruded brass. 170, %4 x % in. 
%, in. throw, with two hardened steel 
pins. 174, 175, %4 x ¥ in. % in. throw. 


Reversible: 170 for doors of either 
hand. 174, 175, not reversible, specify 
hand. 








~“YALE-- 


Five Changes 

Pin Practically 

Tumblers Unlimited 
2 KEYS NO. 8 


Brass Cylinder: With three rings, for 
doors 1% to 2% in. thick. Can be mas- 
ter-keyed with Padlocks, Cabinet Locks 
and other cylinders which have the 
same key number. See Section 12. 


Packing: one in a box. Weight 1% Ibs. 


Latchbolt 
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Refrigerators . . . washing machines 
.- automobiles ...in every mechan- 
ical and electrical device vibration 


2s is a constant threat to efficient oper- 
y ation. Vibration caused by stretching 
d of bolt or screw, rusting or corrosion, 


not only weakens the original spot, 
but ultimately other parts of the unit 
as well. 

Safeguard your products against un- 
necessary vibration with spring lock 
washers on every assembly. The ex- 
clusive “Controlled Tension” built into 


‘ GEORGE K. GARRETT CO., INC. 


. 1421 CHESTNUT STREET, PHILADELPHIA 2, PA. 
e MANUFACTURERS OF 


DIAMOND <> PRODUCTS 





© FLAT WASHERS 


AUGUST 29, 1946 





TO SAFEGUARD AGAINST 


VIBRATION 




























every Diamond G Lock Washer assures 
positive, unfailing spring tension under 
all conditions... plus the advantage of 
a thrust washer bearing. 

Diamond G Lock Washers permit the 
full tightening of bolt and screw with 
assurance against vibration, shock and 
excessive wear. 

Stop vibration before it starts. Specify 
Diamond G Lock Washers. Deliveries 
are quick, prices right, quality unsur- 
passed. Write for free booklet, and 
ASA and SAE specifications. 





* HOSE CLAMPS NAP AND RETAINER RINGS 
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DGF MEMBERS = 





} | BARN ROOFS 


h SUBMERGED 
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iS, TRAILERS « 
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Trademark Reg. U.S. Pat. off. 
i tinest quality 
* CORRUGATED $ H . 
J i UN- 
STAIRS + R ALU MINUM PAINT ‘&.. 
AILINGS + SAB “ 
; Practically unlimited are the uses for Cres-Lite SY NCHROME \ RAMES 
Aluminum Paint. Have 4 supply with you on every job! 
yNCHROME is aq nthetic resin, \ . 
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“.. And I don’t mind telling you how Il 
do it. 


“I’m going after the new-home construc- 

tion market, and I’m handling Barrett 

Shingles—one of the fastest-selling 
items in the building field today. 


“They're backed by national adver- 
tising in American Home, The Sat- 
urday Evening Post and the farm 
press—architects and builders specify 
them—home-owners like them—and 
their quality has been proved through 
years of service under all conditions, In 
dealing with Barrett, I'm tying up with 
an experienced, reliable source of supply 
—a firm that has been in business through 
good times and bad since 1854. 


“How can I do better than to join forces 
with the greatest name in roofing?” 


THE BARRETT DIVISION 


ALLIED CHEMICAL & DYE CORPORATION 
40 Rector Street, New York 6, N. Y. 


2800 So. Sacramento Avenue - Birmingham 
Chicago 23, Ill. Alabama 





Feature these Barrett Extra-Profit Products 


Barrett Shingles and Sidings 
Barrett Roll Roofings 

Barrett Rock Wool Insulation 
Barrett Protective Paints 
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It says: 
“GOOD 
PAINT 
HERE™ 





The name DEVOE is important to you who 
handle our products—whether it’s on your 
own sign or on the container—whether it ap- 
pears in large or small type. It says with all 
the authority of our nearly two centuries of 
experience that you’re handling products that 
are ‘'good’’ in every sense of the word. This 
means they are fine quality products that are 


right for their jobs—with good consumer ac- 
ceptance—and with the added advantage of 
thoroughly good profit for you. 

Make the most of the experience of others 
who handle these fine products—by making 
sure your stock is ample and represents a 
worth-while cross section of items in the fast 
selling Devoe line of quality materials. 





Four consistent Profit Makers 





B/C GIANT VALUE 
LINOLEUM LACQUER UTILITY BLACK 


MARBLE FLOOR 
VARNISH 


GIANT VALUE 
CAULKING COMPOUND 


The 60-minuze marvel— 
fast-drying, crystzl clear 
lacquer that is brighten- 
ing floors and lightening 
housework in thousands 
of homes. 







An extra-value product 
that means good looks 
and real protectioa for 
all kinds of outdoor met- 
al work—screens, fences, 
stove pipes, etc. 


Fas.-moving because i: 

ties in with today’s value- 

consciousness of property 

owners everywhere. Saves 
' fuel—weatherproofs. 


Profitable, fast-selling 
because it’s such an out- 
standing improvement 
over previous varnishes— 
dust-free in 1 hour—dry 
in 4 hours! 
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a quick facts about KAY-TITE waterproofing — 


STOPS WATER LIKE A 
DUCK'S BACK 


wos The waterproofing _prin- 
Ne ciples of Mother Nature 
have been adapted to home 

use in Kay-Tite, America’s 

No. 1 GUARANTEED masonry waterproofing. 
Kay-Tite is composed of finely ground, inorganic 
powders, and, when applied like paint, com- 
pletely waterproofs walls by sealing the pores of 
all masonry surfaces. One coat does the trick, 
above or below grade, inside or out. . . depend- 


ing upon porosity of the surface. 


soci TITE HAS MANY USES 


Job-proven by engineers, 


builders, painters, masons 





y and home owners, Kay-Tite 





> 


will lastingly waterproof cellar walls and 
floors, cement and cinder blocks, brick, stucco, 


a 


unglazed tile and rough masonry. Swimming 
pools use it to lock water in, so it must be effec- 
tive! Our research engineers daily find new 


fields to conquer! 


CHECK THE PROFIT-MAKING 
KAY-TITE $20.88 DEAL 
Write today for the Kay- 
\\ Tite $20.88 Deal. This sets 
up an extremely profitable 
Kay-Tite Waterproofing 


~. 


Department in your store. Easy to display, this 
is a sure-fire, quick-moving item. 


-_—_— ——~ oe ee eee eee eee ee 
KAY-TITE Company, West Orange, N. J. 
Send us the $20.88 Kay-Tite Deal ha J 
6 cans White—6 cans Grey. My cost i 
$20.88. Total Selling Price $34.80— 
Shipping Cost Prepaid. i 
i 
i 
I 





ADDRESS 
CITY. STATE 














I 
I 
! 
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! 
I 
i 
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JOBBER’ 'S NAME 
ee 


KAY-TITE... AMERICA’S NO.1 WATERPROOFING 






i 


$0 EASY— ANYONE CAN APPLY 
KAY-TITE Waterproofing 


Professional mason or 
homeowner, it’s easy as 
pie to apply! Mixed with 





water to a creamy thick- 
ness, one gallon will waterproof 100 to 150 
square feet. All you need is a stiff fibre brush to 
apply it! Kay-Tite can also be sprayed on. 


Simple instructions on label tell all! 


, RS : am 
<——— nteed 
ay-Tite 
MASONRY WATERPROOFING 
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KAY-TITE COMPANY, WEST ORANGE, N. J. 
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Deep (olor Flat Finis 
And Toner 





F HYDALL HY-TONER were just an ordinary deep 
color flat, or just an ordinary toner—available for 
immediate shipment in reasonable quantities—that 
would be good news to paint-hungry dealers and 
their customers. 





But not only can you get prompt delivery of sub- 

stantial stock in any of 14 beautiful colors—this 
new toner and deep color flat finish is without question 
the finest you've ever sold! 


CLEAR, CLEAN, STRONG TONES. The 14 basic colors are 
beauties, and blend perfectly with each other and with white 
to produce hundreds upon hundreds of clear, clean, strong 
tones. No lumping, no streaking, no muddiness, no high spots, 
no floating, no flooding, no color specks! 


Instead, Hydall Hy-Toner gives true, sharp tones and smooth 
textures even in extreme reductions. It covers with a flat finish 
that’s washable, and won't fade indoors or out! 


ECONOMICAL TO USE. Hydall Hy-Toner basic colors are 


exceptionally strong, and spread and hide remarkably well. 


EASY TO WORK. Hydall Hy-Toners disperse quickly and 
completely .. . work easily and set slowly .. . leave no brush 
marks or overlaps. 


Sample brush outs in full strength and let-downs 
supplied with each order. Mail the coupon at once! 





MEET US AT THE NATIONAL HARDWARE ' SHOW 
NEW YORK, SEPTEMBER 16-21 
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AS A FINISH 


Hydall Hy-Toner 
works perfectly as a 
deep color flat fin- 
ish on both new and 
old work. Full direc- 
tions on label. 


pron 


5 gal. 


Size 









USE IT 
FOR TONING 


Hydall Hy-Toner 
mixes readily with 
other paints, to pro- 
duce the exact tone 
or tint you want — 
clean and strong. 


Colors: Lamp Black —Raw Umber —Burnt Umber — 
Raw Sienna—Venetian Red —Permanent Vermilion 
—Prussian Blue—Cobalt Blue—Ultramarine Bive 
—Chrome Yellow Light—Chrome Green = Light— 
Chrome Green Medium—Chrome Green Dark — 
Primrose Yellow. 
Colors 


FOR BLENDING 
Hydall Hy-Toners 
mix with each other 
(and with white) to 
give you a choice of 
over 1,000 true, 


clear, lasting tones. 
- 


I Sd 
Hydall Paint & Varnish Co. 

515 Bryant Ave., New York 59, N. Y. 
Please ship at once the following order of Hydall Hy-Toner. 
Sizes available: Y2 pt., 1 pint, 1 qutrt, % gal., 2 gal., 3 gal., 


H6829 
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Store Name 





Address 
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All the EASE of a Toner... 
All the BEAUTY of a Deep Color Flat . 
Ail the CLEARNESS of the Best Colors in Oil 
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Century drills and drill sets are outselling all other high speed twist drills offered at re- 





tail. This simple truth can be checked and double checked in any city or town in the S 

United States. 
Here’s why! The product is a quality tool designed especially for sale to retail customers. It ; 
is fine quality tungsten molybdenum high speed steel; it is 1597 shorter than ordinary jobbers i 
drills for greater strength. It is priced substantially below the price of Jobber drills. Its packag- i 
ing and display appeal is superb. Every item in the whole line is protected with cellophane to < 


keep out rust, moisture and dust. 


The possibilities for counter and window displays are unlimited. 


Bright and attractive counter and 
window display cards are available 
to Century dealers. Write for C-5 
bulletin which describes the entire 


Century line. 





CENTURY TWIST DRILL WORKS ¢ NEW YORK 


DIVISION OF REPUBLIC DRILL & TOOL COMPANY 
96 LAFAYETTE STREET, NEW YORK 13, NEW YORK 


ENTURY PWIST EPRILL Works 


eth S 











A package with irresistible appeal for every mechanic, every 
home work shop fan, every craftsman. 

15 Century drills by 32nds, 1/16 to 1/2 with a famous Huot 
container. This beautiful cellophane wrapped unit retails for about 
$12.75 and is truly a marketing achievement, unparalleled in 
twist drill history. 

(Huot index for M-15 has capacity for 14 more drills in 64th 
sizes for those who may wish to add 64th sizes as required and 
eventually make complete set 1/16 to 1/2 by 64ths.) 


$465 


13 Century drills by 64ths from 
1/16” to 1/4” and a Huot drill 
index. Packaged in a colorful, cello- 
phane covered box. The M-3 retails 
for about $4.65 and has been set- 
ting sales records all over America. 


~* PACKAGE, PRODUCT AND PRICE! 


All three in complete harmony with the 
twist drill needs of wholesaler, retail 
dealer and retail customer. 

Beautifully boxed, cellophane wrap- 
ped, rust proof, dust proof ... each 
drill a complete package of tempting, 
eye catching merchandise. 

(Complete fractional size range from 
Vie to Ya by 64ths.) Can be retailed 
at prices substantially below prices 
charged for ordinary High Speed Drills. 









The famous M-7 Set Sells on Sight. 
Seven popular sizes “is to Ys by 
32nds and a sturdy red bakelite stand, 
attractively boxed in a cellophane cov- 
ered package to retail for about $2.45. 























Furnished Bright or Hi- 
Carbon Heat Treated, 
RB&W Cap Screws give 
your product maximum 
fastener strength and finest 
appearance... and they are 
held to close tolerances 
that just a few short years 
ago were considered im- 
possible for a commercial 
product. 

Uniform physical prop- 
erties are assured by scien- 
tific selection and prepara- 
tion of raw material, use of 
the latest type of modern 
equipment and a system of 





quality control followed 
throughout production. 





COMPLETE RANGE — RB& W Cap Screws are produced in a size range up 
to 1"x8" and are stocked through 1"x6” in Bright and 34” in Hi-Carbon 
Heat Treated. The Heat Treated screws have a black, satin-lustre finish 
obtained by a special RB&W process 


PREPARATION — Hi-carbon and alloy steels are prepared for cold- 
forming in these spheroidizing furnaces, which improve the micro- 


structure of the material. 


QUALITY CONTROL — Mechanical and physical examination of 
raw material plus continuous inspection at every sgage Of manufac- 
ture provide assurance of uniformity and top quali. 
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PRODUCTION — Impressive tonnage output daily comes from LARGEST MACHINES — These machines have capacity for pro- 
this battery of machines, representing only a fraction of RB&W ducing eS Screws cold up to 1’’ diameter and offer maximum attain- 
Cap Screw manufacturing capacity. ment in close tolerance work. 
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UNIFORM TREATMENT — Al] RB&W Hi-Carbon Cap Screws are TEMPERING — After oi] quenching, RB&W Hi-Carbon screws are 


hardened in atmospheric-controlled furnaces. A very close auto- tempered in batch type draw furnaces. The final step is the applica 
. matic temperature control and other features provide uniform and tion of the special satin finish which distinguishes this high strength 
et : thorough heating, with complete freedom from scale. product. | 
' 
sh 


mW The complete quality line 
| 101 YEARS ing Sheng the things that make CAmerica etinug 


5 Plants at: Port Chester, N.Y., Coraopolis, Pa., Rock Falls, Ill. Sales Offices at: Philadelphia, Detroit, Chicago, Chattanooga, Los Angeles, Portland, Seattle. Distributors from 
coast to coast. Order through your distributor and get prompt service for your normal needs from his stocks. Also, the industry's most complete, easiest-to-use catalog. 
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RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 
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THERE’S GOOD 
PROFIT 
ON NYDAR 


and if's Fair Traded 


The Nydar Shotgun Sight re- 
tails at $27.45 plus installation 
cost. The minimum profit on 
each ht is $9.15. When pur- 
chased in quantities of one 
dozen or more your profit is 
even greater. 
a 

Any good gunsmith can mount 
Nydar. Full and detailed infor- 
mation on mounting sent with 
each dealer order. Effective 
Dealer newspaper advertising 
mats also available on request. 


. 
Canedian Sales Represent ative 
CANORA SALES COMPANY, LTD. 
1641 Lincein Avenve, Montreal 


NYDAR DEALER DISCOUNTS 
When purchased by gross—$27.45 each less 332%, 0% & 10% 
When purchased by dozen—$27.45 each less 332%, 0% 
When purchased less than dozen—$27.45 each less 332% 


Prices slightly 


SWAIN NELSON CO. 
2326 Glenview Road 
Gleaview. Iilinols 


Please goad us NYDAR SHOTGUN SIGHTS in exact quantity 


, Nydar 


SHOTGUN 
SIGHT 


Ne \ 70 BRING 
ed em IN... 


\ 
Wo: 
ae 
Ys 
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display a NYDAR-movunted 
gun prominently 


© All over America, sporting goods departments have found 
that when they put a Nydar-mounted gun on display it 
increased store traffic tremendously. The Nydar Shotgun 
Sight has created more interest among sportsmen than any 
other sporting goods development in recent history . . . and 
often just one demonstration makes the sale! 


the “Bullseye” does it! 


Nydar is built around the death-dealing principle of 
© precision optics used by the Allies throughout the war 
to direct the fire of aircraft guns. It puts a “‘bullseye”’ in the 
sky—projecting a dot and circle in space, indicating exact 
center of impact of the shot charge. It brings new fascina- 
tion, interest and accuracy to shotgun shooting . . . helps 
the hunter to bring home more game and to avoid crippling 
of game and wasting of shells. 


/ 


Nydar is ideal for all types of shooting . . . for 
any kind of game, especially wing shooting. 
You look through Nydar with both eyes open; no 
lining up of gun or sights necessary. A Nydar shooter 
gets on his target faster and hits it yards sooner. 


hegher in Caneda 





MAIL ORDER 
COUPON! 


Have a Nydar Shotgun Sight mounted on a 


checked: 
l gross © 1/2 gross O 1 doz. oO i gun now, for the hunting season rush. See how 
1/2 doz. O 1/3doz. 0 1/4doz. O 1/6 doz. © ! it draws the crowds, and how it sells itself. 
Dealer Name _ e. 
Street a a 
NATIONALLY ADVERTISED 
Gy Zone_____ $teve_____ In Leading Sports Magazines 


Avthorized signature 
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THERE’S NOTHING LIKE THE 
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The Most Amazing 
me Seller in the History 
of Javenile Wheel Goods! 















: a NOW! 

“4 g Quantity Discounts 

a : to 

a Jobbers Who Warehouse 


Write for Details 








Jobbers: Y@# Wire Orders for } 





t 


for Big Christmas Profits 
Time Is Short! 








for 

children 

one &F one-half 
to five 

a 

beautiful 
velocipede 


Our Capacity Doubled for the Final Rush! 


New Factory Enables Us to Fill 
Your Orders Promptly —So Far! 


BUT—if the rush gets much greater, it will be a 
case of first come, first served. Be sure! Be 
FIRST! Jobbers: Wire your orders NOW! 


WE SELL ONLY TO JOBBERS! 


OAKLAND ENGINEERING CO., INC. 
800 - 100th AVE., OAKLAND 3, CALIF. 
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Liberly Vislribulors 
THANKS YOU - GLck& 


You've Told Dealers Our Story 
SO WELL THAT WE REPEF 


Now let us tell you WHY IT PAYS MANUFACTURERS to Sell through 
Distributors — especially such an unique organization as LIBERTY DISTRIB- 
UTORS, with 26 of the leading, most aggressive wholesale hardware houses 
in the country as members. By uniting in our efforts, on a nation-wide, 
non-competitive basis. we deliver to you, in one package, 80,000 Dealers. 
LIBERTY DISTRIBUTORS’ 1.250 Salesmen regularly cover the entire United 
States, Alsaka and Hawaii, selling over One Hundred Twenty Million Dollars 
($120,000,000) worth of merchandise annually. But that's not all — LIBERTY 
HELPS THESE RETAILERS MERCHANDISE AND SELL the lines they handle. 


YES ... it pays to SELL through 
LIBERTY DISTRIBUTORS 


Talk about convenience and economy! LIBERTY DISTRIBUTORS offers 
manufacturers not only 80,000 established. regular customers — but the use 
of the most modern warehousing facilities in 45 key cities. For a ready- 
made market; for a service which lets you forget distribution problems to 
concentrate on producing at your most efficient level; for cutting billing 
costs and credit losses, put your lines in LIBERTY DISTRIBUTORS’ hands! 
Submit samples to headquarters, NOW! 
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Headquarters . 14 No. Sth St.. PHILADELPHIA 5, Pa. 
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butors 


From 
quickly, economically, 
S$ built his reputation, 


uying in fewer 
sources _. cuts down Paper w - +. Offers immediate Price 
and Catalog information . - + insures faster Service on adjustments 
and complaints . . . Bives you Superior credit facilities , . + Places 
needed equipment as close as your phone. 


IT’s ECONOMICAL «++ because it Rives you Personal service that 
helps you get the most for your money .. . saves transportation 
Costs... ; | al “know-how” that 
Cuts costs , . i ‘counting expenditures 

holds down inventories that may prove costly in investment, 
Storekeeping expense and obsolescence. 


Black & Decker was the first company to establish and Publish a Policy 
of selling Portable Electric Tools exclusively through Distributors, And, 
through the years, that has always remained our Selling Policy. 

has paid off for our Customers. It's the bes¢ way for you to buy! 
The Black & Decker Mfg. Co., Dept. B-5, Towson 4, Maryland. 

(In Canada: Terminals Warehouse Bidg., Toronto . Ontario.) 


LEADING DISTRIBUTORS EVERYWHERE FOR 35 Years HAVE SOLD 


Black Decker 


Drills . Bench Grinders . Sanders 
Nut Runners . Portable Grinders . 


SPEEDs Up DELivery— 
Your Distributor, who knows your 
business, ean = anticipate 
needs, orders me 


Finos HARD-TO-.cer 'TEms— from m 


Your Distributor j 
tities to cover the needs of supply we mT because he delivery service can Prevent pos. 
businesses beside your own. nows where to look for em sible costly shut-downs 


On TECHNICAL 

r Distributor 

his “ now-how"' 

through thousands of contacts 

nel your buying by pure hasing le can give you information on 
through Distributors new ideas, new ter hniques, new 
Products, new Ways to cnt enst« 


= WITH PERMISSION 
— . CO. 
OF THE BLACK & DECKER MFG 
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FAMOUS OUTDOOR MAGAZINES... 


now tell a million sportsmen each month about 








ARGUS OBSERVATION SCOPES! 


Every month more than 1,300,000 readers of Outdoor Life. Sports 
Afield, Field & Stream, and American Rifleman read advertisements on 
Argus Scopes. These men who hunt, fish, take canoe trips, shoot in the 
top-flight rifle matches of America —all are excellent prospects for 
Scopes. You know how many of them depend on your store for advice 
and equipment. 

Display the Argus Scope. Point out its distinctive advantages. And you 
can be sure of your share of the profitable Scope sales that are being 


made this season. If you have not yet stocked Argus Scopes, wire your 


rs 5! | aa — wholesaler, or Argus, Inc., Ann Arbor, Michigan. 
ANN ARBOR, MICH 
argus OBSERVATION SCOPE 


Built by ARGUS, manufacturers of fine 
cameras and precision optical instruments 
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If You want fast action 


and more “reel” profits 
....send the coupon: for 


THE THOMPSON” 





Every 
“Thompson” Reel 
is packed in a soft 
chamois bag, cased 
in an individual carton...a 
package worthy of the product 
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full information on 


see enreeeanena eae ee ean «= «= al 


The THOMPSON is the newest thing 
in reels. A truly de luxe job for the fish- 
erman who takes pride in his equip- 
ment. Built like a fine watch... every 
working part precision-made to the 
minutest detail. LONG LIFE COIL 
SPRINGS instead of ordinary ellipti- 
cal spring in drag and click. Self- 
lubricating main bearing, ball-bearing 
equipped. Specially designed brake to 
give better control of big fish. Line 
guide of glass-hard stainless steel. And 
many other features. The THOMPSON 
is a thing of beauty as well as a mech- 
anical masterpiece. It sells on sight. For 
new business... mew sales... new 


profits—send the coupon. 


THOMPSON REEL DIVISION 


Floyd T. Lovens, Inc. 
Bank of America Building 





a 





San Jose 16, California 
MAIL THIS COUPON FOR FULL INFORMATION 


THOMPSON REEL DIVISION 
Floyd T. Lovens, Inc. 


Bank of America Bldg., San Jose 16, California 
Gentlemen: Please send me full THOMPSON details. 


OT) Shing dbanasneubuensmedasedkddlimbbaennaadwauune 
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( For jobbers (1) For dealers 
Firm Name 
By 
Address 
City Zone___ State 
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* ° ALL STEEL 
_ KITCHEN & BATHROOM 


_ CABINETS 








\ 





SURFACE MEDICINE CABINETS 
RECESSED MEDICINE CABINETS 
KITCHEN UTILITY CABINETS ° 
KITCHEN WALL CABINETS 
BATHROOM SHELVES 
KITCHEN SHELVES 


Let’s meet at... Booth 95 


NATIONAL HARDWARE SHOW 
Grand Central Palace —-NEW YORK CITY 
September 16-21 
eoeeee7s3#sernrteeee#ee#ees3+eeesvseenveseseseeee?s8°e 


Traditional with Lennox...to deliver the Best! 


NINO METAL MANUFACTURING CO. 


MASPETH. L. I., N. Y. 











Manufactured 
with the hidden 
care that means 

QUALITY 

and 

SERVICE 


f Heavy gauge cold 
rolled steel! 


¥ Iwo paint coats! 


7 Two baking 
operations! 


¥ Army specification 
welding! 


7 Brass pin hinges! 


...and much more! 
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Beam 


FOR SURE PROFITS WITH 


ARVINS 


To pave the way for your Fall and Win- 
ter selling of Arvin Portable Electric 
Heaters—to help you get fast turnover 
and sure profits with Arvins—half page 
advertisements like the one reproduced 
at right will be appearing in the months 
ahead, in all the leading national maga- 
zines shown below. 


Be ready to cash-in on this big campaign. 
Order your stock—both the fan-forced 
and radiant types—from your Arvin dis- 
tributor now. These are the heaters that 
people know and like so well—because 
they are built so beautifully and perform 
so dependably. And they are priced low 
to sell fast. . 


> 
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GLAMOR esf ecially inthe t 
needs ta be wrapped in the prorecti 
blanket of warmth of an Arvin Fan- Forced FAN-FORCED TYPE— chases chills fros 


s and ts 


Electric Heater 
», trailers 


This heater belongs 10 ev 
where there are youngsters ¢ 
you can arry wm casiuly t 
game room 

in at any 110 AC wail « 


it circulates extra heat 
warm air f cr mmut¢ 
room «hile 


y 
me or place 
ie plac 


Safe with children 
fan are fully enclosed 


but the cabinet stays 


Beautifully built and finished in Wwory an 
other attractive colors. You'll get 

fependable service from any Arvin Port 
able Electric Heater you choose 


forced of radiant type shown at right 


Many thousands are now in use. All che 
new Arvins are Underwriters’ listed for 
safety. Sold by electrical, hardware and 


department stores 


wD... name on many fine products from 


NOBLITT-SPARKS INDUSTRIES, INC., Columbus, Indiana 


ARVIN Top Fight Radios + Electric trons and Appliances + Metal Chrome Dinette Sets 
Outdoor Metal Furniture + Laundry Tubs « tronng Tables « Cer Heaters 
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NEWEST MAGNESIUM GRIDDLE ; 
Sunday Night Chef Junior —the newest magnesium griddle- 
grill. One-burner version of the sensational two-burner 
original. Neat—attractive—handy. A refreshing “find” for 
shoppers—a delightful surprise at home. Custom built for 
modern electric and gas stoves. Perfect for pan broiling 
chops— pancakes, hamburgers, bacon and eggs and toasted 
sandwiches. Just right for quick meals, tasty snacks— 
picnics and camping. Detachable lifter-type handle. 

Retail, $2.95 


SUNDAY NITE CHEF SENIOR (two-burner size) 

Now selling rapidly in countless markets the Sunday 

Nite Chef has lived up to every promise! Delighted 

housewives are telling their friends how magnesium 

assures even heat distribution over entire cooking 

surface, assures uniform food color and texture! Man 

use it as a baking or candy sheet. Smartly cothened. 
Retail, $3.75 


WRITE OR WIRE YOUR ORDER 
SPECIALTY PRODUCTS DIVISION 


THE DOW CHEMICAL COMPANY 
First and Water Streets, Bay City, Michigan 
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How to spot sizzling sales coming your way! 


MAYBE YOU'RE TOO BUSY to do any crystal-gazing right 
now—too busy wrapping new appliances and ringing up 
sales. But if you’re looking forward to a lively, permanent 
appliance business tomorrow, it’s wise to think twice about 
the brands you recommend today. 








You can’t go wrong if you choose the M-B family of 
quality appliances—a line that’s tops in smart style, 
soundly designed to give your customers lasting satisfac- 
tion. A line you'll be proud to demonstrate, feature by 
feature. For instance, there’s The Smokeless Table Broiler... 


.: NO MORE SMOKE and fumes at the table BIG ENOUGH to broil a whole chicken! Two ADVERTISED in the September Ladies’ 
with The Smokeless Table Broiler. Two heats—high for broiling, low for warming. Home Journal and a string of other famous 
cleverly hidden vents allow air to circulate, Notched hinges hold cover upright. Or women’s and household magazines, it’s 
carry off the heat without the smoke. Ex- cover may be removed, used upside down a September “natural” from Manning 


clusive with Manning Bowman! on base as hot plate. Lustrous chrome finish. Bowman—famed for quality since 1657! 


! 


Manning Bowman Means Best 


Manning, Bowman & Co., Meriden, Connecticut - In Canada: Manning, Bowman & Co. (Canada) Ltd., Oakville, Ont. 
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THE LINE THAT'S ALWAYS IN DEMAND 








sity, 


» with MACKLIN: My, 








All tools must be sharpened frequently to keep their 
keen cutting edge and retain their efficiency. There 
is a Macklin high quality sharpening stone or grinding 
wheel for every purpose — for farm, factory or home. 


Visit the Macklin booth, No. 213, at the National Hard- 
ware Show, Grand Central Palace, New York City, 
Sept. 16-21, and see the complete line of Macklin abra- 


sive products. 


New York sales office, 149 Broadway, Singer Bldg., 
Room 2902, New York 6, New York. 








MACKLIN COMPANY 


Manufacturers of GRINDING WHEELS AND OTHER ABRASIVE PRODUCTS 
JACKSON, MICHIGAN 


Pittsburgh Cleveland n i Milwaukee - Philadelphia 


Sales Offices Chicago New York Detroit 
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To adjust, loosen c@fer cap screw, 
slide arm so that blag is at desired 


twin - blade - holder " cen 


discs and gaskets in one 


4 steel plate Note smoot 


imum of polishing 


AUGUST 29, 1946 


Ye" to 8” diameter in sheet metal, 
bre, hard rubber, wood and tough 
composition material 


Another Bruno tool to increase your sales and profits. Designed for the 


sheet metal worker, pattern maker, machinist, electrician, toy manu- 
facturer or home craftsman. For use in any standard drill press, wood- 
working machine or suitably mounted spindle machine. Furnished 
with combination drill pilot and new improved high speed cutting 
blade, adjustable to depth and diameter. Cuts 14” thickness in steel 
or other tough metals and any thickness up to 1!” in plastics, fibre 
or wood. 

Bruno store displays, consumer literature, packaging and advertising 
are ready to help you get sales witH a minimum of effort. Contact your 


jobber at once or write Dept. —HA-8. 


Expansion [Shank Pilot Drill 


Capacity | Size Size Thickness Capacity 





ibre, Wood 
Metal f'?re: 
1%” Y,% %” Ye et Plastics 


105 
to 8” | 14" 























Replacement Blades, high-speed steel, each $1.50 


© 








attractively packaged 


re) L & in cradled box. 


auNo ——.. 


9330 Santa Monica Blvd. 
Beverly Hills, California 


43 
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ee E We [ corbin tubular latch set 


for low-cost home and commercial construction 


This new and improved Functions For Every Need 
Tubular Latch Set in- #345 Standard Latch Set 
corporates CORBIN’S sa . oy cache aggalng 
newly designed square room Latch Set, with locking 
face and curved lip 


button and emergency un- 
strike with square ends —— 
to match. 

This latch proved its ability to “take it’ by 
performing as smoothly at the end of over half 
a million “Open and Close Tests” as in the be- 
ginning. This excellent performance was achieved 
as a result of three new Corbin features: — (1) 
Reinforced latch bolt; (2) Extra large hub arms; 
(3) Cold rolled steel shoe and lever for retracting 
the latch bolt. The increased strength of these vital 
parts results in a better tubular latch set that will 
give added years of smoother service. All sizes 
are standardized to fit the time saving pre-mortised 


doors specified by The Fir Door Institute. 

The name CORBIN means quality to your 
customers. Owners of houses in the lower priced 
brackets are usually pre-sold on the name Corbin 
but they sometimes feel that Corbin Quality Hard- 
ware is beyond their means. This new and improved 
line of Tubular Latch Sets is designed and priced to 
make Corbin quality hardware available to owners 
of low cost homes. Display these new Corbin 
Tubular Latch Sets. Their sturdiness and style will 
arouse interest in your Corbin line of economical, 
high quality builders hardware. 


P.& F. Corbin 


DIVISION OF AMERICAN HARDWARE CORPORATION 
NEW BRITAIN, CONNECTICUT 
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YCLONE “Red Tag” Hardware 

Products are making a gain 
on the production line—gradually pushing 
ahead. We aren’t over the goal line yet, but 
we're gaining on every play! 

And don’t forget there’s the gain to you 
that comes from handling the U-S-S Cyclone 
line. Dealers have long found Cyclone “Red 
Tag” Screen Cloth, Hardware Cloth, Lawn 
Fence and Burner Baskets an unbeatable 
team that could “take it.” They have always 
meant satisfied customers. They always will, 
too! 

It will pay you to keep in touch with your 
distributor. He’ll supply you with Cyclone 
“Red Tag” Hardware Products as soon as he 
possibly can. 


U-S-S CYCLONE -eeo 77" HARDWARE PRODUCTS 


CYCLONE FENCE DIVISION 


(AMERICAN STEEL & WIRE COMPANY) 
Waukegan, III. (Branches in Principal Cities) 
United States Steel Export Company, New York 





UNITED STATES STEEL 
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REDUCES FRICTION AND WEAR gs 
... IT’S WATERPROOE is 


| PREVENTS RUST and CORROSION 


' . STAYS PUT, LASTS LONGER 
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— LUBRIPLATE .. tue xationauy apvertisep 
- WHITE LUBRICANT PUT UP IN COLLAPSIBLE TUBES... 
_ ATTRACTIVELY PACKAGED ...1S DEMANDED BY YOUR 
TRADE... RAPID TURNOVER...COOD MARGIN OF PROF 

~ STOCK IT NOW! 
 LUBRIPLATE DIVISION 


FISKE BROTHERS REFINING COMPANY “*NATIONAL--- 
“LG@EKWOOD STREET, NEWARK 5, NEW JERSEY Hardware Show 






Ma ee SEPT. 16th thru 2st, 1946 
4% ¥ ee 
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HAR-KEW 


-ntroduces the 


...and your ROCK-N-ROLL sales 
will roll right along too! Here is 
o double feature product, easy 

to demonstrate, and easier to 

sell. Immediate acceptance 

by parents plus national 
advertising makes selling the 
ROCK-N-ROLL easy for you. 


...0n sturdy, cadmium plated, tubular 

steel rockers. The ROCK-N-ROLL is finished 
in attractive baked enamel colors . 

rubber tired ball bearing wheels . . . shock 
absorber springs beneath seat... sturdy 
package carrying handle. . . non-toxic 
beads ...a stroller of quality built 

to sell. Write for prices and descriptive 
literature today. 


l 
BE FIRST TO FEATURE THE ROCK-N-ROLL—ANOTHER PROFIT MAKING HAR-KEN PRODUCT 


SALES and EXECUTIVE OFFICES 


HAR-KEN PRODUCTS, INC. 664 N. MICHIGAN AVE., CHICAGO II, ILL. 
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SEARS-PIOU CO. Scitimore 9 


St. Louis 











FAMOUS BARR CO. 
















eNERAL UTILITIES DISTRS. 
T af G Chicege 
TWIN STATES DISTRIBUTING | “ANSPAREN’ | LOWDEN & WelSBLY 
Charlotte, N. C. D, No. 11 oa Denver 
oy IC - 
APPLIANCE DISTRs_, Inc, Ut INC ed 


Indianapoli, 











yiters 


Distributors: INVESTIGATE this 
great new POST WAR finish 


NON-SKID! 
ELIMINATES WAXING! 
IMMEDIATE DELIVERY! 





derw 











PLICOTE INC., PITTSBURGH, PA. © SALES OFFICE: 664 N. MICHIGAN, CHICAGO 
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NATIONAL ADVERTISING 
FOR ARCHERY 


For the first time, Archery is advertised 
in national media. Ben Pearson schedules 
are now appearing in Saturday Eve- 
ning Post, Better Homes & Gar- 
dens, Sports Afield, American 


Girl, and Boys Life. Total readership 
of these magazines each issue: over 
19,000,000. Archery publicity this year 
is on a scale a hundred times greater 
than ever before. 


YOU CAN MAKE MONEY ON ARCHERY 


» Just coming off the press, this 
book tells the simple story of how 
Ben Pearson dealers are making 
money through their archery de- 
partments. “Archery Profit Guide” 
tells you everything you need to 
know in setting up a profitable 
archery business. In this new book 
you will find many ideas for creat- 
ing sales through your own efforts. 
And yet the basic ingredients of 
the Ben Pearson selling plan are so 
simple that no unusual effort is 
needed to do a fair business at an 
ample profit. 
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PINE BLUFF, ARKANSAS 


B The basic idea, of course, is 
Ben Pearson’s famed super-effi- 
cient craftsmanship production 
which enables you to sell attrac- 
tively packaged sets at $1.49 to 
$10.45. Sales are fast, inventory is 
light. And your margin is im- 
pressive. 


3) Then too, national advertising 
is beginning to steam roller sales. 
And Ben Pearson is keeping the 
casual archery purchaser inter- 
ested, and coming back for more 


f 









tackle, with pamphlets and dis- 
plays of “Archery Technique Sim- 
plified,” and other devices to make 
archery easy to learn. 

While “Archery Profit Guide” 
was printed primarly for Ben Pear- 
son dealers, we will gladly send 
you a copy, as well as any other in- 
formation you might want in set- 
ting up a profitable archery de- 
partment. 
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BIGGER PROFITS 


A MESSAGE TO MYERS DEALERS. 

Every square inch of your floor, wall and window areas is 
valuable space that can be made.to produce more sales for you, 
if well utilized under proved modern merchandising practice. 
Our sales organization has completed tests of the most effective 
methods to increase your profits from the sale of Myers Water 
Systems, Pumps and accessories. We are ready to help you with 
suggestions for improved window and indoor display — everything 
from better counter-top arrangement to complete departmental units 
and working plans for new counter, platform and wall selling 
displays. 

Be sure to discuss this important subject with the man who calls 
on you for Myers. He will have some very interesting information 


THE F. E. MYERS & BRO. CO. 
Dept. F-28, Ashland, Ohio 


MG. J ee 


Water Systems @® Pumps @® Sprayers @® Hay Unloading Tools 
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PLASTIC WOOD 


GREAT ADVERTISERS 
USE A GREAT 
MAGAZINE 


Here are the names of only a few of the 
great firms taking advantage of the special 
readership of Mechanix Illustrated .. . 
those hundreds of thousands of men who 
are sold on modern science, hobbies, home 
workshops, photography, radio and model 
building. 

These men are interested already — and 
Mechanix Illustrated is their magazine be- 
cause it answers their great interest. They 
spend plenty of money — millions a year 
—on their hobbies and interests. They read 
the advertising, as well as the editorial 
pages, of Mechanix Illustrated because 
they’re on the prowl for new ideas, new 
products, new methods. 

Make sure that your product, too, is 
being advertised in Mechanix Illustrated 
— where it can enjoy the twin advantages 
of actively interested readership plus hap- 
pily low rates. 


MECHANIX 
ILLUSTRATED 


Fawcett Publications, Inc. 
295 Madison Ave., 
New York 17, N. Y. 


World’s Largest Publishers _ 
of Monthly Magazines 
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You'll Ogle their Trim Beauty! 
You'll Love their Performances! 








one of many we tested that will actually bake 
pastries and cakes. 141," dia.—8%,”" high. 110-120 
volts AC-DC. 1000 watts on high—400 watts on low. 
Ceiling Price . . $17.45*f 


,. f > 
Fes igoe® 4 
* tee : ee 2 
: ie" dic. 660 watts. 115 volts 


> ; Ceiling Price - $4.45*+ 


| Afstor wie. 400 tlectric Heater 


The only one with the safety lock 
of engaging teeth that holds with 
a bull-dog grip and cannot slip. 

Plus 9-foot corl.. 191,” Sigh 
144,” bowl. 1000 watts 110-120 
volts AC-DC. Model No. 400 — 


/ Ceiling Price $8.95*f 
Astor No. 300 Electric Toaster 
gauge. all-chromed steel. 
Flip-over type . . toast turns it- 
self when doors open. Complete 


with cord . . 400 watts 110-120 
volts AC-DC. Ceiling Price . . $5.95*t 


*Plus 5% in OPA ZONE 
No. 2 chargeable to customer. 
Includes Mirs. Excise Tax. 


Manufactured by pace: LINE 
UNION DUCTS 


UNION PRODUCTS MFG. CO. noe 


35 Park Place 
New York 7, N. Y. 
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, can olfer your dijamors 
ALL THE KAREN ADVANTAGES! 














There’s no doubt about it! The Karen Dial. O- 
Matic Kooker has plus value for your custom=2rs 
... plus sales appeals for you! 

The Dial-O-Matic Control makes the magic 
difference. It’s exclusive ... unduplicated by any 
other pressure cooker! Set the dial to the one cor- 
rect pressure for the food to be cooked... and 
that level is automatically maintained! Pressuie 


cooking the Karen way is simple... efficient! 
And remember... your customers will go for 
Karen because it never needs to be carried to the 
sink and cooled under water. A finger touch turns 
the dial to Vent... pressure is released quickly, 
safely, right on the stove! The big 41% qt. size 
and streamlined appearance always make a hit 
... and Karen’s performance pays off ... in sales! 


FOR COMPLETE INFORMATION WRITE: KOONS-BEEBE ASSOCIATES, INC. 
620 FIFTH AVENUE, NEW YORK 20, NEW YORK 


% pial” O-MA UT 
4 (ol LY 
PRESSURE 


“THE PRESSURE COOKER THAT HAS EVERYTHING” 
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“KLER-VUE" KNIFE RACKS With GLASS FRONT PANEL 
Are Finding a Ready Sale With Housewives 


Patented in U. S. and Canada 











ek oo '-r-4 aoe ‘Size: Shippi No. J-5 “Juni Rack hold No. R-1-M Wall Rack, Modern 
nives and one steel. Size: 0. J-5 “Junior” ac = : i o. R-!- a ack, 
12%4” x 9” x 244”, one in box. Ipping 5 knives. Size: 12/2” x All Prices Kitchen Model holds 8 knives 
Red, White, Ivory or Natural Carton 24%”, six in box. Natural finish F.O.B and 1 steel. Finish White 
finish. only. 2 agi only. Rigid bases, portable 
List: $2.95 ea. Net: $1.75 ea. 24 Racks List: $2.25 ea. Net: $1.40 ea. Factory style. 

Packed 24 in master carton Packed 24 in master carton = = . — —_ ea. 

‘ack in master carton 





Now Available In Several Popular Models 


Housewives find them more convenient than kitchen drawers 
—no danger of cutting their hands or knives becoming nicked. 
scratched or soiled when kept in these practical racks. Neatly 
made of wood with “KLER-VUE” Glass Panel which permits 
easy selection of the knife wanted. DEALERS: Don’t over- 
look the attention compelling Silent Salesman Display Rack. 
Counter Display Rack Card slotted to fit rack, FREE. De- 
signed expressly to help you sell more kitchen cutlery. Full 


KNIVES details are given below. 


up TO 


10” The "Kler-Vue" Silent Salesman Display Rack 


uo Ew Will Sell More Kitchen Cutlery for You 








The “KLER-VUE” Knife ""Kier-Vue"’ Silent Salesman with Glass Front—Patented 


“NATIONAL: 
Warcurare Show 


SEPT. 16th thru 2lst, 1946 


Rack shown above holds 8 
kitchen Knives and 1 steel. 
One of the latest additions 
to the popular “KLER- 
VUE” line. All “KLER- 
VUE” Knife Racks have 
removable glass for clean- 


ing. 
NOTE! 


Write for quantity 
prices 


Create more sales by displaying all types of kitchen cutlery 
where housewives can see the knives needed to complete their 
kitchen sets. “‘Kler-Vue’”’ display racks are a valuable addition 
to any hardware store’s selling equipment. They stand on 
counter or table, each one holding two sharpening steels and 
24 knives of any brand or thickness up ta 12 inch blade. De- 
tachable bottom permits easy cleaning or replacement of glass 
front. 

Dimensions: 36” long, 14” high, 2/4” deep. Natural wood finish. 
A larger edition of the popular “‘Kler-Vue’’ Household Knife 
Rack. Packed two in corrugated box. Net price—$16.00 per 
dair, f.o.b. factory. Order today. 

















“KLER-VUE" KNIFE RACK CO., INC., 1776 BROADWAY, NEW YORK 19, N. Y. 


Phone Circle 


7-4535 
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Now! ... Today! ... you can order the new Tepfer 
RH-3 Electric Room Heater and begin immediately 
to realize big profits from its fast sale and steady 
turnover. Its exclusive features reduce your selling 
job to simplicity itself. Almost every man and woman 
entering your store isa live prospect for Tepfer RH-3. 

Tepfer RH-3 serves as efficiently in the corner 
filling station, in the office or on the farm as in 
any room of the home. 

Tepfer RH-3 circulates heat faster than ordinary 
heaters ... light weight, only 74% Ibs. as delivered 
to you in its neat, eye-catching package for over 
the counter sales . . . attractive Sateen that qualifies 
Tepfer RH-3 as a part of the room’s furnishings .. . 
danger-proof Tepfer RH-3 even when dened can- 
not ignite rugs, carpeting or upholstering . . . circu- 
lates the heat evenly to every corner of the room 
..- Underwriters Approved. 

Anappliance-hungry public will move Tepfer RH-3 
from your floor almost as fast as you can supply the 
profitable demand. Substantial profit on all sales is 
assured by the generous discount allowed qualified 
dealers. 

Investigate the tremendous sales possibilities of 
the Tepfer RH-3 Electric Room Heater now! Write 
for full information today. , 
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TEPFER APPLIANCE COMPANY, INC., 49 Central Avenue, Cincinnati, Ohio 
Export Sales Dept., 201 N. Wells Street, Chicago 6, Illinois, U.S.A: 
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PERMA-GOLD 


Permite Perma-Gold Paint 
is a ready-mixed paint of 
pure bronze pigment and 
the Permite exclusive 
vehicle. Imparts a rich, 
lustrous finish of enduring 
beauty—inside or outside. 





An Easy-to-use 
Ready-Mixed Aluminum Paint 
for EACH of 3 Kinds 
of Surfaces 


Ou: aluminum paint is not suited to all surfaces. Today’s numerous 
applications of this superior form of protection and lustrous beauty call 
for 3 specific formulations. 

Permite OUTDOOR Aluminum Paint gives good coverage and long-time 
protection on all exterior surfaces. Permite CHROME FINISH Aluminum 
Paint is the ideal bright finish for interior surfaces . . . smooth, easily 
cleaned. Permite HOT-SEAL Aluminum Paint provides a durable finish 
for all hot surfaces. 

All three Permite Ready-Mixed Aluminum Paints are alike in one essential : 
All are “custom-made” to precision standards. Each is formulated with 
a 99+% pure aluminum pigment and an exclusive Permite vehicle of 
synthetic resins and selected oils. Permite Paints leaf out freely to build up 
a tough, many-layered metal-like film that “armors” the surface against 
decay, rust or corrosion. 

Your customers will like Permite Aluminum Paints, not only for their 
extra protection, but because they are so easy to use. Just open the can, 
stir, and start painting! See your Distributor today. 


ALUMINUM INDUSTRIES, Inc. 
CINCINNATI 25, OHIO 


UMINUM PAINTS 
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Once 10 petticoats were worn 


And once you had to carry a lot of heavy tools . . . but not now . . . because the Hallowell 
Speed Tool Kits have really lightened the tool burden. These are very complete, compact units 
. , that fit comfortably in the palm of the hand . . . with. interchangeable tools held in the 

hollow handles. 

Another tool-saving, time-saving feature is the locking swivel bit-chuck, which replaces 
angular tools, gives extra leverage and makes it easy to reach hard-to-get-at places. 

Handles are molded of Lumarith,* a Celanese* plastic; tools are of high-grade alloy steel 
. . - to make a durable, useful device . . . up to “Standard” specifications in every way. 

Hardware Stores are finding them profitable, easy to sell . . . backed up by the name and 

ee. national advertising of a company well-known for superior products. 

Some territory still open for reliable Suppliers . . . write today for our interesting 

proposition. 


woe CET «SPEED TOOL KITS 


“SOCKET 
SCREW" WITH INTERCHANGEABLE TOOLS 


TW 4 


The “Socket Wrench” Kits, in two sizes for a greater 
range of tools, contain 6 and 12 point Hex Sockets 


- Neal from No, 4 up to and including 14”. 

The “Socket Screw” Kits, in two sizes, contain 
carefully chosen bits, including Phillips, Flat and 
Hex. 
The “Auto” Kits contain those small tools most 

ZA necessary for auto maintenance . . . Phillips, Flat and 
Clutch head bits and a Reamer. 

ZA The “Home” Kit contains a clever assortment of 


frequently needed tools:. Tack Lifter, Gimlet, Reamer, 

2 Flat and a Phillips screw driver bit anda Bottle 
4 Cap Opener. 

“SOCKET 8 /; Excellent ideas for gifts or prizes. 


WRENCH” uJ 
KIT oy Handles Molded of Lumarith* A Celanese* Plastic 


Kits: Patents Pending *Reg. U. S. Pat. Off. 


STANDAR! 


JENKINTOWN, PENNA es 73’ BRANCHES « ST. LOUIS « SAN FRANCISCO 


BOSTON + CHICAGO «+ DETROIT « INDIANAPOLIS 
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A constant flow of clever new designs account for the all- 
season, fast selling popularity of Meyercord Decals. And uni- 
formly high quality explains the volume of repeat sales. Be 
sure to add the frequent new designs to your staple numbers... 
complete stocks and new designs will produce more volume. 





ad GAsy To ad & 
* SASY To APrer. 


* Ae 
* SASY TO APPLY... 


* EASY TO APPLY. ALL YOU Vow «- 


NATIONALLY ADVERTISED 
IN FULL COLOR... 


Spectacular and consistent campaigns of 
national advertising in leading women's 
magazines presents Meyercord Decals in 
full color to millions of women. . . for 
our mutual benefit. 


REMOVABLE. ... . 
While designed for lasting durable service 
ALL Meyercord Decals can be easily and 
quickly removed. No special Decals to 
stock . . . no unnecessary inventory .. . 
Meyercord supplies ALL your Decal needs. 





READY-PASTED BORDERS 
Companion Money-Maker to Decals 


There's equally fast turnover, excellent markup and 
profit in Trimz Ready-Pasted Borders. They’re all- 
season sellers, too. Continuous national advertising 





DYNAMIC DISPLAYS . . 


Display them and sell! That's Meyercord’s 
merchandising creed and it’s backed up 


plus dynamic counter and window displays sell 
Trimz to millions of prospects. Tie in with this pro- 
motion. When you sell Meyercord Decals and Trimz 


with the greatest display program in the 
company’s history. Be sure you have your "4 
full quota of counter and window displays. 

& 


“THEY SELL THEMSELVES” 


Meyercord Decals and Trimz Ready-Pasted Borders are 
an ideal decorative sales combination. Adequately stocked 
and properly displayed, they practically sell themselves. 
Meyercord’s merchandising display fixtures are designed 
to suggest ideas for use, explain simple application and 
assist customers in selection. Regular dealers . . . be sure 
to order new designs . . . prospective dealers are invited to 
write for prices and “opening assortment” details! 


Ready-Pasted Borders, you sell the finest decora- 
tion merchandise available. 


20, 25 and 35c retail price range 
in 5 big sales-tested assortments. 


THE MEYERCORD CO. 


Sole distributors of Trimz Ready-Pasted Borders and manufacturers of Meyercord Deca's 


5323 Whee weae STREET . . CHeIitAGO 44, Ittin@eis 
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DEPENDABLE BICYCLE BASKETS 
Loop-Over or Spot-Welded Construction 


t-proof finish. Complete 
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ENTIRELY NEW! 


This Set No. 4728Z Cluster of Four 
Leaf-Shaped Glass Candy Dishes 


that are selling remarkably 
well, assorted in four deli- 
cately tinted colors, amber, 
azure, green and ruby. 


$12.00 per doz. 
DISPLAY BOXES 


Each box containing 4 dishes, 
each color different. Dishes 
4'/2 inches in diameter, I'/ 
inches high. Weight 24 Ibs. 
to the doz. boxes. 





AGENTS WANTED ALL OVER THE WORLD 
to sell this article to retailers and wholesalers. Liberal commission 
on orders and re-orders. 


We carry a tremendous assortment of gift goods. Complete illustrated 
set Z price lists, sent to any hardware store on application. 


333 & 335 Z 


) 200 9: OOP FeneeEeMEE South Market St. 


Chicago 6, Ill. 











We invite you fo visit 


BOOTH 157 
at the 


NATIONAL HARDWARE SHOW 
GRAND CENTRAL PALACE, N. Y. C. 


Week of SEPT. 16-22, 1946 


Where we will display 
A FULL LINE OF 


WOOD & PLASTIC HANDLE SCREW DRIVERS 
WOOD CHISELS AND ICE PICKS 


AMALITE Inc. 


1884 Pitkin Avenue Brooklyn 12, N. Y. 
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The rounded nose permits 
working in confined spaces 
—no sharp edges to nick 
wires 


Matched jaws—ser- 
rated inside—for sure 


grip 
Hinge—perfect 
fit—jaws do not 
get out of align- 
ment 


The sharp knives are ‘ ‘| 
cee es STAND FIRST 


assure Clean cutting 








“Hand fit” handle 


Perfectbalancewith 
weight properly dis- 
tributed makes 
Klein’s easier to use 


Spring tempering in 
, ma ‘ : he handle, 
Ask a lineman—electrician—or a skilled craftsman in any field why he ma: 


prefers Klein pliers. He may mention the balance of Kleins that makes 
them feel comfortable—the sharp knives that stay keen even after years 
of service—the jaws that grip tight or the spring in the handles that 
prevents tired hands. 

All of these qualities are evidences of the careful design —the years of 
experience—the hand-craftsmanship methods back of Klein pliers. 





But even more, they typify the careful control of every step in the man- 
ufacture—from the specification of the high grade tool steel made to our 
analysis to the individual inspection every pair of Kleins receives before 
it is boxed ready for shipment. 

Today, because demand exceeds supply, it may be some little time be- 
fore your jobber can fill your order. In the meantime, keep Kleins on 


your want list. 


Distributed Through Jobbers. eS 
Foreign Distributor: International Standard Electric Corp., New York : ! r 


oo KLEIN re VS 
Pann 


l 
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Yes, more and more Pincor Lawn Mowing Equip- 
ment is being produced, yet not enough to com- 
plete every order. As Pincor Dealers receive 
their shipments, however, they are glad they 
waited and point out to their customers these 
up-to-the-minute Pincor features: compact mod- 
ern design; all steel welded construction; hand 
adjustable cutting height from !/2 to 2!/2 inches; 
removable, exchangeable cutting unit; sealed-in 
lubrication; built-in sharpener; fine cutting per- 
formance and easy operation. Point for point 
Pincor is far ahead of the field. 


Critical shortages have prevented us from reach- 
ing our production goal, but present conditions 
indicate a more plentiful material supply in the 
months ahead, with enough Pincor Mowers and 
Electric Hedge Trimmers to fill the reasonable re- 
quirements of our dealers. (Pincor Products, as 
you know, are sold Direct to Dealers.) Anticipate 
your needs and order now for 1947. Cash in 
on the continued consumer demand for better 
mowers. 


Write today for descriptive literature 
and the Pincor Direct-to-Dealer Policy. 


POWER PLANT 
MODEL BLA-6N 
Combination 500 Watt, 
115 Volt, 60 Cycle A.C., 
and 6 Volt 100 Watt D.C. Z 
$130 F.O.B. Chicago. / 








PINCOR 
Model P-20 
Power Mower 





















PINCOR 
Model A-16 
Hand Mower 
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te yi 
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PINCOR 
Model P-17 
Hedge Trimmer 


















SEE THIS FAST SELLING LINE 


OF BEAUTIFULLY STYLED, POPULAR PRICED 





“NATIONAL-- 
Wardurare Sem 


SEPT. 16th thru 2lst, 1946 


SPACE No. 244 


Send for Our 
15th Anniversary 
Catalogue Now 


GOOD MERCHANDISE — GOOD DELIVERIES 


ALUMINUM 


TRAYS AND ACCESSORIES 


| 
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Manutacturers of “Metalwares 


32 LEXINGTON AVE., BROOKLYN 5, N. Y. 

















... the name that means 


TURNOVER 

. in Kitchen Tools 
EDLUND JUNIOR 
CAN OPENERS 
EGG BEATERS 


“TOP-OFF” 
JAR OPENERS 





















EDLUND COMPANY 
GeC71 BURLINGTON, VT. 


KitchenToo!s 


ae 


.. . available from Jobbers 
throughout United States 
and Canada. 
























IT’S A SHOPPER STOPPER 


NEW 


STAND 


FULL TIME 
DEMONSTRATOR 
COMPLETE SALES 

STORY WITH 
EVERY SALE 


IDENTIFIES YOUR 





AVAILABLE 
TO DEALERS FOR RETAIL PRICE 
OF THE ATTACHED CAN OPENER 


ee ees ee 


miss SWING-A-WAY promotion dis- 


play deal. Your part of cost of 


ny : b STORE WITH 
display is cashable at any time by SWING-A-WAY’S 
selling the can opener attached to it NATIONAL 
AND we'll do our level best to see ADVERTISING 


that those dealers using our “DELUXE Order Displays 


Direct Or From 
Your Jobber 


openers 
Reg. U.S. Pat. Off. 


STEEL PRODUCTS 
1439 MERCHANDISE MART CHICAGO 54, ILLINOIS 
Conedian Address: P. O. Box 330 Port Credit Ontario, Canada 


displays won't go hungry for can 





HARDWARE AGE 
































led to sizzling perfection on top of the stove! 
jers, bacon, eggs cooked quickly, tastily! 


feat 


HEAVY CAST ALUMINUM, |!" square. Broiler side is heavily 
finned for even heat radiation, with recessed well.for retention of 
juices. Griddle side is highly polished, with deep drain. 


Attractive packaging, smart display cards and ad mats will help 
sell SIZZLE-GRIDDLES for youl 


White for Prices and Promotion Sheet ! 
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Brand Rope! 


The hard jobs with the heavy loads are just what “AMERICAN 
BRAND” ROPE is made for. American Manufacturing Company takes 
great pride in producing rope of consistent uniformity. Quality starts 
with selection of the very best fibres. Strength is a result of careful 
blending in manufacture. Long life comes from waterproofing with 
a special cordage solution which seals in natural fibre moisture. 
“AMERICAN BRAND” ROPE is made in a full range of sizes for 
all Marine, Agricultural, Fishing and Industrial uses. 


“American Brand % 
CORDAGE 


ROPE * TWINE * OAKUM - PACKING 
A Complete Line from One Source of Supply 


AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N. Y. 


Branch Factories: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. - DELAWARE RIVER JUTE MILLS, PHILADELPHIA 48, PA. 


Sales Offices: BALTIMORE * BOSTON * CHICAGO * HOUSTON * NEW ORLEANS * PHILADELPHIA 
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A. Straight-side Covered Saucepans. 2 qt. and 
3 qt. B. Bake-Storage Pan. C. Cooky Sheet. 


D. Three Nesting Saucepans, 14 qt., 2 qt. 
and 3 qt. E. Fry Pans, 7 and 10". 


Styled to sell... Priced for profits 


—Reynolds Lifetime Heavy Aluminum Line 
includes demand items only 


Here are a few simple reasons why the 
new Reynolds Lifetime Heavy Alumi- 
num line is a “‘best-seller’’ all over the 
country. 

For one thing, it’s designed by 
Reynolds to meet the requirements 
women want most in kitchen utensils. . . 
light weight . . . even heat distribution 


. easy-to-lift handles with thumb 
grooves for sure grip . . . beaded edges 
smoothed to sides so no dirt can cling... 
bottom edges rounded for easy cleaning. 

What’s more, each utensil is made 
of hard, first-quality, heavy stamped 
Reynolds Aluminum . . . completely 
quality-controlled every step of produc- 


tion from the mine to finished product. 
Made by the makers of the famous Life- 
time, Triple-Thick-Bottomlineofutensils. 


Stock up now with this beautifully- 
matched family line. You'll find 
Reynolds LIFETIME Heavy Aluminum 
Utensils tops for rapid turnover, quick 
profits and satisfied cus- 
tomers. Reynolds Metals 
Company, Housewares Di- 
vision, 2008 South Ninth 
Street, Louisville 1, Ky. 


* s 
REYNOLDS thelium & HEAVY ALUMINUM UTENSHS 


957B 
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PIQUA 


SHOVEL AND TOOL CO. csi. 


A NATIONAL ORGANIZATION SPECIALIZING EXCLUSIVELY 


IN SHOVELS, SPADES AND SCOOPS 
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AMERICAN CHAIN 


Answers Everyday Chain Questions... 


_——_ any Other 
ded and Weld. 


a SELL AMERICAN * * * THE COMPLETE CHAIN LINE 


American Chain Division makes all types of electric welded and fire 
welded chain — all types of weldless chain made of formed wire or 
stampings — a complete line of chain fittings, attachments and 


assemblies — repair links — cotter pins. 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN’ DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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Informal Editorial Comments ... 





Just Among Ourselves 





... By Charles J. Heale 








O far, the new OPA Decontrol 
Board looks very good. The per- 
sonnel seems to have a collective 

experience that should be helpful. In 

that respect it is in marked and wel- 
come contrast to many previous OPA 
set-ups—starting from the top. 

As our grandmother used to say, 
“Handsome is as handsome does.” 
And that isn’t a bad text to work 
on in this case. 

The authoritative United States 
News (p. 68, Aug. 9) reviews the 
backgrounds of these three impor- 
tant men who are charged with the 
tremendous authority and _responsi- 
bility to retain or eliminate price 
ceilings on specific items. The de- 
tails of their careers are interesting 
and encouraging. The story is 
worth reading. For your information 
we quote briefly from this publica- 
tion story: 

“ROY L. THOMPSON, a South- 
ern agricultural economist and 
Federal Land Bank president. 

“GEORGE H. MEAD, a busi- 
nessman whose liberal views have 
been applauded in the past by New 
Dealers. 


“DANIEL W. BELL, a cool fact 








A 
And 


N° sane person will dispute our 
current acute need for more and 
immediate housing nor will any sane 
person desire inflation. Yet organ- 
ized labor, in many places and in- 
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The OPA Decontrol Board Looks Good— 


So Far:— 


finder and Government career 

man who reached the heights of 

Budget Director and Under Secre- 

tary of the Treasury before resign- 

ing to become the president of a 

Washington, D. C., bank.” 

No three men in public service 
ever faced a more thankless or more 
difficult post-war assignment. They 
will be bedeviled from many sides 
with as many conflicting views. If 
their decisions, pro and con, are 
premised on facts and they are not 
diverted by the political considera- 
tions and pressure groups which be- 
set all in Government service, they 
will render the nation a much needed 
contribution of inestimable value. 

What the new OPA Decontrol 
Board does in the next six months 
may well prove to be the outstand- 
ing factor, for good or evil, in deter- 
mining the future of a sound and 
equitable national economy—the only 
curb there is against runaway infla- 
tion. 

While we consider the personnel 
of the OPA Decontrol Board a well- 
balanced one, we still cling strongly 
to the notion that at least one mem- 
ber of this group should have been 





* * 





* 





stances, is definitely blocking both 
home construction and our national 
efforts to retard the inflationary 
trend. 

In a recent edition of the New 








selected from distribution ranks. A 
man like Donald M. Nelson, for ex- 
ample, probably knows more about 
the science and philosophy of pricing 
than any three bankers and/or man- 
ufacturers. He had to in order to 
command the large salary he earned 
in the distribution field. The same 
would be true of hundreds of other 
merchandising and distribution ex- 
perts, well known or otherwise. It 
is a business with them—a_ basic 
knowledge used daily in their en- 
deavors to earn a living. And that is 
the kind of experience and knowl- 
edge that is required for the decon- 
trol job. 

If Chairman Thompson and his 
two associates are permitted a free 
hand, free from Administration po- 
litical interference because of the 
menace of lost votes from certain 
pressure groups, and if they will also 
draw heavily on the talents, experi- 
ences and knowledge of men who 
have made merchandising and distri- 
bution their life work, an outstand- 
ing job can be done by the OPA De- 
control Board. If it is handled other- 
wise disastrous results may be ex- 
pected—perhaps of long duration. 





Paint Brush in Beverly 
Our National Economy:— 


York Daily News, definitely not a 
paper pretending or desiring either 
a high-brow readership or a follow- 
ing among those whom the late Mr. 
Roosevelt called “economic royal- 
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ists,” but quite vigorously and open- 
ly appealing to what might well be 
termed liberal thinkers, tells what we 
consider a shocking story. From the 
editorial page of this newspaper, 
which has the greatest daily and Sun- 
day circulation in the world, we 
quote: 


“Paint Brush Story” 


“Just the other day, at a veter- 
ans’ housing project which is be- 
ing built in Beverly, Mass., work 
was halted. The Beverly project is 
not a very large one, and the inci- 
dent reported was not very impor- 
tant or even unique. 

“But the incident was clear-cut, 
and seems to boil down into a con- 
cise picture, so we'll tell you about 
it. 

“The rumpus started when six 
painters, who had been working 
on the veterans’ houses, were 
pulled off the job by their union 
agent. The painters had - been 
working with 5-inch brushes. The 
union agent said firmly that 5-inch 
brushes would do the work too 
speedily, that the job called for 


41-inch brushes. 


“The trouble then was that 
there weren’t any 41-inch brushes 
available. Not a 44-inch brush in 
town. So, for two days, paint work 
on the houses stopped, cold. 

“Finally, in desperation, the 
painters suggested that they use 
4-inch brushes. Solemnly, the 
union agent said 4-inch brushes 
looked okay to him. So the veter- 
ans’ painting was permitted to re- 
sume, but more slowly. 

“And then, with some excep- 
tions, everybody concerned was 
happy again. 

“The exceptions, of course, were 
the painters whose honest work 
and income had been stopped by 
a ‘wacky’ union rule. Plus the 
builders who were trying to get 
their houses ready for veterans. 
Plus the still homeless vets. And 
plus, of course, all the rest of us 
long-suffering Americans who, for 
these many years, have had our 
noses twisted by Little Caesars of 
the building industries, without 
much chance of ever getting hunk. 

“Some sunny day, soothing 
voices tell us, the U. S. Department 
of Labor, or the heads of respon- 


* . * 


sible unions, or perhaps even 
groups of outraged veterans, may 
do a remodeling job on America’s 
sick building industry, or at least 
wipe its nose. By most of us, it 
can’t come too soon. 

“But in the meantime, if we may 
doodle around with a compara- 
tively trivial question, whatever 
did become of all the 41-inch 
brushes?” 

If this isn’t a shocking situation, 
we never saw one. The same kind of 
a story can be told by railroad ex- 
ecutives, factory managers, etc., 
thousands of times. It is such spread- 
ing of work uneconomically that will 
give us further inflation and stymie 
most earnest collective efforts to 
build a sound post-war economy. 

It is high time we had both a Con- 
gress and an Administration that 
would stop kow-towing to labor lead- 
ers and really represent all Ameri- 
cans, and one of these days one of 
the two major political parties will 
have to face that issue. The elections 
this fall would be a good starting 
point to head our Government off- 
cial personnel in that direction, by 
casting votes accordingly. 


“If the Sales Manager Himself Is a ‘Stinker’?”:— 


OME months ago I heard Art 

“Red” Scaife, merchandising 
manager for the appliance and mer- 
chandise department of General Elec- 
tric Co., address the Sales Executive 
Club. While it is true that he was 
thinking in terms of fairly large or- 
ganizations (in our field wholesalers 
and manufacturers) it does seem that 
four paragraphs of his message ap- 
ply with equal appropriateness to the 
smallest of retail hardware stores. 
Just substitute the word 
or “manager” in place of the words 


ee ” 
owner 


. 


‘sales manager” and the principles 
involved are the same. 
Here are the four paragraphs: 
“No individual ever considers 
himself an ‘average man.’ That’s 
always a tag to be tied to someone 
else, and, of course, someone else 
beneath us. Each individual is 
above average ih his own mind. 
“Sometimes when you put the 
word ‘manager’ in juxtaposition to 
the word ‘sales,’ something hap- 
pens. A pinnacle has been reached 
—is it that we have another ‘aver- 
age sales manager?’ 


* * o 


“What good is fine product, fine 
acceptance, fine advertising and 
promotion, and efficient, hard hit- 
ting, low cost distribution system, 
good training, compensation and 
high calibre salesmen, if the sales 
manager himself, is a ‘stinker’? 

“Of course, this is a purely em- 
pirical question. I have the high 
suspicion, however, that many 
sales managers would find what is 
wrong with their sales organiza- 
tions if they would examine care- 
fully what they will see in the shav- 
ing mirror tomorrow morning.” 


Should a Man Invest Savings 
In the Company Which Employs Him?- 


HIS is a good question which 
was asked me recently by the 
son of a veteran wholesale hard- 
ware executive who has been with his 
company more than 40 years. This 
young man is leaving the service and 


72 


returning to business. He is con- 
templating marriage, later a family 
and a home of his own. He asks: 
“I am with a good company and 

will have a fairly good position 
for a man of my age. I can afford 


to marry and will do so. I am to 
have a modest profit-sharing as a 
bonus and have been invited to in- 
vest that bonus money in com- 
pany stock and to also buy some 
(Continued on page 76) 
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++ when architects use lockwood simplified specifications 


A glance at this visual guide is all an architect needs to help him specify 
Builders’ Hardware. For here, grouped by sections, are streamlined listings 
of hardware requirements that meet specific needs for typical types of door 
openings in Residences, Apartments, Hospitals, Hotels, Schools and Insti- 
tutions. The sections are charted for choice in style and finish, and proper 
locks with trim can be selected quickly. 

lockwo 
handbook is another of the reasons why more and more b ia 4 i d e rs’ 
dealers are looking ahead with Lockwood. They realize h o rdwa e 


the benefits they'll receive from sales-boosters such as this. 


Listed in Sweet’s Architectural! File for 1946, this practical 





LOCKWOOD HARDWARE MANUFACTURING COMPANY hee 
Division of Independent Lock Company © Fitchburg, Massachusetts 
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PUTTING A PROFIT INTO 


A Sequel to “Taking the Mystery 


Part 2 


Departmentalization — Operating Costs — Net Profit 


I, the preceding chapter 
we presented a conservative formula 
for management to use in arriving at 
sales potentialities in any given terri- 
tory and gross profit from such sales 
of builders’ hardware. Having visual- 
ized these possibilities and satisfied 
management that the sales potentiali- 
ties are there with adequate gross 
profit to warrant the investment in 
time, effort and money, the next logi- 
cal step is to discuss ways and means 
of carrying out such a program. 

Management should be warned at 
this point that the effort should not 
be made in any given territory where 
sales possibilities are not present. 
There have been altogether too many 
owners, in the past, who were sold a 
bill of goods on rash promises, insuf.- 
ficient investigation and little co-oper- 
ation by salesmen. 


Departmentalization 


In order to properly set up a build- 
ers’ hardware business as described in 
Chapter 1—the business should be 
departmentalized. Decide what mer- 
chandise will be sold in the depart- 
ment. In a going business segregate 
present stocks inventory and charge 
to that department. 

In all concerns, both new and old. 
charge all incoming goods to be sold 
to the proper department. Credit all 
sales of the department to them. By 
thus departmentalizing your sales and 
cost of goods, gross profit can be al- 
ways checked and determined. There 
need never be a question as to 
whether your builders’ hardware de- 
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partment is showing an adequate 
gross profit or not. 

As part of the departmentalization 
program, fair and equitable charge 
should be worked out for rent consid- 
ering floor space used in value and 
relationship to sales importance. For 
example, a department in the base- 
ment or on an upper floor should not 
be charged at the same ratio as a de- 
partment occupying a valued front 
first floor location. 


Operating Costs 


As previously pointed out, gross 
profit, highly satisfactory though it 
may seem, does not necessarily mean 
net profit for between the two comes 
operating expense which, like mark- 
up and turnover, must be rigidly con- 
trolled. Any business whose operating 
expense eats up the gross profit leav- 
ing no net profit cannot long exist— 
nor should it. 


Percentage-Wise 
Operating Expense 
Using our Chapter 1, arrived at 
sales of $100,000 with gross profit of 


25 per cent our operating expense 


K—Rent—*4 of 1% sales 
L—Light and heat 4 of 1% sales 
M—Delivery expense 1% sales 


N-—Telephone-telegraph-postage-stationery 1, of 1% sales 
O—Taxes-insurance-donations 1% of sales 


P—Travel expense 14 of 1% of sales 


(Q—Advertising and sales promotion 14 of 1% sales 
R—Freight-handling-incidentals 5% of sales. . 
S—Salaries and commissions 10% of sales 


Total Operating Expense 


should not exceed in total the per- 
centages shown below. Naturally indi- 
vidual items will vary under your 
own conditions but the over all totals 
should be maintained if the operation 
is to show a proper net profit. 


Net Profit—30 Per Cent 
On Investment 


Thus we find that with our gross 
profit on $100,000 worth of business 
in Chapter 1 at 25 per cent or $25,000 
we can realize a net profit of $6,000 
or 6 per cent net profit on sales. Such 
a percentage on sales may not seem 
large but, when one compares this 
with the projected investment of $20,- 
000 outlined in Chapter 1, it spells a 
return of 30 per cent on invested cap- 
ital which is a very satisfactory re- 
turn in these days. 

These figures, it must again be 
pointed out, are most conservatively 
arrived at. There are many savings 
which can and should be made for 
additional profit. 

Some of these figures need further 
elaboration. The amount set aside for 
travel expense is for management and 
the department manager to invest 
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in visiting factories and conven- 
tions of value to the department and 
should be adequate for that purpose. 


Incidental Costs 


Freight handling and incidentals at 
5 per cent will cover properly such 
expenditures except in long distance 
hauling. As shall be explained in 
Chapter 3, this really is a cushion 
safety factor which properly belongs 
in and as a cost of merchandise and, 
when so handled, increases your net 
profit upwards accordingly. 

In the 10 per cent of sales set aside 
for salaries and commissions comes 
the question of department personnel. 
The department will require a stenog- 
rapher, a stock clerk, department 
manager and one outside salesman in 
order to properly serve a $100,000 
sales program. 

On an average, this should figure 
about as follows: 


Department manager, $50.00 a week 
Outside salesman, $40.00 a week 
Stock clerk, $35.00 a week 
Stenographer, $25.00 a week 

Part time bookkeeper , 
Commissions on sales 
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The second installment of this series 
takes the reader deeper into the sub- 
ject—into the field of costs and of 
profits—what it takes and what it gets. 
It’s an installment well worth reading 
and studying—both for the manager 
and the man who is entering the field. 





This projected program contem- 
plates the salary of the department 
manager and outside salesman as a 
drawing account with earned commis- 
sions augmenting their income by 
$1,570 based on their sales, as shall 
be discussed in Chapter 3 under 
Salesmen’s Compensation. 


Employees Needed 


This amount of business will re- 
quire the full time services of a com- 
petent stock clerk and stenographer. 
Allowance has been made for the ser- 
vices of a part time bookkeeper to 
cover clerical work usually done in 
main office, such as billing and book- 
keeping. Delivery expense is allowed 
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for under a percentage allowance as 
noted which should be ample to cover 
a fair share of the general business 
overhead for truck and man. As in 
Chapter 1, we suggest you draw off 
your own figures of operating ex- 
pense using the table on page 76 as 
a guide. 

Having arrived at your own net 
profit, and from your own business 
experience, you as management 
should now have a pretty clear cut 
picture of the value of a builders’ 
hardware department. 

Some may question the fact that 
this budget does not allow for cash 
discounts allowed customers. It is true 
it does not but neither has credit been 
taken for discounts earned. 






Discounts 


Discounts earned, if a business is 
properly financed, should exceed dis- 
counts granted thus providing a fur- 
ther profit to your net earnings. On 
large contract jobs it is customary to 
quote net prices not granting cash 


















Example 
$100,000 
25,000 


Your Own Formula 


discounts to your customers on such 





transactions. E—-Sales* 











As a matter of fact, on larger con- 
tract work contractors customarily 
pay monthly on billings for the month 
85 or 90 per cent withholding the 
difference until completion of the job. 
As this should cover more than your 
actual billing from your sources of 
supply, it permits you to take advan- 
tage of your own cash discount and 
you merely wait, until the completion 
of the job, for a portion of your 
profit. 

In the next chapter we will discuss 
salesmen’s compensation and how 
best to insure yourself securing work 
with adequate profit. 

NOTE: Two typographical errors 
occurred in Chapter 1 in the table of 
merchandise which can be sold with- 
out installation. The item paint and 
its accessories should have been 
listed at 1.5% while the item of fire- 
place fixtures, which was entirely 


F—Gross profit* 
K—Rent 

L—Light and heat 
M-—-Delivery expense 
N—Tele. etc. 
O—Taxes, etc. 
P—Travel expense 
Q—-Advertising, etc. 
R——Freight, etc. 
S—-Salaries, etc. 


Total operating expense 
F—Gross profit* 
Net Profit 


+ 


*Referred to in Chapter 1. All others referred to in this chapter. 


omitted, should have been 0.5%. The 
corrected table reads as follows: 

Finish hardware 2.0% 
Rough hardware 1.5% 
Overhead garage doors 1.0% 
Kitchen and medicine cabinets 1.4% 


Closet fixtures and door chimes 0.7% 
Paint and its accessories 1.5% 
Fireplace fixtures 0.5% 
Electric fixtures 1.4% 


Total 10.0% 


Just Among Ourselves 


stock as a savings out of regular 

income. Should I do it?” 

Broadly speaking, I have always 
been strong for acquiring stock in 
the employing company, believing it 
inspired greater enthusiasm and in- 
terest in the business and encouraged 
more efficient and economical opera- 
tions on the basis that at least a part 
of the money gained or lost was a 
personal matter. It has been my own 
policy. I answered this inquiry in 
that vein. The young man replies: 

“Thank you for your friendly 
letter. You do not know me but 
have known my father for a long 
time. He always felt as you do 
and so did I until the other night 
after the two of us were discussing 
the subject and his experiences. 

“My father invested a total of 
approximately $30,000 in his com- 
pany. This represents 1500 shares. 

He also acquired 300 more shares 

on a stock dividend. While pay- 

ing off the principal he, of course, 
had to pay interest on the unpaid 
balance. For about 15 years there 
cash dividends. There 


were no 


(Continued from page 72) 


have been intermittent annual divi- 
dends of 5 cents, 10 cents and 20 
cents per share. Were he to pass 
away soon I doubt that his estate 
could realize $10,000 as it is a 
private stock, not listed, and must 
be sold through brokers who han- 
dle ‘over the counter’ stocks. 

“On the other hand, my moth- 
er’s brother, who works for one of 
the two larger mail order houses 
and has only a relatively modest 
job, has invested a little less than 
$6,000, owns about 400 shares of 
his company’s stock (which is list- 
ed, of course), and could sell it 
currently for nearly $50,000. In 
less than my father’s working and 
investing experiences, he has also 
taken out better than $16,000 in 
dividends, owns a nice home out- 
right, etc. 

“It is these two experiences in 
my own family which make me 
wonder what course to pursue. I 
am with a good company and I 
like my job, but its stock, too, is 
unlisted. 

“I would appreciate your advice 


and apologize for the intrusion on 

your time and good nature.” 

Well, this is a tough one to answer. 
But it is no intrusion on my time or 
good nature, as this young man 
brings up a mighty basic problem 
which millions of other young ex- 
service men and women will be fac- 
ing soon—if not already. During the 
past 30 years I have known hundreds 
of young men who have placed part 
of their savings into partial owner- 
ship of the retail, wholesale or man- 
ufacturing concerns which employed 
them and, with a scant handful of 
exceptions, it has been the finest 
move they have ever made to pro- 
tect their futures and their families. 
I still think it is basically sound for 
an employee to own part of his em- 
ployer’s business—and sound as can 
be from the standpoint of the owner. 

At the same time, I have suggested 
that this young man consult a banker 
and an auditor, armed with his com- 
pany’s annual statements for pre-war 
as well as war years and be governed 
by their more intimate knowledge of 
investment values. 
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Neatly arranged, this com- 
pact display features a 
wide range of dog goods 
which finds customers in 
owners of both thorough- 
breds and crossbreeds 
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Pet Supplies Pull $1500 Annual Volume 
In an 8-ft. Display Space 


Louis Ricklin, Narberth, Pa., gets 
three turnovers a year on a $500 
stock that appeals to dog owners 


| traffic builder 


and a fine volume producer is the 8-ft. 
section devoted to pet supplies— 
mostly for dog fanciers—in the Louis 
Ricklin hardware store in Narberth, 
Pa. Catering to small homeowners, 
as well as those having large estates, 
the store serves a trading area of 
about 5000 within quick commuting 
distance of Philadelphia. This com- 
pact and neatly arranged corner is 
the means of selling about $1500 
worth of pet supplies a year, with a 








basic stock having a retail value of 
$500—or three turnovers annually. 

Although the department is not re- 
sponsible for very many impulse 
sales, it brings many people into the 
store for the specific purpose of buy- 
ing pet items—people who are ex- 
posed to other lines which they will 
buy on impulse. The entire pet sup- 
plies stock is shown on open display 
units, and in logical groups. Har- 
nesses of the same size are on the 
same peg, the size being marked with 
easy to read numerals on the wall. 
And every item is price marked. 








Pet supplies are on display in the 
front’of the store the year ’round and 
are fairly steady traffic builders, al- 
though the big peak sales period is 
just before the summer starts, since 
many canine fanciers like their dogs 
to have new outfits before going 
away. Another season when these 
sales enjoy a bulge is at Christmas. 
Pet supplies are often given adver- 
tising by means of envelope stuffers 
sent to 200 or 300 charge account 
customers. 

Ricklin’s pet supplies department 
offers a wide variety of goods, toys 
from 10 to 50 cents, collars from 25 
cents to $1.39, leads, leashes, dog har- 
nesses, chains, worm pills and dog re- 
pellants. Another extra sales builder 
is provided at $1 each in the form of 
name plates giving the owner’s name, 
address and telephone number. 
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Domestic axes, saws 
and related lines 
were shown in this 
decidedly modern- 
istic setting with 
a part of a “tree 
trunk” and a number 
of tiny evergreens 
lending the proper 
type of atmosphere. 
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Right—With the exception of mut 
rugs. draperies and plants, 
this display featured items 
sold in the store. It was an 
international display for it ? 
included articles from both 
America and the Continent. ‘ 
An open-back ledge used to f 
show glassware gave the il- < 
lusion of depth to this display. } 
en ea et P 
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Right—More decorative than many others, 
this display featured imported china and 
glass. There was no attempt at crowding 
and not an article shown escaped notice. 










Utility merchandise 
of iron and enamel 
have the stage here. 
Usually difficult 
to display attrac- 
tively, they present 
an interesting and 
artistic appearance 
well calculated to 
stop the passers-by. 
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ern decorative effects to the fullest 
extent. Individual window displays 
often feature a single and complete 
line, while in other instances they are 
devoted to showings of related mer- 
chandise. Emphasis is often on Amer- 
ican-made lines and many of the dis- 
plays resemble those of a large de- 
partment store or a very fine spe- 
cialty shop. 


Sales Messages 


Brief and to-the-point sales mes- 
sages are sometimes shown as part of 
the background or on well placed 
show cards, as shown in the 10 dis- 
plays illustrated in these pages. 
Prominent price cards are very 
much in evidence at all times. 

(Other displays on page 80) 


“Not necessary any more” are the 
words on the sign in this window 
featuring American vacuum clean- 
ers. Display cards explained the 
various features while the woman 
beating a rug furnished a strong 
argument for home labor saving. 
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Hardware Age recently described the 
T. H. Baumgartner store’s interior and 


its methods of operation. Here is a 
pictorial presentation of its windows 
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This unusual and thoroughly 
artistic window accented a 
line of Swiss hand-made ce- 
ramics. Balance, decoration 
and merchandise all com- 
bined to make this a display 
that was both an eye-catcher 
and an invitation to enter 
and buy these articles. 


o 





Nursery needs were featured 
in this window and they were 
spotlighted in an _ efiective 
manner. The stork and paper 
“bubbles” in the background 
provided a fine pictorial story. 
No words were needed. 
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LOUIS J. BREUNER 


m discussing the subject of 
consumer credit, we are talking about 
one of the most important items on the 
balance sheet of any firm engaged in 
the sale of retail merchandise to the 
ultimate consumer. For the person who 
sells merchandise on the basis of credit. 
whether it be charge accounts or lease 
contracts, especially if that firm sells 
merchandise on an installment basis, 
the item of accounts receivable is per- 
haps one of the most important of all 
the items shown in his financial state- 
ment. It, therefore, becomes important 
that the owner or operator of a busi- 
ness either carefully watches his in- 
stallment accounts with great care or 
hires and trains experts to look over 
this phase of his business. 


Prone to Forget 


In our process of taking inventory, 
we sometimes forget to take a true 
value on our accounts receivable simply 
because they are more or less in- 
tangible. We forget that the smaller 
the down-payment and the longer the 
contract is extended, the greater the 
possibility of the individual’s inability 
to complete his contract as agreed, to 
say nothing of natural depreciation and 
obsolescence. That depreciation starts 
immediately after the merchandise is 
delivered. 

This discussion resolves itself very 
quickly, therefore, to a study of Regu- 
lation W, which has had more influence 
on the installment problem since the 


*An address delivered before a recent 
marketing conference, Domestic Distribu- 
tion Department, Chamber of Commerce 
of the United States, Sacramento, Calif. 
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Consumer Credit 


“It is our belief that the Federal Reserve 
System has done a good job in administering 
Regulation W to date and that it has a com- 
plete knowledge of the problem. We believe 
that a law should be passed in our Congress 
making the regulation of credit a permanent 
function of our Federal Reserve System.” 


By LOUIS J. BREUNER* 
Chairman of the Board, 
John Breuner Company, 


Oakland, Calif. 


beginning of the war than any othe: 
event in the history of the installment 
business. As with most questions, there 
are two sides to the problem, and as 
you will quickly learn as this discus- 
sion progresses, we are definitely in 
favor of the continuation of Regulation 
W with modifications on the part of the 
governing body when and if conditions 
warrant. 


Regulation W 


We would like to quote a paragrap 
from an article which on invitation we 
prepared for The Credit World, the 
official magazine of the National Retail 
Credit Association, on December 7, 
1943: 

“While Regulation W came into 
being as a result of wartime needs in 
order to curb inflation, it is our be- 
lief that it has also stopped one of 
the greatest financial debacles which 
this country would ever have wit- 
nessed. It stopped the amassing of 
money in the hands of the few at 
the expense of the many by prohobit- 
ing people from mortgaging them- 
selves far into the future —and at 
costs that would be prohibitive and 
unnecessary. It has helped to create 
a backlog of purchasing power, which 
will mean much to retailing when 
the war is over and the shift is made 
from wartime to civilian commodities. 
It has created savings which have 
been largely used to help finance the 
war, those savings being in the form 
of bank deposits and Government 
bonds, all of which can be used to 
purchase consumer goods when they 
again become available——and with- 
out the necessity of the public hav- 


ing to ask for unsound credit terms 
such as were in existence just prior 
to the advent of Regulation W. The 
more even that we can keep the flow 
of consumer merchandise in the years 
just ahead, the less of a headache 
we shall have and the less likely an- 
uther severe depression.” 

We believe that this article — now 
over two years’ old—stated conditions 
which since have proved to be true, and 
our opponents in the main will agree 
with that. However, the chief opposi- 
tion of the opponents to Regulation W 
is that they dislike Government inter- 
ference with private business, and they 
emphasize this over and over again. 
We, too, dislike unnecessary Govern 
ment interference with business, but a 
time comes when chaos would be cre- 
ated if some regulatory body were not 
set up by government to correct con- 
ditions which private business alone 
was unable to cope with. 


Credit Diversified 


The condition now has come about 
where installment credit is so diversi- 
fied that in our opinion it can no longer 
be regulated by private initiative. There 
was a time when most commodities sold 
on an installment basis were handled 
entirely by the retailer who sold the 
merchandise, and who financed his own 
contracts. Through trade associations, 
educational programs, community cred- 
it policies, some reason prevailed in 
the length of the time of contracts and 
the amount of down-payments. How- 
ever, by the time 1941 rolled around, 
the installment business had many 
ramifications. There were not only re- 
tailers in the field but the business had 
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grown to where personal loan com- 
panies, industrial banks, commercial 
banks, large commercial loan com- 
panies, and manufacturers’ loan sub- 
sidiaries had entered the field — each 
vying with the other for a share of 
this business. There was no way to 
bring all these divergent interests to- 
gether to create a common understand- 
ing or to formulate policies which 
would insure proper controls. One of 
the last terms, before the advent of 
Regulation W, which we remember 
very well was “Nothing down with five 
years to pay” on electric refrigerators 


Overbuying 


Past experience has proven that a 
considerable majority of the consum- 
ing public, who of necessity must use 
the installment method of buying, in- 
variably overbuy. They enter into pur- 
chase agreements and commitments 
over and above the amount they are 
able to meet from their weekly or 
monthly salaries—after the necessities 
such as food and shelter have been 
deducted. Such overbuying invariablv 
leads to uncollectible accounts, reple 
vins, loss of the customers’ merchandise 
and good-will. 

Regulation W came into the field and 
saved us from ourselves, and if. it 
should suddenly be dropped, nothing 
but chaos can come out of the situation 
which would be created. 

In the petition recently presented to 
President Truman by the Retail Credit 
Institute of America for the immediate 
termination of existing curbs on install- 
ment buying, the following statement is 
made: “The regulation will monopolize 
consumers’ credit into channels of big 
business and banking and destroy thou 
sands of little merchants throughout 
the nation, who, for a generation, o1 
generations, have served their custom- 
ers’ credit needs on a flexible, per- 
sonal basis.” This statement to me is 
most ridiculous. As a matter of fact. 
the principal proponents of continua 
tion of credit control are the smaller 
dealers of America, who have seen big 
business and banking as described by 
the author of this article offer mer- 
chandise on such a low down-payment 
and over such a long period of time as 
to make it utterly impossible for them 
to compete and survive. 

Think of the condition that would 
prevail if the terms were extended be- 
yond the present terms set up under 
regulation. This problem would be am 
plified many times if all holds were 
barred. The competition for installment 
credit which would be created by the 
abandonment of Regulation W would 
set up a competitive situation in which 
the sale of merchandise to consumers 
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would become secondary to the sale of whether some sort of control which 
credit, and as goods become more would prevent people from signing for 
plentiful it would load up people with installment payments totaling more 
lease contracts in which few, if any, that a certain percentage of their 
would have a proper equity in the monthly income should prevail. In ex 
goods which they purchase. It would cess of 60 per cent of the people who 
throw back the responsibility to the answered showed that the people 
dealer who sold merchandise on a thought that was a good idea. We 


down-payment which did not insure the believe that if more surveys were made 
customer owning an equity in the goods of public opinion with respect to in- 
which he bought, and the number of stallment controls that the prevailing 
months for which contracts would be opinion would be in the affirmative. 


issued would mean that until the last Why shouldn’t the opinion of the con 
payment was made the consumer neve! sumer be considered in these matters? 
would have an equity. Depreciation on After all, he is going to be one of the 
all merchandise would be faster than principal victims. 

the amount of money that he was pay- 
ing for those goods under a lease con- 
tract. Retailers would have to hold the 
sack as the various types of loaning 
agencies which would take their con- 
tracts would not only ask for substan- 
tial discounts but insist on these retail- 
ers’ setting up large sums for reserves 
as insurance against future losses. The 


Budgeting Needed 


Another cry which goes out from our 
opponents is that the returning veteran 
can’t buy goods because of the stiff 
regulations. In a recent issue of Re- 
tailing, there appeared a most inter- 
esting article emanating from aga 
point would eventually come hee : _— Peiges ag all “on 
day of reckoning would be in order an eadoh , 
ms retailer aes be holding the bag. functioned, has _ a by 
with the resultant mortality of retailers, -awet ge ype Be gecoes pages 
preg thao pain sonra eso article as follows: “The most —— 

Few, if any, have seemed to take the service home ‘ furnishing retai ers - 
interest of the consumer in mind as give to Pig ig Re ng ctf tae 
to his thoughts on Regulation W. One up a home bry elp “ey “aon 
of these exceptions is the Des Moines bly within his Steck P - ' oe 
Survey recently made in Des Moines, enough, the New ork Service o ) 
Iowa, in which consumers were polled has no complaints to report aes 9 
as to their opinions on installment buy- Regulation W by service men. ne 
ing. The question was asked as to (Continued on page 111) 








Consumer Co-ops Are Expanding 


TFVHE sharp, upward trend of consumer co-operatives is plainly > “a 
| expansion now under way by Chicago Consumers Co-operative, Inc. ecently 
incorporated at a capitalization of $1,000,000, Chicago Consumers mei 
Inc., has registered a $350,000 common stock issue with SEC, the shares to be dis- 
tributed to consumers, ; 

Six super markets are to be established, according to Harlan H. Allen, president 
of Chicago Consumers Co-operative, Inc. A related co-op has been opened = 
Waukegan, Illinois, by Co-operative Services, Inc. This new co-op will deal exclu 
sively in electrical appliances and boasts that it is now supported by 6000 members. 

Eastern Co-operative Wholesale has just established a new co-op, identified as 
Eastern Co-operatives, Inc. According to T. G. Castner, operations manager, this 
consumer co-op plans immediate expansion into household and automotive supplies 
in the regions served by ECW. These are only two examples of the swift growth of 
consumer co operatives and while these co-ops do not have a non-tax-exempt status, 
they achieve the same objective through a system of patronage dividends to their 
patron members. 

A competent study by the Research Department of the National Tax Equality 
Association proves conclusively that consumer co-operatives are everywhere plan- 
ning expansion programs. We do not maintain a quarrel with the co-ops or the co- 
operative movement. Despite the abusive statements of the co-ops and their spokes- 
men, aimed at National Tax Equality Association, we are only insisting that the 
co-operative economy be required to pay Federal income taxes as are all competi- 
tors of that economy. Two diverse forms of business cannot survive if one is granted 
a discriminatory privilege which serves as a burden on the competitor. 

—Ben C. McCase 
President, National Tax Equality 
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Here's the interior of Perdue’s. The photographic department occupies a complete 
counter and one display window of the store is always given over to this line. 


Photographic Department Brings In 
From 90 to 150 Customers a Week 


A SWIFTLY growing 


field, logically within the hardware 


dealer’s scope, is photographic sup- 
plies, cameras and accessories, ac- 
cording to Perdue Hardware Co., Ta- 
coma, Wash. Himself a photo enthu- 
siast, Paul C. Perdue, owner, has 
thrown a lot of intensive study into 
this phase of retailing—and results 
have convinced him that hardware 





and photography supplies are closely 
related. 

Mr. Perdue went into the field in 
1944, when camera manufacturing 
and film supplies were at low ebb. 
The “camera center,” as Mr. Perdue 
calls the photographic end of his 
store, started out with accessories, a 
few packets of film, and sideline items 
useful to the home photographer who 
likes to tinker with developing and do 
his own printing. 

At present, the department occupies 
a complete counter length on the right 
side of the 500-sq. ft. sales floor, has 


one full-time window always devoted 
to photographic materials, and brings 
in between 90 and 150 customers a 
week over and above standard hard- 
ware traffic. The camera department 
is as large as any other section of the 
hardware store, and like the others, 
dovetails nicely in promoting the sale 
of all lines in general. 

When Mr. Perdue first began fea- 
turing photographic supplies, he mail- 
ed out penny postcards and manu- 
facturer’s literature simply as “an- 
nouncements,” including a note that 
the store had a stock of popular sizes 


Section sales totalled one quarter 
of Perdue Hardware Co. gross sales 
in 1945. Repair service and timely 
advertising help to boost business 








of film. There was an immediate rush 
which has never completely subsided. 

When the first month’s business 
rolled around, the total gross sales for 
the store was $4,600, jumping sharply 
for the holiday season in 1944. By 
running down sources of photo sup- 
ply equipment and buying and selling 
used cameras in the same way in 
which he procured hardware lines, he 
brought this up to $11,000 for the 
same month in 1945—better than 
double the original sales volume, and 
in a bad war year to boot. He gives 
full credit for the increase to the new 
camera department, greatly enlarged 
china and gift stocks, and adoption of 
new toy lines in combination. Actual 
sales of camera equipment amounted 
to approximately one fourth of the 
1945 gross. 


Wartime Difficulties 


“We built up our business by fer- 
reting out all the saleable equipment 
and film we could buy,” Mr. Perdue 
says, “hard work from any stand- 
point. Then, too, we combined cam- 
era repair service with small electri- 
cal appliance repairs, and made it 
clear to all our customers that we 
could repair their cameras, enlargers, 
reflectors swiftly. This was not a prof- 
itable operation, but did bring in 
many people with out-of-service cam- 
eras who returned for repeat busi- 
ness.” 

With more equipment available 
after V-E Day, bringing in more and 
more customers, came a real increase 
in sales volume. For the first month 
in 1946, Mr. Perdue showed a 100 
per cent increase over November of 
the preceding year. Now, with an in- 
ventory of $5,000 in camera supplies 
available, Perdue’s is geared up for 
an overall volume of around $20,000 
per month, based on unfilled custom- 
er’s requests and the obvious market 
open for all lines. The camera shelves 
have been almost empty for years. 
When full of top line cameras, the in- 
ventory will jump to around $9,500 
or more in camera supplies, with suc- 
ceeding expansion in supporting lines. 
“We have orders on hand for more 
than 250 expensive cameras,” Mr. 
Perdue points out, “which represent 
only a small percentage of those we 
could register with priority numbers 
for early delivery.” 

Promotion for the future will be 
built around quick service on_ all 
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phases of photographic equipment, 
and a large inventory from which to 
choose. The chief asset is a big mail- 
ing list which Mr. Perdue has built 
up entirely from active customers— 
and thus 100 per cent bonafide cam- 
era fans. To these the stowe will ad- 
dress frequent circulars, personalized 
letters announcing new cameras on 
hand, price lists, and other material, 
all aimed at promoting photography. 
It is also planned to have a full time 
camera service man who can repair 
anything in the photographic line. 
A basic inventory of $2,000 in 
photo equipment is ample for the 
smaller hardware dealer to test out its 
possibilities, he states. This can be in- 
creased according to turnover and de- 
mand. “Photography got a big boost 
through the war,” he says, “with 
photos the only means of understand- 
ing the news, and seeing loved ones 
in service. Therefore, the dealer can 
build up a solid groundwork of sim- 
ple cameras, film and accessories, and 
branch from there into more profes- 
sional equipment and darkroom sup- 
plies. One field which will grow 


swiftly is home movies, always only 


a sideline with most stores. We will 
go into this ourselves heavily, since 
it involves mostly long-profit items 
with plenty of repeat sales possibili- 
ties and accessories.” 


Important Traffic Builders 


Two important _ traffic - builders 
which Mr. Perdue accentuates are 
film finishing and displaying of pho- 
tographs. The most practical means 
for the hardware store camera shop 
to pull in traffic is offering film print- 
ing and enlarging service, he says. 
Since the usual hardware store can- 
not find room to have this work done 
even with facilities, the best arrange- 
ment is “farming it out” to large scale 
commercial photo finishers. “The 
dealer should be careful to have the 
work back when promised,” he states. 
“Using messenger service or calling 
for it himself will do much to keep 
good will.” In addition, the store can 
build good will and pull traffic by 
using a window, or a display panel 
for outstanding photos made by its 
customers, changing the display week- 
ly. This never fails to create interest 
and personal good will.” 








Luggage Display a Profit-Producer 


HE Mahowald Hardware, Fairmont, 

Minn., carries a line of luggage 
which sells very well to sportsmen and 
vacationists, according to James Mc- 
Nerny, manager. 

The store carries some of the items 
on a floor level display at certain sea- 
sons of the year, and at other times uses 
a top ledge for such display. Luggage 
items are large and can be seen at top 
ledge display levels. Price tags are 








usually affixed to the luggage items so 
that the prospect standing in the aisle 
can look up and see the price if he 
wants to pay. 

In many towns and cities it is dif- 
ficult for the average person to find 2 
store handling luggage and, for that 
reason, Mr. McNerny states, a small 
line of those items in the hardware 
store always seem to attract the atten- 
tion of customers. 





This display attracted the attention of luggage-minded prospects. 
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A Deposit on Rental Equipment 


Is Advisable- When Possible 


And, incidentally, there's a 
bit of sales psychology in 
the practice that may mean 
additional sales for you 


By W. B. CREW 
Executive Vice-President 
and General Manager, 
American Floor Surfacing 
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possible to set up a rule to apply to 
all stores—all localities—and all con- 
ditions under which the rule is to be 
applied. 

In many small towns and communi- 
ties the hardware store proprietor is 
so well acquainted personally with all 
of his customers that he hesitates to 
ask the renter for a deposit. To do so, 
he feels, might cast a reflection on his 
friend’s credit—might result in a loss 
of confidence and good will. The 
answer to that angle, of course, in our 
opinion, will depend entirely upon the 
store’s policy of operation and contact 
with its customers. 

In larger cities and communities 
where the proprietor is not so well 
acquainted with customers this logic 
does not apply. Where the store oper- 
ator is more free to ask a deposit 
from strangers and folks he doesn’t 
know so well—the deposit feature be- 
comes more optional. 





1946 

















This tells 


the entire story from the consumer's 


standpoint and also gives full data to the dealer. 


In this marginal situation some 
store owners feel that a deposit of $10 
for floor sanding rentals doesn’t mean 
anything from the standpoint of pro- 
tection against the failure to return 
the equipment when due for return. 

That argument, of course, is true. 
A $10 deposit on a $300 machine is 
no protection against loss—but it 
misses the main point of the deposit 
plan—which is, primarily, an item of 
sales psychology. This slant can and 
does lead to increased sales. 

It is a matter of common knowl- 
edge that the rental of floor sanders 
results in increased sales of floor fin- 
ishes, varnish and paint and other 





supplies needed for a refinishing job. 
That is accepted and proven by the 
records, 

But the sales psychology that is not 
so generally understood is the ad- 
vance deposit policy—which not only 
assures full, complete, and prompt 
payment for the use of the machine 
or machines and the accompanying 
added sales at the time they are taken 
out—but generally leaves a refund 
due the customer when he brings the 
machine back to the store. 

The refund is the sales psychology. 

This refund leads to added sales. 
When a customer finds that he has 

(Continued on page 94) 
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Separate Department Administration | On 





a Merchandise Mart, 


recently opened in Eureka, Cal., hard- 
ware store, is being operated under 
separate department administration. 
For example, the homeworkshop 
and small commercial tools depart- 
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Impulse item table in 

the sports goods sec- 

tion at front of the 

store. It is 6 ft. by 
7 ft. in size. 


ment is under the management of 
Peter Peterson, who for 20 years has 
been a homeworkshop hobbyist. Mr. 
Peterson is an active member and 
booster of a homeworkshop club, 
which has members throughout north- 
ern California and southern Oregon. 

The department manager does all 
the buying, outside contact work and 
handles all of the publicity for his de- 
partment. It is expected that by the 


win 2 OTT) EF 








The Merchandise Mart of California 
puts all sections on an independent 
basis and has found the policy pays 


end of 1946, this department will have 
a stock invoice total of around $25,- 
000. 

“By carrying the department as a 
separate unit,” Frank E. Tenter, store 
manager, says, “we are finding that 
we are getting a lower department 
selling cost than is the average for re- 
tail hardware stores in this area. Also, 
we are finding that the department 
draws general trade to the store. 

“In the few months which we have 
been open, a great many homework- 
shop hobbyists have come to the de- 
partment from other towns, in fact 
quite a few from across the state line 
in southern Oregon.” 


—_ 
jWt Babs rar? 


One section of the store showing housewares and the lamp bar. 
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Advertising for the separate depart- 
ments is handled under the general 
storé budget. However, each depart- 
ment is charged with the proportion- 
ate amount of newspaper display 
space used, or the amount of radio 
broadcasting time taken up by that 
department. 

Bookkeeping records are kept show- 
ing the ratio of selling cost per de- 
partment and the ratio of selling cost 
for the store, as against department 
volume and store volume. 

The sporting goods department is 
another example of the way the sys- 
tem works. Here the section is man- 
aged by Richie Davis, just returned 
from four years in the service. Mr. 
Davis is an amateur boxer, played 
foctball with Arcata Normal, and is 
well known up and down the coast in 
sports circles. 

The store has a radio outlet and 
during the fishing season a daily re- 
port service is broadcast to fishermen. 
Fishing and hunting bulletins are is- 
sued regularly. 


In the front of the store is a sport- 
ing goods “impulse item” table. This 
is 7 ft. long, 6 ft. wide and 32 in. 
high, with a shelf midway between the 
floor and table top. Adjustable fast- 
eners are at the top and bottom of the 
table around the outside for display- 
ing bats, rackets and other items. 


Sporting Goods Next 


By the end of 1946, it is the aim 
of the Merchandise Mart to have 
a sporting goods department contain- 
ing full lines in everything from 
roller skate parts to complete team 
uniforms and equipment. 

A third department is under the 
supervision of store manager, Mr. 
Tenter. This section includes all types 
of heavy and light farm equipment 
(which is displayed in the full base- 
ment), garden tools and supplies, and 
logger’s hardware, as well as house- 
wares. 

The same type of department rec- 
ords also are kept on this division 
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The 36-ft. counter section of the homeworkshop and tools department. 
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pies a oe: 


and, while the store manager is di- 
rectly in charge, selling costs are fig- 
ured separate and advertising charges 
billed to the department. 

The majority of the fixtures were 





Manager Frank E. Tenter inspects 
the contents of the axe rack. 
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Informal drawing showing the floor plan of the Merchandise Mart. 


made by a local homeworkshop hob- 
byist, Veigo Erickson. This fact 
alone has accounted for a great inter- 
est in the store and has brought many 
homeworkshop hobbyists to it to see 
the fixtures. 


Keen Competition 


There is keen competition between 
the departments in the matter of good 
housekeeping. Weekly and monthly 
evening employee meetings are held 
at the store. Department and general 


ANPOWER direction is still the 

top executive’s major problem. 
No matter how many new-fangled nov- 
elties he works into his operations, he 
cannot get too far away from the good 
old-fashioned clichés of his fathers. No 
matter how “corny” you call them, they 
are still as true as “the law of the 
Medes and the Persians, which altereth 
not.” 

1. 

Inspire by precept rather than by 
preaching. The best teacher is one who 
uses first-person examples rather than 
third-person regulations. 


II. 

Don’t talk down or look down on 
your men. If you want your men to 
look up to you, you will have to do the 
same to your men. 


HI. 
Keep out of office politics and keep 


store management are discussed at 
these meetings, and department rec- 
ords are gone over. 

“Our floor layout and our depart- 
ment setup is far from being static,” 
Mr. Tenter says. “The store is owned 
by Carl Gustafson, and his only in- 
structions are, ‘Develop the best dis- 
play and floor plan and department 
arrangement possible. The rest will 
take care of itself.’ 

“If we find a rearrangement will 
give us a display advantage or a 


speedier flow. we will make the 


Ten Commandments 
For Top Executives 


By HARRY SIMMONS 
Sales Consultant 


politics out of your’ operations. To 
build men for the future, you’ve got to 
play fair today. 

IV. 

Build human relations from the in- 
side out. It’s the humanness you put 
into your organization that returns 
loyalty to you. There is still no substi- 
tute for courtesy, decency, and under- 
standing. 

V. 

Correction by suggestion beats in- 
struction by criticism. You get back 
only what you give out. To develop go- 
getters, you will have to be a go-giver. 


Vi. 

Don’t be a careless promiser. Say 
what you can do, and do what you 
promise. Wouldn’t you want others to 
do likewise? 

VII. 
Don’t be carried away by third-party 


change. If we find one of our depart- 
ments can handle an allied line, we 
will make the addition. Any change 
which will allow us a reduction in 
selling cost is taken up and thorough- 
ly discussed at the weekly and month- 
ly meetings. 


Ambition Plus Profit 


“Our aim is to operate one of the 
best retail hardware stores in the 
state—and, make a profit from so do- 
ing.” 


criticisms. There are always two sides 
to every story. Men who like to criti- 
cize are usually careless about the accu- 
racy of their remarks. 


VIII. 
Don’t try to be too hard-boiled. It 
is well to remember that you are deal- 
ing with human beings, not automatons. 


1X. 

Persuade your men to help rather 
than order them to perform. It is one 
thing to have men work with you, and 
quite another to have them work for 
you. 

x. 

Be specific in your assignments and 
keep mystery out of your requests. If 
you want a job done a certain way, 
explain your preference in advance 
rather than after a lot of hard work has 


flowed over the dam. 
—Printers’ Ink 
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com slogan, “Every- 


body swears by Sam Hill,” has been 
turned into an asset by George Hill, 
owner and manager of Samuel Hill 
Hardware Co., Prescott, Ariz. 

The firm was founded by Sam Hill 
in 1887. The store and its founder 
have been credited many times for 
originating the saying, “What the 
Sam Hill.” But according to- George 
Hill, the present owner, this is not the 
fact. “For one thing,” he says, “Lin- 
coln worked for a man named Sam- 
uel Hill, who had a general store and 
carried a line of hardware. The same 
thing, I have been told, was said 
about that store and its founder. 

“No, the saying is not original with 
this store but that does not keep us 
from trying to capitalize on it. Our 
problem the last few war years has 
been to make everybody swear by us 
and not at us.” 


Enlarged Store 


The store had a main sales room 33 
by 100 ft inside which was enlarged 
to 72 by 100 ft., with an additional 
appliance sales and service room, 42 
by 50 ft. The enlarging program was 
completed during 1945 with the co- 
operation of the Southern California 
Association. 

At the rear of the salesroom are the 
reserve stock warerooms. One of 
these, 44 by 50 ft., is equipped as a 
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Samuel Hill Hardware Co. makes 
it a point to capitalize on the 
old expression and backs it up 
by making it easy for customers 


Full Lines, No Confusion, Expert Advice — 
That's Why Everybody “Swears By Sam Hill” 


A skylight. which is 10 
ft. square, is directly 
ever the paint section 
and furnishes splendid 
illumination through- 
out the entire day. 







combination farm supply salesroom 
and wareroom. Mr. Hill has found 
that many farm customers like to buy 
best from a warehouse stock, so he 
had this additional room fitted out 
when the store was remodeled and en- 
larged. 

At the rear of the large building, 
just inside the alley dock, is a service 
and repair room fully equipped, 
which is 20 by 40 ft. Here tools and 
equipment are kept for handling 
nearly any type of repair job. “The 
idea is,” Mr. Hill explains, “to be 
able to give our customers good de- 
pendable service on any item which 
they buy from us. During the war, 
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of course, the department was worked 
over time.” 


Next to the service and repair room 
is a smaller room called the “check- 
in-room.” 


“Check-in” Department 


“Merchandise often moves out so 
fast,” Mr. Hill says, “that we found 
unless we had a separate check-in de- 
partment and a separate room to ac- 
commodate it, we often lost track of 
incoming merchandise. With this 
present setup, everything which is un- 
loaded at our alley dock must go first 
to the check-in room. After the rec- 
ord is made and copies transmitted to 
the main office, the merchandise can 
go on to the ware room, to the main 
sales floor. or, as is the case many 
times, directly to a waiting customer. 
But in no case, not until it has been 
checked-in and a fuil record made.” 

A modern kitchen set is being built 
in the appliance room. This set, or 
really a series of four sets, will show 
model kitchens with complete stoves, 
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Here's a section of ihe gift department. A full line 
of china with real customer appeal is in this area. 


refrigeration units, electric dish wash- 
ers and driers, and full cabinets. Each 
set will have equipment to meet a cer- 
tain price range. It is expected that 
these sets will be completely equipped 
and ready for use by early 1947. 

“We want to be able,” says Mr. 
Hill, “to take a customer to one of 
our complete kitchens and there make 
the sale. Today we have a complete 
china and glassware department. We 
show full lines. We have found that 
we can greatly increase our sales vol- 
ume for the department by being able 
to have an expert take the prospect to 
the department and there examine full 
lines in a number of price ranges. 

“The same goes for our sporting 
goods department. We have this in 
charge of a man who has had sixteen 
years of experience in merchandising 
all types of sporting goods. We try 
to carry full lines, whether its golf, 
school equipment, fishing tackle or 
what. 

“Getting back to the appliance 
kitchen sets—this is our idea back of 
having these sets fully equipped in 
different price ranges: We want to be 
able to show a customer what can be 
bought, what the equipment will look 
like in the home, and have the equip- 
ment shown in a place where we can 
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Below is shown the cleaning supplies section. Some 
items shown here are also shown in the paint section. 





complete the sale with speed and 
privacy.” 

Developed from the same line of 
reasoning, the Samuel Hill Hardware 
Co. has a cleaning supplies depart- 
ment where full lines of many types 
of cleaning supplies are shown. 


“is to have the stock arranged in at- 
tractive separate departments where 
the customer can go and find what he 
wants. Buying, even in the small 
town, can be made a pleasure. 
“Strict attention to department set- 
up, arrangement, and complete stock, 


is a strong step in accomplishing that 
aim. When we have our modern 
kitchen sets installed and equipped, 
we believe we will have completed our 
over-all program.” 


And this all gets back to building 
the store’s slogan: “Everybody 
Swears by Sam Hill.” 

“The way to get them to swear by 
you and not at you,” Mr. Hill says, 








Is the Co-op Press Fair? 


rNHE curious reasoning of the co-op editors to direct an articulate press with 

more than a million readers was challenged by the Hartford Courant *( Hartford, 
Conn.). The Courant, oldest newspaper of continuous publication in America, 
questioned the ethics of the Co-operative Consumer, official publication of the Co- 
operative Consumer Association of North Kansas City, Mo. 

In commenting on the recent Patman Report, the Courant accuses the Consumer 
of quoting “only excerpts favorable to its supporters.”” The Courant chided the 
Consumer with wholly neglecting “The list of recommendations made by the com- 
mittee, many of them designed to prevent cooperative members from unscrupulous 
use of funds.” 

In reply to a scolding editorial, the Courant replied, “Those who would con- 
demn other publishers should first set an example of fair handling of news, no 
matter how distasteful some of the facts may be.” 

This example of co-op conduct is certainly worthy of study. Especially is this 
so when the co-ops are exerting every influence to cling to their precious privilege 
of exemption from Federal income taxes. 

All fair-minded people will support the viewpoint of the Courant in pointing 
out that the co-ops resort to sharp practice in advancing their purposes. 

—Homer E. Marsu, 
Director of Research, National Tax Equality Associaiton 
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Repairs Amount to $1500 Monthly 


And Build Active Mailing Lists 





Dave Irvine, service manager 
of the electrical repair de- 
partment. checks a radio set. 


aa, Y’S HARDWARE, 


Coos Bay, Ore., has operated a two- 
man repair shop for three years and 
developed its service so thoroughly 
that repairs add from $1,000 to 
$1,500 monthly, including parts’ sales, 
to the store’s revenue. But that’s not 
all. Also on the plus side is the resul- 
tant increase in store traffic and the 
prospects’ lists built up by the rec- 
ords’ department and based on ser- 
vice data. These lists are a complete 
historical recording of the condition 
of appliances in Coos Bay and vicin- 
ity. Thus, when large appliance ship- 
ments start coming in, Gray’s hard- 
ware will know where they best can 
be sold. 


Articles Handled 


Repair service is limited to radios, 
washing machines, and vacuum clean- 
ers. One truck is assigned to the de- 
partment, though the truck also han- 
dles general deliveries for the store. 
The repair shop and parts’ stockroom 
alone occupies a space by 25 ft. 
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Service is limited to appliances 
with commission to repair men on 
jobs and parts, plus radio adver- 
tising, providing needed incentive 


“Here’s the way it works,” P. P. 
Gray, owner of the store, says. “We 
pay each repair man $200 per month 
salary. Our experience has been that 
60 per cent of the department revenue 
comes from labor repair charges and 
40 per cent from parts sales. 

“After the two men in the depart- 
ment have marked up a total of $400 
in repair work they receive a com- 
mission of 10 per cent on all work 
above that amount. Also they are al- 
lowed a commission of 10 per cent 
on all parts sales for the department 
if the parts are used in repair work. 

“Gross profit on repair parts will 
run better than 100 per cent. We ex- 
pect the department to show a sub- 
stantial increase just as soon as elec- 
trical appliances are again in stock.” 

Mr. Gray believes that the advan- 
tages of the repair department cannot 
be all placed in a cash profit account. 
The department is at the rear of the 
100-ft. long sales room. It is esti- 
mated that at least 10 per cent of the 
customers coming into the store go 
to the repair department. 

“We have found,” Mr. Gray says, 
“that by advertising our repair de- 
partment strongly we are able to sub- 
stantially build floor traffic.” 

Mr. Gray, a former radio engineer 
and announcer for station KOOS, has 
a store broadcast of 15 min. every 
other day. This broadcast is handled 
without script and Mr. Gray takes the 
“mike” and goes through the store, 
telling the radio listeners about the 
bargains and the service which the 
store offers. 

“And I never forget to pound home 
the service and repair angle,” he says. 





“Each morning when we broadcast | 
make a point of either starting with 
the repair department or closing with 
it.” 

For the “from-the-store” broad- 
casts, the time is 8:30 a.m., Tuesday, 
Thursday and Saturday. Then three 
evenings a week at 6:15 p.m. (these, 
Monday, Wednesday, and Friday), 
there is a 15-minute program of rec- 
ord music. 

“We have a very active record de- 
partment,” Mr. Gray said, “and we 
have found that we get very good re- 
sults from this three-time weekly 
broadcast of the new records. Also, 
taking the 15 minutes straight through 
the six days each week reduces the 
price we have to pay the broadcasting 
company. Our weekly cost is very 
reasonable, only $90 per month.” 

Gray’s Hardware is using their ser- 
vice and repair department to prepare 
the Way for electrical appliance sales. 


Customers’ Lists 


“We have an active customer’s list,” 
Mr. Gray says. “On this list we show 
the name of the customer, the address, 
what appliances the customer now 
owns, what repair work we have done 
for the different pieces of equipment 
and the charges. Also we have a no- 
tation on this customer’s card show- 
ing what new appliances the customer 
wishes to purchase when they are 
available. 

“As we receive literature from 
manufacturers, literature regarding 
new equipment, we make up a mail- 
ing list and send out letters to the cus- 
(Continued on page 111) 
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This gift section is 
located just inside 
the main entrance and 
is popular with women 
customers. The light 
frame, glass shelving 
and solid glass back- 
ground contribute to 
make the merchandise 
displayed stand out 
in effective fashion. 








Effective Display the Key That | Un 


Showing attractive merchandise in 
an attractive manner is building 


business for Creston Hardware Co. oe se host aed sia 
glassware department at the Creston it n 
Hardware, Creston, Iowa, is paying esta 
handsome dividends. Women come C 
from considerable distances in that to | 
rich, Iowa agricultural region just to $1 
be able to shop at the Creston Hard- witl 
ware to buy gifts, glassware, pottery, pe 
china and many other things that on 
make a woman’s heart glad. Business pos 
on this department has increased each anc 


year as a result. 








Extensive Display : 

, gift 

ps Hobart Thomas and his staff work ni 
hard to keep the gift section spic and lig] 

span and stocked with a variety of she 

merchandise for women of the area. gro 

Two wall sections of the store and two Thi 

aisle tables are given over to a show- ma 

Gift suggestions for the month, in the form of recently received merchandise, ing of g ifts and allied lines. This de- sel 

are featured on this aisle table. A sign atop the display tells the story. partment is easily the showplace of Wh 
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Here is the other wall 
section devoted to the 
display of gifts. Light 
background and varying 
levels of glass shelv- 
ing do their part to 
attract the customers 
as does the concealed 
lighting. Women hate 
to leave this display. 











nlocks the Door to Gift 


the store and women gravitate toward 
it naturally each time they enter the 
establishment. 

Gifts available run from 25 cents 
to $5 and more. Items selling from 
$1 to $3 seem to be most popular 
with the trade. However, when a wo- 
man buys a number of items for her 
home for decorative or utility pur- 
poses, the average sale may go up two 
and three times those figures. 


Attracts Women 


The principal wall location of the 
gift section is just inside the store’s 
main entrance. This section has a 
light colored wooden frame, glass 
shelving and a solid mirror back- 
ground all the way along the wall. 
This is an attraction in itself, for 
many women like to look at them- 
selves when they enter the store. 
When they do they are bound to see 
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the merchandise on display. The mir- 
rors serve to make the merchandise 
stand out clearly. All the merchan- 
dise is kept scrupulously clean and 
this makes a big impression with town 
and country women alike. 


Profits 


Mr. Thomas and his staff find that 
there is a considerable demand for 
vases of all sorts, figurines, book 
ends, decorative pieces and the like. 
Women who begin buying such items 
usually come back once or twice a 





An attractive wallpaper-covered background and displays at varying levels 
combined in attracting the attention of the gift-minded to this window. 
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month to select other items which 
they have noticed. In fact, the repeat 
customers at this department have 
much to do with the annual increase 
in business on the line. 

One aisle table with step-up glass 
shelving and excellent arrangement 
features pottery in various shapes and 
colors. A sign at the top bears the 
legend “Gift Suggestions for the 
Month.” Women usually go to this 
table first when they are looking for 
a gift for some special occasion. It 
is a starting point and the new items 
are always featured at this spot. Once 
the shopper stops at this table, she 
usually takes the time to look over 
most of the other displays as well. 

Mr. Thomas always endeavors to 
strive for some variance in making 
wall location displays. While some 
shelves are necessary, of course, the 
shelves can be placed in different lev- 
els and also broken up by an arrange- 
ment of placques or tiny wooden 


racks. This has been done in one wall 
display with excellent results. 
Attractive window displays of gifts 
and similar items are offered the pub- 
lic from time to time. A low back- 
ground in the window was covered 
with wallpaper of attractive design 
while the items were displayed on 
step-ups covered with white crepe pa- 


per. The merchandise was shown at 
varying levels and there was distinc- 
tion and harmony in the entire ar- 
rangement. 

The store keeps its displays light- 
ed until 11 o’clock each night to get 
the attention of night crowds. These 
windows have a definite pulling 
power, a fact verified by sales. 


A Deposit on Rental Equipment 
Is Advisable—When Possible 


(Continued from page 85) 


maybe three or four dollars coming 
to him—in cash or trade—from a de- 
posit which he has already mentally 
charged off as money spent—it’s 
mighty easy for him to take the re- 
fund out in trade instead of cash. 
What makes this especially easy in 
a hardware store is the fact that 
among the thousands of items for the 
home that are carried and on display 
—there are always a few things the 
customer needs—and the refund 


money makes it easy for him to buy. 

These items may be a garden hose, 
kitchen utensils, a new paint brush 
or a garbage can. The items may be 
most anything—the sales psychology 
point being that the customer figures 
he has already spent his money once 
and this second spending is in the 
way of being an unexpected bonus. 

Stores using the deposit plan find 
it brings added sales and added 
profits. 












This combipation of colorful mer- 
alld colorful display material en- 
able Wright Hardware, Manhasset, Long Island, N.Y.— 


chandise 


This Window Display Sold 


More Than 800 Tumblers 





within the metropolitan New York area—to sell more than 100 sets of eight glass tumblers. Leslie Hart. 

manager cf the store. planned and arranged the display and made the show card, which was supple- 

mented with reproductions of consumer advertising and other material supplied by the manufacturer. The 

Wright store, which has two open back display windows, changes them on an average of every two 
weeks, featuring one-subject displays in both units. 


HARDWARE AGE 














“HA 


AU 








BRIDGEPORT, 











Serrated Jacket Edge 
Natural Selling Point 
For“‘CORE-LOKT” Bullets 
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BRIDGEPORT, CONN., August 29, 
1946. We have heard repeatedly from 







point Core-Lokt bullets have stopped 
big game right in its tracks, at long 
ranges. The secret to the success of Core- 
Lokt bullets is their unique construction, 
and the principle is amazingly simple to 
explain to customers. 

Try this demonstration on your big- 
game customers. Point to the serrated 





edge of the jacket and explain how the | 
directional spreading lines result in in- | 


stantaneous and uniform expansion. The 
bullet stays in one piece because the 
lead core is locked in the jacket and de- 
livers a smashing, deep-penetrating im- 
pact. The story is easily illustrated be- 
cause the serrated edge is on the outside 
of the bullet, where it can be seen. Seeing 
is believing. 


big game hunters and dealers how soft- | 








| Probably every hardware store 
in the country has on its shelves 
some product that bears the 
Du Pont oval trade mark to re- 
| mind the customer that the 
product he is buying is one of 
the Du Pont “‘Better Things for 
Better Living ... Through 
Chemistry.’’ Your customers 
| recognize the Du Pont oval as a 
symbol of high quality. 
' And it is worth remembering 
that Remington is an affiliate of 






















the Du Pont Company. The 
Du Pont oval is prominently 
displayed on the packages of all 
Remington products.The reason 
sportsmen say, “If It’s Reming- 
ton—It’s Right,” is that they 
know that Remington’s 130 
years of experience in building 
sporting arms, plus the high 
standard of quality for which 
Du Pont is so well known 
throughout the world, is their as- 
surance of complete satisfaction. 








FAST ACTION—EASY LOADING ARE FEATURES OF 
REMINGTON AUTOLOADING SHOTGUNS 




















“He said he would tell us when to shoot!”’ 
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BRIDGEPORT, CONN., August 29, 
1946. For speedy shooting at speedy tar- 
gets, no other gun excels the Remington 
Sportsman and Model 11 autoloading 


| shotguns. They have the fastest action 


ever built into a shotgun. The Sportsman 
fires three shots and the Model 11 five 
shots as fast as the trigger is pulled. The 
autoloading action ejects empty shells 
and loads live shells into the chamber 
from the magazine, so all a shooter has 


| to do is to keep his eyes on the target. 


When the last shell is fired, the action 
stays open for easy loading. There’s 


- % pace oP Be. 
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plenty of shell room in the wide loading 
slot. Even in cold weather, when wear- 
ing gloves, it’s easy to unload or load 
these handsome guns. When Remington 
shotguns are available again in your 
store, be sure to show your customers the 
Remington Sportsman or Model 11. 


Sportsman is Reg. U. S. Pat. Off. Core-Lokt is a trade mark 





of Remington Arms Company, Bridgeport 2, Conn. 





A closeup of the sporting goods department of the firm’s downtown store. 


“Going a Little Farther” Builds 
of Sporting Goods 





Ra, a lot more to 


effective sporting goods merchandis- 
ing than merely maintaining a stock 
of merchandise and using timely sea- 
sonal promotions, according to the 
Central Hardware Co. of St. Louis, 
Mo. 

Sporting goods sales volume ranks 
high in all Central stores in St. Louis, 
attracting a doubly-valuable crowd of 
customers the year around who are 
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The Central Hardware Co. carries 
complete lines and gives personal 
service to its customers. That is 
why sales are increasing steadily 


prospects for many other lines car- 
ried. Though St. Louis isn’t gener- 
ally conceded to be a “sports town,” 
such as West Coast city markets, Cen- 
tral has stocked and sold every type 
of sporting goods manufactured, even 
including deep sea fishing equipment. 

There is an unusual loyalty appar- 
ent between customers and Central 
sporting goods salesmen in all stores 
—largely because of the theory of 
Jerry Lamprecht, who heads the sport- 
ing goods section at the Kingshigh- 


way store, that “it’s necessary to go 
a little further with sporting goods 
merchandising.” 

Mr. Lamprecht, himself a veteran 
sportsman, has set up his active de- 
partment to offer “a little more” in 
the way of personal services, merchan- 
dise, and promotions. “We believe 
the personal element means more here 
than possibly with any other line in 
the store,” he says. “Every fisherman 
or hunter represents an entirely differ- 
ent case. He wants plenty of ques- 
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A COMPLETELY NEW MITER-BOX IDEA 
THAT COMBINES HIGH QUALITY AT LOW COST 


Here’s a new miter-box that anyone can use, ex- 
pert carpenter or amateur handyman around the 
house. It’s the Saw-Kut Guide, a lightweight, 
portable precision tool that will fit any size board 
and take any blade saw. Weighing only 2/2 
pounds, the Saw-Kut Guide can be held in any 
position with one hand, which means pre-cutting 
boards for such jobs as framing doors or win- 
dows is no longer necessary. Saw-Kut Guide in- 


sures a true perpendicular cut. 


Precision-built and factory assembled where 
each tool is tested for accuracy, the Saw-Kut 
Guide provides maximum utility at minimum 
cost. The Guide is made of 16-gauge cold-rolled 
steel and is nickle plated. The gauge has a 90- 
degree turn and can quickly be locked in place 
to prevent slipping. All graduations on the gauge 
and scale are die cut. Saw-Kut Guides come in- 
dividually boxed, 12 to a shipping carton, 
weighing only 35 pounds. Overall dimensions 
are 11%4"x6"x6%". Patent is applied for. 


ORDER FROM YOUR JOBBER TODAY! 


THE BONAIRE CO. 


EXCLUSIVE NATIONAL DISTRIBUTORS 


58 GLENWOOD AVE. 


AUGUST 29, 1946 


MINNEAPOLIS 3, MINN. 
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tions answered, needs help in under- 
standing new equipment thoroughly, 
and keeping it in operation. No two 
men have the same ideas about fish- 
ing rods, flies or gunsights and con- 
sequently, they cannot be sold on any 
cut-and-dried basis. We’ve recognized 
that fact and built our operating 
methods around it.” 

The first thing this Central sport- 
ing goods department, located in the 
right front corner of the store, does 
is to stock absolutely complete lines 
in all sporting goods. Exclusive of 
war shortages, the inventory covers 
low price and top price items in every 
line, every accessory and helpful part 
for each sport. For example, for fish- 
ermen, the store carries casting rods, 
trout rods, lake fishing types, metal 
and bamboo fish rods, and heavy duty 
deep sea fishing rods—this in a city 
1000 miles from the nearest ocean. In 
reels, there are all types from inex- 
pensive manual reels to spring loaded 
automatics for deep sea trolling. Cus- 
tomers are always surprised to find 
deep sea fishing equipment displayed 
in St. Louis—therefore, such items 
are always kept out where they can be 
seen. 

Whereas many hardware stores do 
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Jerry Lamprecht, head 
of the department in 
the King’s highway store, 
demonstrates one of the 
spring loaded casting 
rods. One of the unusual 
items carried in stock. 


t t ¢ 


not carry bait, Central stocks 12 lines 
of glass-jar packed minnows, eggs and 
pieces at all times, plus hundreds of 
lures, spinners, plugs, flies and danc- 
ers. To make this fact instantly ap- 
parent, one sample of each jar or lure 
is clipped to the front of the stock 
drawers, to help both clerk and cus- 
tomer find what’s desired. In addi- 
tion, a 10-ft. shoulder-level case con- 
tains over 400 varieties of flies, lures 
and plugs from which to select. 
Before the war came along, the de- 
partment carried 10 lines of guns, 
and featured a custom service where- 
by any customer could order guns 
built to his own requirements for 
stocks, sights, and balance. Two red- 
white-and-blue cases display this big 
selection in normal times, together 
with accessories such as sights, slings, 
oil, pads and other essentials. A 
strip sign over the main counter reads 
“Trade in Your Old Gun,” a policy 
which Central instituted long ago to 
encourage hunters to buy new rifles 
and shotguns. The trade-in allow- 
ances were set to “break even” after 
the guns were reconditioned by a co- 
operating gunsmith and resold to cus- 
tomers looking for gun bargains. 
Similarly large lines of all sport- 


ing goods are carried, in each case 
covering the entire range. The base- 
ball glove stock, for example, is so 
large that there is no player whose re- 
quirements cannot be met. Identical 
equipment for professional and ama- 
teur appear in the same inventories. 

The second major feature stressed 
by Central is “personal service” from 
the standpoint of repairs, and mainte- 
nance of equipment once it is sold. 
Two salesmen at the counter are al- 
ways available as “handymen” for 
putting a fishing rod, gun, lantern, 
stove, etc., into serviceable condition 
when the customer asks for it. To 
make this possible, Central maintains 
a stock of parts, lets the customer 
know they are there, and can be rea- 
sonably certain that there will be a 
steady call for such service. 

One of the most effective promo- 
tional ideas developed by Central’s 
buying office is the policy of picking 
out new items as rapidly as an- 
nounced, and getting them on display 
in every store. Sportsmen are famil- 
iar with this policy, and when they 
see a new item such as an all-plastic 
creel or self-generating flashlight ad- 
vertised, they pop into the nearest 
Central store reasonably certain of 
finding it on display. Introducing 
new items thus gives the stores an up- 
to-the-minute reputation which at- 
tracts new customers. An adaptation 
of this idea during the war and since 
V-J Day has been constant displays 
of surplus G.I. items such as hunting 
knives, compasses, field kits, etc., 
which Central finds engrossingly in- 
teresting to many sportsmen. 

All of the sporting goods depart- 
ments use one more personal service 
constantly—a system of “never letting 
a customer leave disappointed.” Thus, 
if a hunter wants to buy a particular 
item, the salesman takes his name and 
address, complete information on the 
purchase, and turns it into the buying 
office, where experienced buyers will 
“run it down” if it is at all possible. 
When the item is received by the store 
taking the original order, the same 
salesman telephones the customer to 
come in and get it. “It is surprising 
how grateful such customers are,” the 
firm says. “They never fail to tell 
their friends that we went to great 
lengths to procure the desired mer- 
chandise.” Extra buying effort thus 
is well rewarded in each Central store. 
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THOMAS S. HOLDEN 


oe housing picture 
must be projected in terms of fore- 
ground, background and perspective. 

Conspicuous in the foreground is a 
postwar construction revival of very 
healthy proportions. Last year’s build- 
ing and engineering contract volume for 
the 37 eastern states, as recorded by 
F. W. Dodge Corp., increased 65 per 
cent over the 1944 dollar total, an all- 
time high in percentage increase from 
one year to the next. The contract total 
for the first two months of this year, 
before the veterans’ emergency housing 
program was started, was more than 
two and a half times the total for the 
corresponding months of 1945. The 
combined total for March and April, 
1946, when an upsurge of residential 
building was recorded, was very nearly 
double the figure for the corresponding 
months of last year. 

This rapid recovery, outstanding in 
the business record of the reconversion 
period, has been almost entirely a re- 
vival of private construction. While 
public construction declined moder- 
ately in 1945, private construction in- 
creased 255 per cent in dollar volume 
over the preceding year. In the first 
four months of 1946 public building 
and engineering contracts amounted to 
$376,584,000, compared with $679,565,- 
000 in the corresponding period of 
1945. During the first four months of 
this year private building and engineer- 
ing contracts amounted to $1,800,820,- 


* Before the 50th Anniversary Meeting 
of the National Fire Protection Assn., June 
6, 1946, Boston, Mass. 
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Today’s Housing Picture 


Mr. Holden analyzes the factors that have 
contributed to a confused post-war housing 
situation; points out the dangers of hasty 
governmental efforts such as the Wagner- 
Ellender-Taft Bill, and discusses the hous- 
ing goal in terms of national economy. 


000, compared with only $333,013,000 
in the first four months of last year. 

The reasons for this revival record 
are clear. There has been and remains 
what is probably the greatest accumu- 
lation of deferred construction demand 
in the history of the country, coupled 
with the greatest accumulation of plan- 
ned projects, both private and public. 
There was for the first time a full- 
grown, well organized home-building in- 
dustry which had during the pre-war 
period and in the war period itself ad- 
vanced its techniques and its capacity 
for serving the public. 


Major Problems 


Also conspicuous ,in the foreground 
of the picture have been major prob- 
lems of price and material supply 
which have served as brakes on revival 
speed. Basically these are problems in- 
herent in the conditions of transition 
from a war economy to a peace econ- 
omy, and their solution depends prin- 
cipally on all-out production and resto- 
ration of competition in material mar- 
kets. 

In the forefront of the construction 
picture, during the first six months 
after V-J day, was an upsurge of non- 
residential building that was moving at 
a far more rapid pace than was new 
residential building. From September 
1, 1945, through February 28, 1946, 
non-residential building contracts in the 
37 eastern states amounted to $1,216,- 
204,000 compared with only $468,768,- 
000 in residential building contracts. 
In terms of the country’s needs, fore- 
most among which is housing to meet 


By THOMAS S. HOLDEN* 


President, 
F. W. Dodge Corp., 
New York City 


grave shortages, and in terms of the 
usual peacetime pattern of construction 
activity, this was a badly out-of-balance 
program. The veterans’ emergency 
housing program came as a deliberate 
move by government to shove housing 
activity to the center of the stage and 
give it the star role in the performance. 
It is now the most conspicuously high- 
lighted figure in the forefront of the 
construction picture. 

The background of this picture is 
confused. Mingled with the confusions 
normal to a transitional market, such 
as material shortages, unstable prices, 
labor unrest and artificial construction 
cost factors, there have been the added 
confusions of a shifting governmental 
reconversion policy which has been 
based upon the conflicts of politics and 
of planned economy ideologies. 

In early April, F. W. Dodge Corp. 
made a survey among leading building 
product manufacturers in order to de- 
termine just what the principal produc- 
tion bottlenecks were. Forty-five top 
executives of leading companies in 18 
important building material lines gave 
their views as to the outstanding ob- 
stacles to full production. Most fre- 
quently mentioned obstacle was price 
control, stated to be of paramount im- 
portance in 16 of the 18 lines. Man- 
power shortages were cited as problems 
in 13 lines; strikes have, since the first 
of the year, seriously affected, either 
directly or indirectly, 11 lines in nine 
of them labor inefficiency was reported 
as being serious. The third category of 
obstacles reported by these manufac- 
turers was material supply, inadequate 
raw materials being reported in 12 lines 
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How This Coleman Advertising Through The Years 
Helps Pre-Sell Your Market For Coleman 


In the selling years, 1947-1950 and 
beyond, this Coleman advertising will 
still be pre-selling the market for the 
Coleman Heating Franchise dealer. 
True, supplies of Coleman heating 
equipment today are still limited by 
material shortages; but the consistent 
Coleman through-the-years advertising 
is based on long-range planning. 
Coleman advertising in the years of 
war-time shortages—and the advertis- 
ing that will follow tomorrow—is aimed 
not at immediate sales. Its purpose is 
to build a permanent, through-the-years 
market for Coleman dealers, It’s build- 





Automatic Floor Furnaces 
(Gas, Oil or LP-Gas) 


America’s No. 1 Maker of Warm Air Heating Plants 





Automatic Oil 
Space Heaters 


ing sales for tomorrow—making it easier 
for the Coleman Franchise dealer when 
the going gets rough. 

Watch the hard-selling years that are 
surely coming! Then the Coleman fran- 
chise, backed by this through-the-years 
advertising, will prove its extra value! 
Prospects will recognize the Coleman 
name, will want ‘‘Warm-Floors’’ heat- 
ing, and be ready to buy familiar Cole- 
man equipment from the Coleman 
Franchise dealer. Yes, advertising today 
is part of the plan to pave the way for 
the Coleman dealer tomorrow when he 
again has to battle for his sales, 





Automatic Oil 
Water Heaters 







Coleman through-the-years | 
advertising appears in these | 
national magazines... 

Saturday Evening Post 
The Country Gentleman 
Liberty 
Successful Farming 
Progressive Farmer 
Better Homes & Gardens 
American Magazine 
Look 
Popular Mechanics 
Household Magazine 
Parents’ Magazine 
American Home 
The Farm Journal 

and many others, too. 


If you want a franchise for Coleman's 
popular, modern heating equipment, 


ec 
write for the name of your Coleman dis- 
tributor. Indicate which types of heating 
equipment at the left interest you. 
The Coleman Co., Inc., Dept. HA-12 
Wichita 1, Kans. 


OGUTT, 































and inadequate supplies other than raw 
materials in six. 

Since that survey was made, OPA 
has made many upward adjustments of 
building material price ceilings. Most 
of the strikes in material-producing and 
material - fabricating plants have been 
settled. These developments are posi- 
tive improvements in the situation. Un- 
fortunately, they do not effect a 
complete cure of material-producing 
troubles. The coal strike has caused a 
setback in many lines of manufactur- 
ing. Iron and steel are still short, caus- 
ing acute shortages of wire nails and 
parts of fabricated building equipment. 
Strikes in the copper mines are holding 
up wire, small motors and other electri- 
cal goods. The Federal Reserve Board's 
over-all index of production fell five 
points in April and dropped another 
four points in May. 

As to the fact of an emergency short- 
age situation in housing and as to the 
desirability of some of the measures 
taken to meet the situation, the home- 
building industry and the rest of the 
construction industry are in agreement 
with Mr. Wyatt and his associates in 
the government. Toward the attempt 
to effect long range changes on the 
plea of emergency and to put all the 
housing activities of government per- 
manently under the control of a hous- 
ing czar, there is strong opposition. I 
have reference to the Wagner-Ellender- 
Taft Bill (S. 1592). 

This bill, officially designated as the 
General Housing Act of 1946, is. an 
omnibus bill of 10 titles. Title I makes 
permanent the consolidation of the Fed- 
eral Home Loan Bank Administration. 
the Federal Housing Administration, 
and the Federal Public Housing Ad- 
ministration under the National Hous- 
ing Agency, which now has the status 
of a temporary war agency. It would 
eliminate the Federal Home Loan Bank 
Board and reduce the commissioners of 
the three big constituent agencies of 
NHA to the status of deputy adminis- 
trators. It is the contention of op- 
ponents of this measure that such a 
consolidation of power over the mort- 
gage-lending activities of private insti- 
tutions and of the government should 
be placed under the jurisdiction of a 
policy-making board rather than under 
a single politically appointed adminis- 
trator. Others criticise the basis of the 
consolidation itself, contending that the 
public housing functions of the govern- 
ment should not be merged with lend- 
ing and mortgage-insuring functions, 
and that FHLBA and FHA should re- 
vert to their previous status as con- 
stituent parts of the Federal Loan 
Agency. 

The other nine titles of the bill pro- 
vide for technical and economic re- 
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search in housing, for liberalization of 
home-mortgage lending and insuring 
(at a time when there is no urgent 
need for liberalization), for federal 
loans and grants for urban rehabilita- 
tion, and for future public housing 
subsidies. In my opinion some of these 
proposals have merit, and some are 
bad. Since any of the desirable provi- 
sions of this 110-page legislative mon- 
strosity can be enacted separately after 
due deliberation, and since no single 
provision has any visible relationship 
to the present housing emergency situa- 
tion, there is no necessity for hasty 
action. 


Wartime Progress 


The charge is made that proponents 
of these various housing measures have 
not acted in good faith with the public. 
These proponents are under suspicion 
of having sought to delay or prevent 
publication of the Census Bureau’s re- 
port on housing conditions revealed by 
the survey the bureau made in Novem- 
ber 1945. That report, which was final- 
ly published on May 16, showed 
progress during the war years in hous- 
ing conditions, standards and occupan- 
cy, whereas Messrs. Bowles and Wyatt 
have publicly quoted figures showing 
the reverse situation. There has been 
an apparent intent to mislead the pub- 


lic by presenting an exaggerated, non- 
factual picture of shortage conditions, 
and thus bolster the urgency plea for 
speedy enactment of the W-E-T Bill. 

The background of the picture is 
apparent chaos, but through the fog 
and mist can be readily seen the out- 
lines of the program of the planned- 
economy advocates. First attempt to 
enlarge governmental power and to 
make long-range spending commitments 
centered on public works programs, 
next on the sweeping measures of the 
so-called full employment bill, now on 
the effort, to commit the government to 
long-range housing policies and ex- 
penditures under highly concentrated 
political control. 

The present housing picture to be 
completely realistic needs to be ob- 
served in accordance with the laws of 
perspective. We should view it both 
in its close-range and in its long-range 
aspects. 

First, it should be observed that the 
confusions and the conflicts of the 
present moment are similar in kind 
though different in intensity from the 
conditions that have followed previous 
wars, conditions that have invariably 
been cured by time, patience, good 
sense and the effort of the Ameri- 
can people to resolve their difficulties. 
In the second place, the American 








Bridgeport Hardware Store 
Honors Locally Made Lines 





When the Bridgeport (Conn.) Chamber of Commerce asked local merchants to 
display products made in that that city during National Foreign Trade Week. Hawley 
Hardware Co., showed this interesting collection. Hardware, tools, fertilizer. appli- 
ances, lamps and specialties were among the hardware store lines featured. Each 
product's manufacturer was indicated on large easily read cards. The display, in- 
cluding the “Made in Bridgeport” sign, was the creation of Charles Bateman, who 
is in charge of store and window displays for the company. He also serves as a 


salesman for the company. 
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Every youngeter wants 
“ SPECIAL AGENT 45 
ptutomatiec TOY PISTOL ae 


<3 ° 


ash Patterned after the famous Service 
.45 caliber automatic pistol, the BANA 
Special Agent 45 actually shoots small 
wooden pellets. It is loaded with 6 to 8 of these 
pellets and it will shoot every time the trigger is pulled 





until the magazine is empty. 
Sturdily constructed, the Special Agent 45 has a simple, fool- 
proof mechanism which is completely self-contained. Complete with 
about 30 pellets, it is attractively packaged, ready to supply Young 
America’s demand for the best in a realistic toy pistol. 














BANA WALL TYPE CAN OPENER - SLIP-TITE HOSE COUPLINGS - BANA SWIVEL SNAPS 


ot BANA esi 


BANA COMPANY + 116 New Montgomery Street * San Francisco, Calif. 









*YOU MAKE 
$11.40 prorit 


on this Assortment 
of Best-Selling Pulleys 








You'll make more money featuring Congress 








CONGRESS DISPLAY 
ASSORTMENT — 
SMALL INVESTMENT 
— LARGE PROFIT 


50 pulleys assorted of 27 popular 
sizes with diameters from 1'/2” to 
5”, each individually packaged in 
an attractive dust free box makes 
up the CONGRESS display assort- 
ment. Above 3 color display card 
and handy inventory card included 
free with each assortment. Com- 
plete assortment $15.00. Your 
profit $11.40. 


if your jobber cannot supply, 
order direct and send job- 
ber's name. 


Diamond-Bored Pulleys. The Congress dis- 
play assortment includes only the most pop- 
ular pulleys—tested by consistent demand— 
for hardware, hobby shop, and farm equip- 
ment dealers. You make $11.40 profit on 
each assortment. Your cost is only $15.00. 


CONGRESS PULLEYS are 


We're telling your customers—selling your 
customers—through ads in national publica- 
tions like Popular Science, Popular Mechan- 
ics, which reach millions of readers. Con- 
gress Diamond-Bored Pulleys cre the best 
advertised, best made. Will not separate. 
Perfectly balanced. Tested for true running. 








Meet us at the National 
Hardware Show, Septem- 
ber 16 through September 
21, 1946, Grand Central 
Palace, New York. 


CONGRESS 


DIE CASTING 
DIVISION 


3750 E. Outer Drive 
DETROIT 12, MICH. 
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UNDERWOOD 


ELECTRIC FENCE CONTROLLERS 


NATIONALLY ADVERTISED eae Your Customers... 
| 1. Low Cost of Operation: 


teed one year against any mechani- 
col defect and ore covered by 
@ Electrical A.C. consumption runs **Manufocturers Product Liability 
about 10¢ per month! Insurance."* 
© Batteries last 4 to 6 months in - " 
battery-powered models! 4. Finest Quality: 
®@ Barbed 
Spee REOtE See enensenyt ®@ Made of highest quality aoe. 
* Underwood controllers hove ee 
2. Priced Right: outstanding features: (a) only one 
© Retail prices of ‘ood control- moving om (b) ball-bearing mech- 


Underw 
ph a in- anism (c) permanently lubricated! 


3. Fully Guaranteed: 5. A Set For Every Purpose: 
© All Underwood controllers guaran- © Underwood offers 4 different styles 


SELLUNDERWOOD —_—_‘eaviremenssi "1 Sommvme 


requirements! 


deaten eion, Proved Seat by Comparison” 






mB CENTRAL EQUIPMENT CORPORATION + TOLEDO 3, OHIO 
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postwar outlook, on the economic front, 
points to the greatest peacetime pros- 
perity this country has ever known, 
once the growing pains of reconversion 
and the obstacles to full production 
have been overcome. General pros- 
perity always means expanding con- 
struction activity throughout the entire 
country. 

The National Housing Agency has 
estimated the country’s housing needs 
for the first 10 years following the war 
at 12,600,000 new non-farm family 
dwelling units, including single-family 
houses, apartment suites and all other 
types of housekeeping accommoda- 
tions. This means an average of 1,260,- 
000 units a year for 10 years. These 
figures have been widely quoted, and 
assiduously used to gain support for 
the Wagner-Ellender-Taft Bill. 

The estimated annual total of 1,260,- 
000 units needed is made up of two 
parts, according to NHA. Half of it, 
or 630,000 units a year, consists in 
the primary requirement of dwelling 
units needed to take care of actual in- 
crease in families plus migration from 
farms, servicemen’s households to be 
established or reestablished, undoubling 
of married couples living with another 
head of family and a five per cent 
vacancy allowance. 

The other 630,000 units a year, as 


estimated by NHA, are supposed to 
represent replacement needs. There is 
a basic replacement need of only 40,000 
units a year, which is the number nor- 
mally required to offset housing units 
destroyed, demolished or abandoned 
for whatever cause. It was the actual 
average annual replacement rate of the 
period 1920-1939. NHA proposes that 
this previous rate of replacement should 
be stepped up from 40,000 units to 
630,000 units annually, in order to elim- 
inate, within 10 years, one half the 
units deemed to have been substandard 
in 1940 according to certain criteria 
of housing fitness enumerated in the 
1940 census. 


Difficult to Disagree 


With the proposition that the prewar 
replacement rate should be stepped up 
very considerably it is difficult to dis- 
agree. F. W. Dodge Corporation’s 
moderately conservative postwar esti- 
mate of 820,000 units a year for the 
postwar decade allows for stepping the 
prewar 40,000 replacement figure up to 
190,000 a year. The Twentieth Cen- 
tury Fund’s estimated 1,000,000 units 
a year presupposes a postwar replace- 
ment rate of 370,000 units a year. 

I consider the NHA estimates ex- 


' cessive. I figure that the cost of scrap- 








Colorful Background Helps Sell Tools 


OOLS are displayed at the Koelz- 

Thom Hardware, Worthington, 
Minn., against a light wall background 
in a remedeled show case, and the re- 
sult is an increase in customers for 
such items. The wall section formerly 
had glass doors, but these have been 
removed, the wall painted a light color 
and the strip dividers also painted a 


lighter color. The dark outside casing 
and ledge of the area have been retain- 
ed which helps confine customers’ eyes 
to the tool area 

This color arrangement makes the 
tools stand out very clearly. Many cus- 
tomers tell W. C. Thom that they like 
to buy from this section for the items 
are so easy to see. 





The background attracts attention to the tools and sales result. 
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ping old buildings at the rate proposed 
by NHA would be more than $1,000,- 
000,000 a year, still a sizeable item in 
the housing economy. 

Furthermore, much of the improve- 
ment sought by advocates of the 
Wagner-Ellender-Taft Bill has been 
taking place without its enactment. The 
Census survey report previously refer- 
red to, which NHA has been charged 
with trying to suppress, showed a very 
considerable improvement in the coun- 
try’s housing standards between 1940 
and 1945, even under the handicaps of 
wartime conditions. In November 1945, 
only 11 per cent of the nation’s dwell- 
ing units needed major repairs, com- 
pared with 18 per cent in 1940. The 
survey report also showed substantial 
increases in the percentages of total 
dwelling units having running water, 
plumbing equipment, central heat and 
electric light. 

We have created a vastly improved 
machinery for home-financing in this 
country, which has not only facilitated 
and liberalized private mortgage lend- 
ing but which also possesses the means 
of checking speculative excesses in 
residential building. We have also set 
up machinery for checking excesses in 
other areas or private capital financing. 
The area of our economy which is to- 
day without any potential check is the 
area of governmental lending and spend- 
ing. Therefore, I conclude that, unless 
our government speedily balances the 
budget, and unless Congress holds to a 
minimum such long-range spending 
commitments as are included in the 
Wagner-Ellender-Taft Bill, and unless 
it refuses to authorize excessive liberal- 
ization in landing procedures, the big- 
gest future danger of a financial crisis 
is in the area of public finance. 

Owing to the confusions in the eco- 
nomic background which have been de- 
scribed, it will take several months for 
building materials and equipment to 
come out of the plants and factories in 
substantially increased volume, even if 
there are no further work-stoppages of 
serious character. For this.reason the 
Civilian Production Administration, on 
May 29, ordered its regional offices to 
cut down sharply their volume of per- 
mits for non-residential projects. 

Because the revival speed of con- 
struction activity was, from V-J day to 
the inception of the Wyatt housing pro- 
gram, considerably faster than was 
anticipated, because price adjustments 
to encourage production of building 
materials and equipment have been 
made, and because the most serious 
work-stoppages seem to be behind us, 
F. W. Dodge Corporation has revised 
upward its previously published over- 


(Continued on page 113) 
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THIS BURGESS 
ASSORTMENT 


REVOLUTIONIZED 
HEARING AID 
BATTERY SALES! 


ONLY 

5 CUSTOMERS 
GIVE You 
60-DAY 

TURNOVER 






This Burgess display assortment 
puts hearing aid batteries where 
they belong—on the counter in 
your store—for fast, self-service 
sales! It sellsnew customers, builds 
a steady replacement business, in- 
volves little selling time. Makes a 
small counter space a profit depart- 
ment. Ask your Burgess distributor 
about this new profit line today. 


¢ Burgess 
Pre-sells 
with 
Nation-wide 
Advertising 





Monthly ads in The Saturday 
Evening Post, Collier’s, American 
Magazine, Better Homes and Gar- 
dens, Liberty and leading farm 
papers start hearing aid users into 
your store. Other ads in Hearing 
News and Volta Review build more 
sales for you. 


BURGESS 
BATTERIES 


BURGESS BATTERY COMPANY 
Freeport, tilinois 














Fee a ET PURE LETT 
‘ - ) 
CELE LOIRE LEE SD | 

















This new wall display unit was designed to have equipment at the proper level to 
encourage customer selection. All merchandise on the base and back panel is 
readily accessible. 


Store Planning Pays Water System Dealers 


N Main Street and at the cross- 

roads many ideas are budding, 
and others are in full bloom, on ways 
and means of reaching out for business 
in the hotly competitive selling and 
merchandising era ahead. 


Hope vs Competition 


No dealer wants ta be caught nap- 
ping. None wants to see his high hopes 
go glimmering as a result of more 


This display island pro- 
vides three levels and is 
for displaying parts 
and water systems. 
This ready-built display 
is offered to its dealers 
by F. E. Myers & Bro. 
Co. The firm also is 
offering blueprints to 
dealers who prefer to 
build their own displays. 


modern and aggressive methods of a 
neighboring store. 


Present Day Questions 


These days a foreward-looking dealer 
asks himself a lot of questions. What 
about my prized prospects — are they 
really mine? What about my store — 
is it attractive and inviting? Is my 
merchandise displayed so it is easy to 
see, inspect and buy? Am I reaching 
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out for prospects—by properly identi- 
i If with th i ] 
vos Th regded fasteners 


right sales promotion tools? 


“Tooling Up” 


PER ao / THEYRE STRONGER 
/ THEYRE SOUGHER 


AN THEYRE 7ryplex 


wholesalers and manufacturers, too, 

are “tooling up” for a swift race — and 

are having fun doing it. Store improve- 

ments, new fixtures, will play an im- 

portant part. Proudly will Bill, the 

water system dealer, step into his re 
juvenated pump department, walk 
around a modern “come-hither” island 
display..amble over to a new space- 
saving wall fixture. .and remark to as- 
sociate Jim: “Now our customers will 
really know we are in the water system 
business. More traffic in our water sys- 
tem department—that’s what we want,” 
says Bill. “We'll get it with these mod- 
ern floor and wall displays and open 
display terraces. We'll get it with out- 
door and indoor signs — and we’ll use 
plenty of other signs, too, along high- 
ways, on buildings and wherever we 
install a water system. Let competition 
come. We're ready for it.” 
This is happening right now in the 
is stores handling the pump and water 
supply systems line of F.E. Myers & 
Bro. Co., Ashland, Ohio. This firm is 
offering a store planning program that 
provides ready-built and easy-to-build 
displays as well as different types of 
metal signs for beth indoor and out- 
door use. . 

. W. C. Heller & Co., Montpelier, Ohio, 
makers of store equipment, cooperated 
with the Myers concern in the design 
of its displays, two of which are shown 

er on these pages. 

A choice of Myers store fixtures is 


at 

py available to meet a wide range of store 
“4 conditions and make maximum use of 
ay display space. Both island and wall 


to type of fixtures are suited for use singly 
or in combination with other store fix- 





ig 
tures of standard dimensions. The 
Myers fixtures are designed to display e TRIPLEX Cap Screws, Set Screws, Nuts and 
all merchandise at convenient shopping Bolts are made for just one purpose. That is to 


levels. Some types are equipped with 
: i . re also noted 
parts display terraces. hold tighter, longer. Of course, they are a 


Dealers may order fixtures complete, for speedy application because of their free-running 
ready for installation, from the Myers threads that save time. 
ee ee Turn to TRIPLEX if you want a turn for the better: 
ot materia or constructing 1ei1r own ° : 
Write for free wall chart. It makes ordering easier. 


fixtures. 
THE TRIPLEX SCREW COMPANY 


$317 Grant Avenue Cleveland 5, Ohio 











Latest News on 


RECONVERSION 
on page 136 P a * BOLTS, NUTS 


AND RIVETS 
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1946 Federal Migratory Game Bird 
Hunting Regulations 


Prepared from releases of the Fish & Wildlife Service, 
U. S. Department of the Interior, Washington, D. C. 


NOTE—The seasons shown here include both opening and closing dates and are the periods when 
migratory game birds may be taken without violating Federal regulations. These seasons may be shortened 
by state law or regulation. Communicate with State game departments for the latest orders. 

This chart and additional material on following pages of this issue of HARDWARE AGE indicate seasons 
only for species protected by Federal law. For other species, refer to state sesame 

“S"—see “Supplementary Information for States on page 110 and 111. 
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STATE 


Region or District 


Alabama 


Alaska 
Arizona 
Arkansas 


California 
Colorado 
Connecticut 
Delaware 
Dist. of Columbia 
Florida 
Georgia 
Hawaii 
Idaho 
Illinois 
Indiana. . 
Iowa 
Kansas 
Kentucky 
Louisiana 


Maine 
Maryland 
Massachusetts 
Michigan 
Minnesota 
Mississippi 


Missouri 
Montana 
Nebraska 
Nevada.... 
New Hampshire 
New Jersey 
New Mexico 
New York 


Long Island, N. Y. 


North Carolina 


North Dakota 
Ohio 
Oklahoma 
Oregon. . 
Pennsylvania 
Puerto Rico 
Rhode Island 
South Carolina 


South Dakota 
Tennessee. 
Texas... 
Utah. ... 
Vermont... 
Virginia. 
Washington 
West Virginia 
Wisconsin 
Wyoming 


Duck, geese, 


Rails, gallinule 


Mourning dove 





..| Oct. 





RE eee ee ee ee oe 














brant and coot (except coot) | Woodcock | Band-tailed pigeon or turtle dove | 

Nov. 23—Jan. 6 Nov. 20—Jan. 31 ‘ Oct. 1—-Oct. 15 | 1 
| | Dec. 18—Jan. 31 

Sept. 1—Oct. 15 (s)..| Sept. 1—Nov. 30 oo i ‘ FeV PPL Ore re ry ; MS 
Nov. 23—Jan. 6 | Sept. 1—Nov. 30....|.... ; Sept. 16—Oct. 15 | Sept. 1—Oct. 30 a 
Nov. 23—Jan. 6 | Sept. 1—Nov. 30 ' Dec. 1—Dec. 15 Lcuseveses.| Sept. 16—Sept.30...| 4 

Dec. 18—Jan. 31....| 
Oct. 26—Dec. 9 (s)..| No open season | Sept. 1—Sept. 30....| Sept. 1—Oct. 30.. 5 
Oct. 26—Dee. 9 Sept. 1—Nov. 30....|.... 5 ere | Sept. 1—Oct. 12 . 
Oct. 26-—Dec. 9 Sept. 1—Nov. 30. . | Oct. 19—Nov. 2... ey Volkas> besa & 
Oct. 26—Dec. 9 Sept. 1—Nov. 30... ' Nov. 15——Nov. 29 Sept. 16—Nov. 14.. 8 
renee .| No open season. . . Ie. 9 
Nov. 23—Jan. 6 | Sept. 1—Nov. 30 ial hedesaa eanknws | Nov. ‘20— Jan. 18 (s). 10 
Nov. 23—Jan. 6.....| Sept. I—Nov. 30....| Dec. 15—Dec. 29 | Dec. 18—Jan. 31 (s).| 11 
Saiitied i BAS AEF Oe er Oe ER PETE Eee LO errr ree Pere 4.32 
Oct. 26—Dec. 9.....| No open season Sept. 1—Sept. .....1 38 
| Oct. 26—Dec. 9 (s)..| Sept. 1—Nov. 30.... Sept. 1—Sept. 30....| 14 
| Oct. 26—Dec. 9... | Sept. 1—Nov. 30....| Oct. 16—Oct. 30 Me ae Fai 15 
| Oct. 26—Dec. 9.....| No open season.....|.. eee Te Oe Pree .| 16 
Oct. 36—Dec. 9. ....| Bape. i—Hev. BB... how cccccccccccscivces | Sept. 1—Oct. 30.. 17 
Nov: 23—Jan. 6.....| Sept. 1—Nov. 30... .}...........csceeeees Sept. 1—Oct. 25 18 
Nov. 23—Jan. 6.....| Sept. 15—Dec. 15 Dec. 15—Dec. 29.... | Oct. 1—Oct. 15.....| 19 

| Dec. 18—Jan. 31.. 

Oct. 5—Nov. 18.....| Oct. 5—Nov. 18 Oct. 16—Oct. 30 (s) . | Lia sb EBs gah db ie seers .| 20 
Nov. 23—Jan. 6.....| Sept. 1—Oct. 31..... Nov. 15—Nov. 29 Sept. 1—Oct. 15. .| 21 
Oct. 26—Dec. 9... Oct. 26—Dec. 9.....| Oct. 20—Nov. 3. , 22 
Oct. 5—Nov. 18 .| Sept. I—Nov. 30....| Oct. 15—Oct. 29 (s) See fer -| 23 
Oct. 5—Nov. 18 Sept. 16—Nov. 30...| Oct. 10—Oct. 24 Sept. 16—Sept. 30...| 24 
Nov. 23—-Jan. 6 Oct. 15—Dec. 30....| Dec. 15—Dec. 29 Sept. 16—Sept. 30 | 25 

| | Dec. 18—Jan. 31... .| 
Oct. 26—Dec. 9 Sept. 1—Nov. 30....| Nov. 10—Nov. 24 | Sept. 1—Oct. 30.....| 26 
Oct. 26—Dec. 9 No open season. ' . e 27 
.| Oct. 26—Dec. 9 Sept. I—Nov. 30....|..., Sd wissaaatedcsin Neha 28 
Oct. 26—Dec. 9.....| No open season.....|...... paaneeese | Sept. 1—Oct. 12. 29 
Oct. 5—Nov. 18... Sept. 1—Nov. 30... .| Oct. 16—Oct. 30 (s) Bi deumeeatak tad 30 
| Oct. 26—Dec. 9. Sept. 1—Nov. 30....| Oct. 20—Nov. 3 ; axes : 3) 
Nov. 23—Jan. 6 Sept. 1—Nov. 30....|.. .| Sept. 16—Oct. 15....| Sept. 1—Oct. 12 32 
.| Oct. 26—Dec. 9 (8). .| Oct. 26—Dec. 9.....| (s) SE | 33 
| Oct. 26—Dec. 9 Oct. 26—Dec. 9 foo Nov. 1—Nov. 15 YT ie aaa .| 34 
| Nov. 23—Jan. 6 Sept. 1—Nov. 30....|.. _.| Sept. 16—Sept. 30...| 35 

Dec. 2—Jan. 15.....| 
Oct. 5—Nov. 18 Sept. 1—Nov. 30....|.. wtnnaks : PR Oey TE 36 
| Oct. 26—Dec. 9..... Sept. 1—Nov. 30....| Oct. 10—Oct. 24....).0.........0000e | ae. Resp .| 7 
Oct. 26—Dec. 9.....| Sept. I—Nov. 30... .| Dec. 1—Dec. 15... 2)... eee cece ees | Sept. 1—Oct. 30.....| 38 
| Oct. 26—Dec. 9... No open season.....|................ Sept. 1—Sept. 30 ee Sept. 1—Sept. 15....| 39 
.| Oct. 26—Dec. 9. Sept. 1—Nov. 30... .| Oct. 10—Oct. 24 e+e] Nov. 1—Nov. 30....| 40 
| Dec. 15—Feb. 12, Dec. 15—Feb. 12.. and aed hae Se ere as 41 
.| Oct. 26—Deec. 9 Sept. 1I—Nov. 30....| Nov. 1—Nov. 15.. . ee .| 42 
| Nov. 23—Jan. 6.....| Sept. 1—Nov. 30.. ‘| Sept. 16—Oct. 15....| 43 

| Dec. 23—Jan. 12.... 
Oct. 5—Nov. 18 Sept. 1—Nov. 30... .| ols ba.4.00de hia eeaenen 44 
Nov. 23—Jan. 6 .| No open season.... .| Sept. 16—Nov. 14...| 45 
Nov. 23—Jan. 6 (s)..| Sept. 1—Nov. 30... .| a (s) | 46 
Oct. 26—Dec. 9..... Sept. 1—Nov. 30... .} need jiensadebawsuetoueen .| 47 
| Oct. S—Nov. 18 Sept. 1—Nov. 30... .} Oct. 1—Oct. 15 (s). .| Fe dt ty aden | 48 
Nov. 23—Jan. 6..... Sept. 1—Nov. 30... .|. Nov. 20—Dec. 4 ere 
Oct. 26—Dec. 9..... a A es ee ...| Sept. 1—Sept. 30... -| hand 50 
Oct. 26—Dec. 9... .. Sept. 1—Nov. 30....| Oct. 16—Oct. REE Te | 51 
.| Oct. S—Nov. 18..... Oct. S—Nov. 18.....| Oct. 10—Oct. 24....|.... 2... z | s2 
26—Dec. 9..... | .| 82 
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THE NEW SANTAY PLASTIC GARDEN HOSE 


(L PRONG the leaders of new postwar plastic products is 

‘ SANTAY GARDEN HOSE. Made of extremely tough viny! 

type material in transparent clear and opaque green, it offers 7 

many advantages over rubber hose. Here are a few: feather weight, FEATURE THE NEW SANTAY Calylele 

4 the weight of rubber hose; less bulk, easier to handle and store; ms ‘ : : 

runs more water; lasts longer, no kinks, no cracks, no leaks, no Entirely different 2-cell, pre-focused Flashlight. 

taping; unaffected by atmospheric temperatures; resists oils, 

greases, alkalies, and solvents. Powerfully merchandised by a big turn of head. PATENTED hidden switch elimi- 

3-color identification tag, and an attractive 2-color tag describing nates 90% of flashlight troubles. Postwar de- 

the 5-YEAR GUARANTEE! Feature and prominently display this sign permits replacement of batteries and lamp 

speedy, profitable seller. in a few seconds! Molded in three rich colors: 

AT THE NATIONAL HARDWARE SHOW: See these profitable sellers by «Black, Ivory and Red. All parts are of finest 
quality. Colorful folding cartons with counter 


SANTAY. Come to BOOTH 35, Grand Central Palace, N.Y. SEPT. 16th to 
21st. Plans are now being made for distribution thru hardware jobbers. displays for speedy, profitable sales. 


SANTAY CORPORATION 


359 NORTH CRAWFORD AVENUE © CHICAGO 24, ILLINOIS 


Instantly switches on or off with quarter inch 


REPRESENTATIVES: 


e RW AN 
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Supplementary Information 


The 1946 duck hunting regulations 
are the most drastic since 1938. Reduc- 
tions in the hunting season amount 
from 80 to 45 days; in the daily bag 
limit from 10 to 7 and possession limit 
from 20 to 14. 

The waterfowl hunting season runs 
from Oct. 5 to Nov. 18 in the northern 
zone; from Oct. 26 to Dec. 9 in the in- 
termediate zone; and from Nov. 23 to 
Jan. 6 in the southern zone. At the 
request of State game officials, Ken- 
tucky has been transferred to the south- 
er zone; and lowa, Montana, and 
Ohio, to the intermediate zone. 

The length of the shooting day for 
waterfowl, coot, rails, and Gallinules 
has been shortened by one-half hour on 
the closing end. In 1946, it will run 
from one-half hour before sunrise to 
one-half hour before sunset. 

Arizona, Colorado, Kansas, Nebraska, 
Nevada, Utah, and Wyoming have been 
added to the list of states in which 
the season for shooting wood ducks has 
been closed. Canada geese have de- 
creased to such an extent along the 
Mississippi flyway that a closed season 
for this species has been prescribed in 
Minnesota, Wisconsin, Michigan, lowa, 
Illinois, Indiana, Ohio, Missouri, Ken- 
tucky, Tennessee, Arkansas, Louisiana, 
Mississippi, and Alabama. 

Woodcock—-The season for woodcock 
in Connecticut will be from Oct. 19 to 
Nov. 2 instead of from Oct. 2 to Nov. 3. 


In the middle zone in New York the | 


season for this species will extend from 
Oct. 21 to Nov. 4, instead from Oct. 15 
to Oct. 29, with shooting starting 
throughout that state at 12 o’clock noon 
on the opening day and continuing un- 
til sunset, and thereafter from 7:00 a.m. 
until sunset. 

Mourning doves—-Seasons have been 
changed in Broward County in Florida, 
in Georgia, North Carolina, and South 
Carolina, and five counties in Texas 
have been added to the northern zone. 

White-winged doves—In order to re- 
duce their kill in the 21 counties in 
Texas where hunting is permitted, 
shooting will be allowed on three days 
only instead of five days as last year, 
from 4:00 p.m. until sunset, instead of 
from 12 noon to sunset. The same 
shooting hours are applicable to mourn- 
ing doves in 12 of those counties on 
Sept. 13, 15, and 17. 

Band-tailed pigeon—-Seasons have 
been changed in California and Wash- 
ington and the season in Colorado has 
been closed. 

Bag and possession limits—On the 
opening day of the season no person 
may possess any migratory game birds 
in excess of the daily bag limits. 
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Daily bag limits on ducks (except the 
American and red-breasted mergansers ) 
are seven in the aggregate of all kinds, 
including in such limit not more than 
one wood duck. Any person at any 
time may possess not more than 14 
ducks, including not more than one 
wood duck. 

The daily bag limit on geese and 
brant (except snow geese in Beaver- 
head, Gallatin, and Madison Counties 
in Montana, in Idaho, in Wyoming and 
in states bordering on the Atlantic 
Ocean; Canada geese including Hutch- 
ins and cackling geese, and white- 
fronted geese in Minnesota, Wisconsin, 
Michigan, Iowa, Illinois, Indiana, Ohio, 
Missouri, Kentucky, Tennessee, Arkan- 
sas, Louisiana, Mississippi, and Ala- 
bama; and Ross’ geese anywhere) is 
two of any kind in any combination, 
including brant, plus two snow geese or 
two blue geese singly or in the aggre- 
gate. No person may possess more than 
these limits. 

Rails and Gallinules (except sora and 
coot)——Fifteen in the aggregate of all 
kinds, and any person may possess not 
more than 15 in the aggregate of all 
kinds. 

Coot-—Twenty-five. and any person 
may possess not more than 25. 

Sora—-Twenty-five, and any person 
may possess not more than 25. 

Woodcock—Four, and any person 
may possess not more than eight. 

Mourning or turtle dove and white- 
winged dove—Ten in the aggregate of 
both kinds, and any person may possess 
not more than 10 mourning doves or 
more than 10 white-winged doves. 

Band-tailed pigeon—Ten, and any 
person may possess not more than 10. 





Alaska—Duck, geese, brant, and coot 
—open season; in Fur Districts 1 and 
3 as defined in the regulations govern- 
ing the taking of game in Alaska, 


adopted May 15, 1944 (9 F.R. 5270), 
Oct. 1 to Nov. 14. 

California—Duck. geese, brant, and 
coat—open season; in San Bernadino, 
Riverside, and Imperial Counties, Nov. 
23-Jan. 6. 

Florida—Mourning or turtle doves— 
open season; in Broward, Dade and 
Monroe Counties, Oct. 1-Oct. 31. 

Georgia—Mourning or turtle doves— 
open season; in Muscogee, Taylor, 
Crawford, Bibb, Jones, Baldwin, Han- 
cock, Warren, McDuffie, and Columbia 
Counties and all counties north therof, 
Sept. 16-Sept. 30; in the above de- 
scribed counties and throughout the 
state, Dec. 18 to Jan. 31. 

Illinois—Duck, geese, brant and coot 

-open season; Oct. 26-Dec. 9 except 
coot in Lake and McHenry Counties. 

Maine—W oodcock—open season; in 
Arostock, Penobscot, Piscataquis, Som- 
erset, Franklin and Oxford Counties, 
Oct. 1-Oct. 15. 

Michigan—W oodcock—open season; 
in Upper Peninsula, Oct. 1-Oct. 15. 

New Hampshire—VW oodcock — open 
season; in Coos, Carroll, and Grafton 
Counties, Oct. 1-Oct. 15. 

New York—Duck, geese, brant, and 
coot—open season; in Essex and Clin- 
ton Counties east of the tracks of the 
main line of the Delaware and Hudson 
Railroad and that part of Washington 
County east of the aforesaid tracks from 
the Essex County line to the village of 
Whitehall and north of the branch line 
tracks of said railroad from the village 
of Whitehall, New York to Fair Haven, 
Vt., and all the waters of South Bay 
and one mile distant from such water 
in any direction, Oct. 5-Nov. 18. Wood- 
cock—north and east of the tracks of 
the branch line of the New York Cen- 
tral Railroad from Oswego to Syracuse, 
the main line of the New York Central 
Railroad from Syracuse to Albany, and 
the main line of the Boston & Albany 








Repairs Amount to $1500 Monthly 
And Build Active Mailing Lists 


(Continued from page 91) 


tomers who have expressed a desire 
for this particular item. Along with 
our mimeographed letter and the 
folder furnished by the manufacturer, 
we enclose a card regarding our ser- 
vice and repair department. 

“This card ties-in the repair depart- 
ment with the new equipment, and 
tends to remind the customer of re- 
pair work we have done for him. 

“Many customers have come to us 
and said that they intend to buy their 


new appliances from us because of 
the satisfactory repair jobs which we 
have accomplished for them.” 

For 1945, the repair department 
showed a small increase, that is over 
1944, The last three months of 1945 
were 20 per cent above the last three 
months of 1944. Mr. Gray believes 
that this is a fair measuring stick for 
1946 and he expects the gross for the 
service and repair department to run 
at least 20 per cent more during 1946. 
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Railroad from Albany to the Massa- 
chusetts State line, Oct. 10-Oct. 24; 
west and south of the line above de- 
scribed, Oct. 21 to Nov. 4. 
























































™. Texas—Duck, geese, brant, and coot 2 ° ° 
and —open season; on those portions of ° ° ° 
dino. Lake Texhoma in Cooke and Grayson e ns e 
a — Oct. 25-Dec. 9. rene , : : ’ 
turtle doves—open season; in a ° . a 
et Verde, Kinney, Uvalde, Medina, Ken- EXCLUSIVE : EYE ° : NATIONAL 
ead dall, Comal, Hays, Travis, Williamson, THERMOSTAT ° APPEAL « PACKAGING - ADVERTISING 
Milam, Robertson, Leon, Houston, thai; hh-w &¢ Oe biti we 6 eins & & commiabed 
Cherokee, Nacogdoches, and Shelby thermostat, 90 - sec. © Kwikheot is com- © protected ina heovy © sive advertising pro- 
ves— . ‘ - ond heating, 6 tip © pletely modern... © Cellophone envelope ° grom in 21 national 
aylor, Counties, and all counties north and somal pene Shag age = ae ee c and enclosed in o 4 magazines is build- 
Han- west thereof, Sept. 1-Oct. 30; in Ire- sales ous. = eis aa ° — ; ng Gsatees tae 
imbia mainder of state (but not including COCO COO C CEOS EEE EEEES COEEEEEOO OEE Oy Oe eeeseeeeees 
wary Cameron, Hidalgo, Starr, Zapata, Webb, : : : 
ape Maverick, Dimmit, LaSalle, Jim Hogg. : it ta ° ° 
* Brooks, Kenedy, and Willacy Counties). muss e \\ ° ° 
Oct. 20-Dec. 18; in these latter counties. 4 o 
Sept. 13, 15, and 17 from 4:00 p.m. . ° ° 
aes until sunset, and thereafter, Oct. 20- : EXTRA TIP : FULL ° INCREASING 
my Dec. 13, from one-half hour before sun- ° SALES : GUARANTEE ° DEMAND 
4 in rise to sunset. : Svers ing vo you ° Each Kwikheot is : Soles of Kwikheat 
in Vermont—Woodcock—open season; Sy F Ber eS 
. in Bennington and Windham Counties © various styles of tips © complete satisfaction © ing faster than ever 
ities, , . © and on complete © —by a well-estab- ° ... you should stock 
and _ those portions of Rutland and a 5-piece tip sets. Ps lished monufacturer. " this sure-fire seller! 
_— Windsor Counties south of U. S. High- 
F way Route 4 from West Haven to White 
pen River Junction, Oct. 16-Oct. 30; in re- 
ie mainder of state, Oct. 1-Oct. 15. IT’S GOOD BUSINESS 
- Consumer Credit 
the (Continued from page 82) TO HANDLE KWIKHEAT 
ison spokesman, however, said that he felt 
ston that there was a definite danger in the You just can’t miss! Everything 
we ee long term installment systems about the Kwikheat Thermostatic 
' ecause they might induce the veteran , , ue 
line oss weet Stent bem. ean sneih Soldering Iron sales picture is right 
age I believe that the continuation of for you—an outstanding product— 
en, Regulation W, amended reasonably to aggressive merchandising and strong 
bay conform to laws of supply and demand, promotion. Kwikheat’s many exclu- 
> ~ be caper for the veteran. 7 sive features and high quality have 
of will certainly teach consumers to spen¢ won enthusiastic praise from users 
their money more carefully and to ful- , ‘ 
- fill their obligations within a specified and nee aii sales for dealers. 
a: period. Without such control the veter- That's why it’s good business for you 
ral an would be at the mercy of unscrupv- = _to handle Kwikheat—the completely 
“ lous retailers and there would be no UL modern soldering iron that from tip 
limit to the minimum down-payment or ‘ e to plug is in a class by itself! 
— the credit stretch period. ou! 
It is our belief that consumer credit | List $11.00 
is one of the most important forces in 
the economy of the United States. It is | a> 
finally out of its swaddling clothes and | Six Ti St les ; Each | 5 
is big business. It is beyond private p Y ’ ‘ 
f enterprise to cope with this problem ' ie aa 
- alone. It needs the help of regulatory | i 
laws. It will destroy itself unless this | & 
regulation continues to prevail. It is | 
. our belief that the Federal Reserve | >. 7 
’ System has done a good job in ad- | € 
”) ministering Regulation W to date and win 
e that it has a complete knowledge of | 
s the problem. We ‘believe that a law | THERMOSTATIC 
r should be passed on our Congress mak- | 


ing the regulation of credit a perma- 
nent function of our Federal Reserve 


System. 
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Dairy Supplies and Fall Sporting Goods 
Good for Late September Windows 














SANITARY 


DAIRY 





SUPPLIES 
BETTER PRODUCTS 
BETTER PROFITS 
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MILK COOLER 
CAP. 4 Cans 
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DAIRY SUPPLIES 
WINDOW 


MERCHANDISE: Milk cool- 
ers, milk cans, milk pails of 
various types, cream or setting 
cans, glass churns, glass 
churn jars, stone churns, 
crocks, butter crocks, filter 
discs, milk strainers, milk 
scales, dairy cleaners, dairy 
thermometers, scrub brushes, 
separator oil, fly spray. bottle 
brushes. 

BACKGROUND: Center 
panel of light grey corrugated 
board or painted wallboard. 
Side panels of maroon ma- 
terial. Cut-out letters for mes- 
sage of maroon material. 


HARDWARE AGE Original Window Display IDEAS 


FALL 
SPORTING GOODS 
WINDOW 


MERCHANDISE: Shotguns, 
rifles, ammunition of all kinds. 
gun oil, cleaning rods. gun 
cases, hand traps for clay 
birds, clay birds, duck de- 
coys, duck calls, hunting 
coats and caps, football hel- 
mets, jerseys. footballs, score 
books, football shoes, basket- 
ball shoes. basketballs. 
punching bags, boxing 
gloves, knee pads, table ten- 
nis sets, goal nets, basket ball 
carrying cases, cartridge 
belts, wool shirts, hunting 
knives, sweat shirts, athletic 
shirts, etc. 

BACKGROUND: Center 
panel of light grey corru- 
gated board or painted wall- 
board. ~Side paneis of maroon 
material. Cut-out letters for 
sales message maroon ma- 
terial. 
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Today's Housing Picture 


(Continued from page 104) 


all construction estimates for 1946. 

The new 1946 estimates are as fol- 
lows: non-residential building, $1,910,- 
000,000, a 3 per cent increase over 
the 1945 actual contract volume; res- 
idential building, $2,300,000,000, some- 
thing over four times the 1945 residen- 
tial volume; public works and utilities, 
$1,320,000,000, or 49 per cent over the 
1945 volume. 

I consider it unlikely that Mr. 
Wyatt’s housing quotas will be fully 
reached either this year or in 1947. 
Since those quotas appear to me to 
have been set unduly high for purposes 
of effective sales argument, I do not 
think failure to reach them is of prima- 
ry importance. The really important 
things are these: 

1. That more housing accommoda- 
tions shall be built, as rapidly as can 
be done without sacrificing standards. 

2. That apartments and other rental 
housing should be much more promi- 
nent in the housing picture than is the 
case at the present time, because there 
is every reason to believe that rental 
accommodations will better satisfy the 
present needs of a majority of veterans 
than will houses that must be acquired 
by long-term purchase commitments. 

3. That all remaining obstacles to 
full production of building materials 
and equipment should be removed as 
rapidly as possible. 

4. That present construction controls 
and restrictions should be lifted as soon 
as possible. 

5. That the attempt to effect, a per- 
manent consolidation of federal hous- 
ing agencies under the Reorganization 
Act should be defeated by Congress. 

6. That the House of Representatives 
should disapprove the Wagner-Ellender- 
Taft Bill (S. 1592) in its present form, 
in order that whatever advantageous 
provisions it may contain may be con- 
sidered on their merits and with due 
deliberation. 

In spite of the enormous pent-up de- 
mand for construction and in spite of 
the speed-up measures that have been 
taken, it is by no means certain that 
construction revival in general or hous- 
ing activity in particular will continue 
on the upward trend from the present 
point without interruption. In view of 
recent setbacks to production and of 
inflationary effects of various govern 
mental policies, there is a question 
whether construction costs can be 
stabilized in an orderly way without 
serious disturbance. Non-government 
economists have begun to warn the pub- 
lic of the possibility of a serious price 
deflation in 1947. This is one of the 
major uncertainties of the time. 
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jp are 
THREE POINTS 


of importance 








in choosing a 
roof coating 
and roofing 
adhesive 


ea 5 


l Is the quality there to bring 


repeat orders? 


7 Are the price and profit angles 


satisfactory? 


3 How is the manufacturer going 
to serve your interests? 


ABESTO COLD ROOFING ADHESIVES 
HAVE THE RIGHT ANSWER! 





Write for our free specification sheets, explanatory 


literature and plan for dealer aid. 


ABESTO 
MANUFACTURING 
CORPORATION 


DEPARTMENT H-5 
MICHIGAN CITY, IND. 




















The Only Complete 
Text Book on 


BUILDERS 
HARDWARE 


Excellent as a G-! 
Job Training Manual 


| 

| 
BUILDERS | 
HARDWARE |= | 


“ u.saowr eu 


aes wes ef; 
mc somnonie MAROwaRt ace age 


This 220 page, fully illustrated book is 
the only up-to-date and complete volume 
ever published on all phases of this im- 
portant and profitable basic hardware line. 

The deluxe cloth-bound edition, origi- 
nally priced at $3 per copy has recently 
been reduced to only $1.50 per copy, and 








| 





a@ new cardboard-bound edition is now 
available at only $1 per copy. 


Prepare to 
Capitalize on 
The Huge Post-War 
Building Boom! 


Order your copy now! 

















Pee eee eee eee eee eee eee a @ vs 
‘ _ MAIL THIS COUPON TODAY . 
‘ Hardwore Age, 100 E. 42nd St., N. Y. 17, ’ 
‘ N.Y. Send: + 
1 Gepbone coples of “Taking the §& 
‘ | Out Of Bullders' Hardware” & 
‘ on per copy in the U. ‘. foanede ‘ 
‘ and Foreign Countries—$2 ' 
: Cardboard-bound coples — ° 
a the ves Out Of Builders’ 1 
H ware’ = comy in the $. ' 
‘ (Conode LF eign abs, ‘50). 1 
‘ ' 
a Name t 
: : 
‘ 

H Street ' 
. Firm : 
+ a 
¢ City ee es | . 
’ We Pay Postage If Payment Is Enclosed t 
ieee ae eee aenaeaseaeaad 
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Builders Hardware Quiz 


Taken from the book “Taking the Mystery Out of Builders’ Hardware,” by Adon 
H. Brownell, this quiz should prove to be a decided asset for those desiring to re- 
fresh themselves on the subject of builders’ hardware. A knowledge of this sub- 


| ject will be more important than ever in the days to come when there will be an in- 


creasing need for it. Try to answer the questions as you read them without referring 
to the answers. Keep a check on yourself and your answers and find out how much 


you know about this subject. 


Questions—Chapter 4—Elementary Course 
Front Door Locks 


1. What should be the first items delivered to a job? 
2. Why is the front door lock important? 
3. Name four types of front door locks. 
1. Which of these is the least expensive? 
5. Name two benefits derived from using a cylinder lock instead of a bit 
key lock. 
6. Why should you always try to sell bronze metal on exterior doors? 
7. What is meant by sectional trim? 
8. Is sectional trim suitable for 1%4-in. doors and why? 
9. What is the most expensive type of trim? 
10. Are front door locks sold only on new homes? 


Questions—Chapter 5—Elementary Course 
OutsipE Door AND GARAGE Locks 


. What method do you suggest for obtaining security on a side or rear 

don which is infrequently used? 

2. What is a good argument for using cylinder locks on all frequently used 
exterior doors? 

3. Are locks included by manufacturers in the price of garage sets? 

1. Give two reasons for ordering “locks keyed alike” from the manufacturer 
rather than having them so keyed by a locksmith. 

5. Name four hardware accessories for the front entrance in addition to the 


front door lock. 
6. Do city governments or the national government have laws regarding any 


| of these items? 


7. What additional builders’ hardware item will give additional door se- 
curity? 

8. Should you always suggest accessories when selling builders’ hardware? 

9. In what way is a chain padlock advantageous? 

10. Can you sell any hardware on overhead doors when such doors are in 


| a separate contract? 


Questions—Chapter 6—Elementary Course 
INTERIOR Door Locks 


. What do we mean by the back set of a lock? 
. What is a French door? 


. What is meant by stile? 
In what way does a bathroom lock differ from other interior door locks? 
What is the most important accessory for bathroom locks? 
. In what way do closet lock sets differ from other interior door locks? 
. Name two excellent build-up steps in selling interior door locks. 
. What hardware, in addition to the hinge, is needed on a double-acting 
door? 

9. What items, other than hinges and lock sets, are important on a pair of 
French doors? 

10. What should you do for the convenience of your customer when you sell 


him bolts? 


SNAUNSPwWONe 


(Answers on page 155) 
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ALUMINUM PAINTS 


For all purposes — especially Outdoor use. 
NO. 65 S Outstanding durability. Will not wash off! 


NO. 42 Quick Drying high gloss, decorative finish! 
NO. 800  "i-Heot Resistant. Sofe up to 800° F. Will not 


peel or crack! 






























ch GOLD PAINT 


“GOLDEN LUSTRE” Brand is the only well-covering Leaf-Like 
Gold Finish, ready mixed—ready for use! Unsurpassed for 
performance—highest pre-war materials! 







CHROME FINISH . 
" 
Romel MIXED aLuMinuM PA A 


Proot. Rust Proot - weather 












MANUPACTURED 


*Y ff 
KLino:s Bronze POWDER @ 
NCORPORATE® 
















Famous for quality! Again available in all standard colors, 
including Aluminum, Pale and Rich Gold, Copper, Silver, Special 
Alloy Shades. They have built-up an impressive reputation. 


ILLINOIS Py (eo), V4 


Clark St., Chicago 16, Hl. 












Dept. HA, 2015 S. 






























For PATCHING, FOR GLAZING, SEALING 
AND CALKING 
MENDING, REPAIRING > cal 
USE 


TEHR-GREEZE 


Fabric Cement 


A tough, versatile adhesive with 
a thousand uses in the home, in 
the repair shop and on the farm. 
Works equally well on clothing, 
awnings, grain bags, burlap bags, 
tents, binder canvas, window 


Seat Wists, clean btm coun wa tae WILL NOT CRACK, CRUMBLE 
footballs, shoes, auto upholstery, furniture and many OR FALI OUT 


other items. 


— 
— 
— 
— 
— 
= 
— 
— 
— 
= 
— 
— 
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PUTT WY 


REG. US. PAT. OFF. 





EASY TO USE ash 

Just spread a thin coating with a paddle or knife, press For Wood or Steel S 
iy — together and allow to dry. They will not Can Be Used Anywhere Putty or Calking 
nee WATERPROOF Compound Is Needed 
Tebr-Greeze will loosen when washed. Avail- ain 
able in prrtice Be oy sized Paar Bo Write for trade P t Can Be 
prices. Applied Immediately 

See us af ae 9 cave Show 


ATLAS PUTTY PRODUCTS COMPANY 
VAL-A co M PA | Y 1513-15 W. CARROLL AVE., CHICAGO 7, ILL. 


700 W. Root Chicago 9, lil. MANUFACTURERS 
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READ IT IN HARDWARE 


NEWS OF 


ANNOUNCE PROGRAM FOR BUILDERS 
HARDWARE CHICAGO CONVENTION 


National Contract Hardware Association and Ameri- 
can Society of Architectural Hardware Consultants 


to meet at Palmer House, Sept. 3-5 inclusive. 


Ex- 


position to be open three afternoons. 


The joint annual convention of 
the American Society of Archi- 
tectural Hardware Consultants 
and the National Contract Hard- 





W. H. HAASE 


held 
the 
Palmer House, Chicago, Ill., and 


will be 
Sept. 3 to 5, inclusive, at 


ware Association 


will include an exposition, open 


each afternoon from 1 to 6:00 
P.M., in the Main Exhibition 
Hall. Executive committee and 


board of governors meetings of 
N.C.H.A., will be held the after- 
noon before, at different hours. 
both under direction of W. H. 
Haase, Richards & Conover Hard- 
ware Co., Kansas City, Mo., presi- 
dent of the association. 

Tuesday 9:30, 
welcome 


morning, at 
Haase 
convention 


President will 
N.C.HLA. delegates 
and deliver his annual report to 
be followed by that of John R. 
Schoemer, New York City, execu- 
tive secretary-treasurer. Ralph J. 


Compton, American Wholesale 
Hardware Co., Long Beach, 
Calif., will announce the new 


officers, after which the incoming 
president and new first and sec- 
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ond vice presidents will deliver 
their addresses. John H. Free- 
man, John H. Freeman, Detroit, 
Mich., the new 
regional directors. Committee re- 


will announce 
ports and new business will con- 
clude that Albert H. 
Morgan, Baker & Hamilton, San 
Francisco, Calif., will report on 
the Pacifie Coast Regional Con- 
ference; Joseph S. Hunt, 
Hardware & Supply Co., Akron, 
Ohio, on membership and two 


session. 


others on educational and consti- 
revision committee activi- 
ties. John R. Schoemer will re- 
port as editor of Hardware Con- 
sultant & Contractor, after which 


tution 





JOSEPH R. RAYMER 


the revised constitution and by- 
laws will be submitted. 
Wednesday morning the Soci- 
ety will hold an open meeting at 
9:30 A.M., with welcoming ad- 
dress and president’s report by J. 
R. Raymer, president of the 
\.S.A.H.C. John R. Schoemer as 
executive-treasurer of the Society 
will deliver his report, to be fol- 


The | 


lowed by announcement of new 


officers by Grover A. Clicquennoi, 
Henry Lester Hardware Co., Inc., 


Rochester, N. Y. Addresses by 
the incoming president and first 
and second vice presidents wiil 


be followed by announcement o} 


| new regional directors by H. N. 


Campbell, Jr.. McKinney Mfg. 
Co., Pittsburgh. Committee re- 
ports will conclude the session as 


follows: Pacific Coast Regional 


| Conference, J. Van Housen, San 


Francisco, Calif., McKinney Mfg. 
Co.; Membership, Paul Easby- 
Smith; Builders Hardware Co., 
Washington, D. C.; Examination, 
Neil S. Murray, Kendall Hard- 
ware-Mill Supply Co., Battle 
Creek, Mich.; Education, Carl D. 


Himes, Carl D. Himes, Inc., Day- | 


ton, Ohio, and Constitution Revi- 
sion, Howard MacCarthy, Jr., 
MacCarthy Hardware, Baltimore, 
Md. That afternoon there will be 
1 joint executive committee meet- 
ing of the association and the 
soclety. 

Thursday morning at 9:30 the 
Society will hold an open meet- 
ing with submission of revised 
constitution and by-laws by How- 





JOHN R. SCHOEMER 


ard MacCarthy, Jr., to be fol- 
lowed by new business and pub- 
lic forum. That evening from 
5:30 to 7:00 will be cocktail hour 
to be followed by the banquet 
and floor show. 





G. H. LIBBEY 


G. H. LIBBEY PROMOTED 
BY TOASTMASTER 

J. D. Elgin’s appointment as 
sales promotion manager and G. 
H. Libbey’s promotion to as- 
sistant to the general sales man- 
ager was announced recently by 
Toastmaster Products Division, 
McGraw Electric Co., Elgin, III. 

Mr. Libbey joined the Toast- 
master Products Div. in January. 
1941, as sales promotion mana- 
ger. His first association in the 
small appliance field was 26 
years ago as office manager of 
the Simplex Electric Heating Co., 
one of the first manufacturers of 
small electric appliances. Prior 
to 1941, Mr. Libbey was with 
the General Electric Co. 


HENRICKS REPRESENTS 
EAGLE MFG. CO. 


The Eagle Mfg. Co., Wells- 


| burg, W. Va., manufacturers of 


oil cans and oilers has appointed 
A. P. Henricks Co., 78 Reade 
St., New York 7, N. Y., manu- 
facturers’ agents, to handle its 


line. The Henricks company’s 
territory on Eagle lines com- 
prises the metropolitan New 


York area. 
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F Setenel Hardware Show 100 % Sold Out; 


Buyer Registration Reaches 3,000 


Hardware, houseware, appli- 
ance, and sporting goods’ manu- 
facturers have contracted for all 
available space at Grand Central 
Palace, New York, where the 
National Hardware Show will be 
held Sept. 16-21. Approximately 
300 hardware store lines will be 
on display and many manufac- 
turers have indicated that they 
will present “premiers” of new 
merchandise that will shortly go 
into production. The show is de- 
signed to appeal exclusively to a 
trade audience and there will be 
no general admission of the pub- 
lic, admission being by registra- 
tion only and without cost. 

National Hardware Show, Inc., 
331 Madison Ave., New York 
City, sponsor of the show, has 
announced that registrations now 
total 3,000 retail and wholesale 
hardware and chain store buyers 


from all over the United States, 
Central and South America, Can- 
ada and some European coun- 

Exhibitors’ lists and prod- 
lists of exhibits are avail- 


tries. 
uct 
able. 


planning to attend the five-day 
trade event, National Hardware 
Show, Inc., is prepared to secure 
hotel upon re- 


quest. 


accommodations 


It is also possible to se- | 


cure registration-admission tick- | 


ets in advance which will avoid 


registration delays at the show. | 
Tickets may be obtained by writ- | 


ing the show headquarters at 331 
Madison Ave., New York City, 


or Harpware AcE, 100 E. 42nd | 


St., New York 17. 
registration tickets have already 
been by manufac- 
turers exhibiting at the show. 


distributed 








H. L. NEWELL PRESIDENT 
OF WARING PRODUCTS 


H. L. Newell has been elected 
president of the Waring Products 
Corp., 331 Madison Ave., New 
York City. 

“Mr. Newell, has for 12 years 
been with the General Electric 
Co. at its Schenectady and 
Bridgeport plants, during which 
time he devoted his effort to de- 
sign and manufacture of controls 
for appliances. 





NEWELL 


H. L. 


AUGUST 29, 1946 


The Waring firm, producers of 


the Waring Blendor and the 
Waring Steam Iron, are now fast 
approaching maximum _produc- 


tion of the Blendor. Initial pro- 
duction of the newest steam iron 
is expected in September. 


LANNON F. MEAD HEADS 
REGINA CORP. 


Lannon F. Mead, 1936 
vice-president, treasurer and di- 
rector of of the Regina 
Corp., Rahway, N. J., was elected 
of the company at a 
special directors meeting, on 
Aug. 14. He succeeds the late 
Alfred E. Norris, who died sud- 
denly on July 27. 

F. Hunter Corregan, a director, 
was elected treasurer. Other 
officers are James A. 
vice-president; Norman Douglas, 
secretary and assistant treasurer; 
and George E. Brooksbank, as- 
sistant secretary. 


since 
sales 


president 


Mr. Mead assumes the presi- 
dency of the company with an 
extensive background of experi- 
ence in the manufacturing and 
sale of vacuum cleaners and 
other home appliances. He 
started with Regina in 1924 in 


Over 250,000 | 





Scharfe, | 


, : | came 
As a special service to buyers | 





the Los Angeles branch office. 
In 1925 he was sent to Seattle 


at the time of opening a Regina 
branch office in that city. From 
there he was promoted to divi- 
sion manager, in 1930, in charge 
of Indiana, Ohio, Michigan and 
Kentucky, with headquarters in 
Indianapolis. 

When the late Mr. Norris be- 
president of Regina in 
1933, Mr. Mead was brought to 
Rahway to assume charge of the 
company’s activities. Three years 





MEAD 


LANNON F. 


later he was elected 
dent, treasurer and director and 
coincidentally assumed joint 
responsibility for the overall 


operations of the corporation. 


vice-presi- 


G. FINDLEY GRIFFITHS 
NOW GENERAL MGR. 


SHARON STEEL 

G. Findley Griffiths has been 
named general sales manager of 
the Sharon Steel Corp., Sharon, 
Pa. Mr. Griffiths is a son of the 
late George H. Griffiths who was 
president and general manager 
of Harpware AcE. 

R. C. Garlick has been named 
assistant sales vice-president of 
the Sharon company. 

Mr. Griffiths became associated 
with the Sharon Steel Corp. in 
1938 as a salesman in the Chi- 
cago office, having previously 
been with the U. S. Steel Prod- 
ucts Co. He was promoted to 
district sales manager of the Chi- 
cago area to succeed Mr. Gar- 
lick in 1949, 








SMITH 


Cc. 8. 


C. W. SMITH HANDLES 
STANLEY HDWE. SALES 
OUT OF SAN FRANCISCO 

R. W. Chamberlain, vice-presi- 
dent in charge of sales, of The 


Stanley Works, New Britain, 
Conn., has announced the ap- 
pointment of Charles S. Smith 


as district manager of the San 


| Francisco office. Mr. Smith will 


be in charge of hardware sales 
in that territory which includes 


northern California and Utah. 
He replaces J. C. Hart who 
has recently resigned from the 
company, 

Mr. Smith joined The Stan- 


ley Works seven years ago and 
after a training period at the 
main plant in New Britain, 
Conn., was assigned to the Los 
as salesman 

California, 
and El 


territory 
traveling Southern 
Arizona, New Mexico 
Paso, Texas. 


Angeles 


OXSEN IN SEATTLE FOR 
FAIRBANKS, MORSE & CO. 


Howard Oxsen has been pro- 
moted to manager of the Seattle 
branch house of Fairbanks, Morse 
& Co., 600 S. Michigan Ave., 
Chicago 5. He succeeds John F. 
Marquitz who will be assigned 
new duties elsewhere. 

Mr. Oxsen is a “quarter-cen- 
tury” man with the company, 
having first joined the Fairbanks- 
Morse organization in San Fran- 
cisco in early 1917 in the repair 
parts department. 
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Tt PEP er 


Form Sales Company 


With the slogan “A better 
product in greater quantities at 
a lower cost” Harold F. Van 


| | Dirsten and George J. Kearney 





a 








HAROLD F. VAN DIRSTEN 


have announced the formation of 
the Van-Ker Company with offices 


26, Michigan. 

Activities are to cover the dis- 
tribution of hardware, sporting 
goods and toy items through job- 
bing and distributing outlets 


at 419-20 Dime Building, Detroit | 


to Distribute 


Hardware, Sporting Goods, Toy Lines 


the manufacturer to the dis- 
tributor. 

The organization will be fully 
responsible for sales policies, ad- 
vertising, marketing, packaging 
and prices and it states most 
|items are being fair traded and 
will allow a good profit to the 
| dealer without inflated prices. 

Both Mr. Van Dirsten and Mr. 
Kearney are well known to the 
| hardware trade especially in the 





| 
| 
| 
| 
| 
| 


} 


GEORGE J. KEARNEY 


east where they have been very 





active in selling to hardware and 
department store outlets. 











only. All items handled have 
been developed through the com- 
pany’s own enginering source— 
and are to be sold direct from 
e , 
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RUSTICIDE PRODUCTS CO. 


CLEVELAND 14, OHIO 


3125 PERKINS AVE. 
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the F. L. Jacobs Co. 


production of Infralectric heaters | 
by the first of next year. 


| lectric will make its home office 


in the main plant of the F. L. 


| Jacobs Co., 1043 Spruce St., De- 


troit 1, Mich. Basil A. Need- 
ham has been elected president 


|of Infralectric in addition to 


holding that office in the Radiant 
Heater Corp. 


MASTERS MFG. MAKING 
FORMER KEIL MARINE, 
BRASS HARDWARE 

Masters Mfg., Inc., 14-38 33rd 
Ave., Long Island City 2, N. Y., 
which took over, last year, the 
marine and brass hardware lines 
formerly made by Francis Keil 


heating units with glass as the & Son, Bronx, N. Y., is now mak- 


ing deliveries of those lines. John 
A. Iskyan, who heads the Masters 
organization has been a manu- 
facturer for the past 30 years. 
When the Masters company took 


over Keil equipment, dies and 
patterns for the lines it acquired, 
|a number of former Keil em- 


Both units will be manufac-| ployees joined the company, in- 


Mr. Jacobs said he anticipates 





Infra- | 


tured by the F. L. Jacobs Co.| cluding certain key personnel. 
exclusively, Mr. Jacobs said. 


All operations from raw cast- 


ings to metal finishing are done 
directly by Masters Mfg., Inc., in 
its own plant. 
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J. H. CHASMAR LEAVES 
REMINGTON AFTER 


26 YEARS | guth-Olsen all over the world 
—— ee ; | with the exception of Canada and 
7 siengy nyse Hoag FO Philippines. The representa- 


the Remington Arms Co., Inc., 
Bridgeport, Conn., James H. 
Chasmar has resigned to enter 
the consulting field as a manage- 
ment counselor. He has estab- 
lished offices at 177 State St., 
Bridgeport. 

He was successively assistant 
production superintendent, pro- 


tion for these two countries will 
be announced at a later date. 


JUDD CO. BUILDING 
LARGE PLANT TO 
EXPAND LINE 


duction superintendent, and|nooga, Tenn., will soon enable 
works manager of the Bridgeport | the H. L. Judd Co., Wallingford, 
plant. Conn., and 87 Chambers St., 


In October, 1940, he was| New York City, manufacturers 
named manager of Remington’s| of drapery fixtures and house 
military division. This division | furnishings hardware, to greatly 
was responsible for the establish-| increase its production of wood 
ment and operation of four Gov- | drapery fixtures. 
ernment-owned and Remington- A 700-ft. long building is be- 
operated small arms ammunition | ing constructed near the site of 
plants located at Independence, | the present factory. The regular 
Mo.; Denver, Colo.; Salt Lake| line of wood fixtures will be 
City, Utah, and Lowell, Mass.| manufactured, as well as large 
Remington’s military division| quantities of house furnishing 
numbered 56,000 workers at one| hardware and many wood spe- 


time. | cialties. 
Mr. Chasmar was honored at Judd has been making wood 
a party given, upon the eve of| curtain poles in East Chatta- 


his departure, by his many| nooga since 1892. 
friends at Remington. Among the items which Judd 
expects to turn out in addition 
to its regular line are lamp 
RITTENHOUSE NAMES oome and bases, nmreeues parts 
and lawn mower parts. 
EXPORT AGENCY Judd recently completed con- 


The Rittenhouse Company,| struction of a new bright wire 
Inc., Honeoye Falls, N. Y.. an-| goods factory in Wallingford, 
nounces the appointment of} Conn. The main Judd factory, 
Langguth-Olsen Company, 11] where a complete line of metal 
Park Place, New York 7, New| drapery fixtures is manufactured, 
York as its export agency. Rit-! is also located in Wallingford. 











A SPECIAL FATHER AND SON CEREMONY took place 
at The Glidden Co.'s offices in Cleveland, recently, when 
Adrian D. Joyce, founder, president and board chairman of 
the Glidden Co. presented a gold watch to his son, Dwight, in 
recognition of the latter's first 25 years with the big paint 
and varnish company. Dwight Joyce, now vice-president, 
assistant to the president and director of the company, 
started his career with Glidden during his summer vaca- 
tions as a youth and began a full-time job upon his gradua- 
tion from the University of Michigan 25 years ago. A flying 
enthusiast, he helped organize the Civil Air Patrol in Ohio. 
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tenhouse electric door chimes 
will be merchandised by Lang- 


A new factory in East Chatta- | 




























NATIONAL HARDWARE 


SHOW 


GRAND CENTRAL PALACE, NEW YORK 
Colossus Brand Trade Mark 


James H. RHODES & COMPANY 


is looking forward to greeting our many loyal 
customers, renewing acquaintances and form- 
ing new friendships. 


THOSE UNABLE TO MEET US IN PERSON 
may be introduced to Colossus Brand Products by 
mailing the coupon. 


JAMES H. RHODES wants you to have 


QUICK PROFITS 


OUR ADVERTISING, SALES DISPLAYS, COLORFUL 
PACKAGES and many other merchandising aids will 
help you sell COLOSSUS BRAND ... 


BEAVER STEEL WOOL 


Industrial Pads—Pound Rolls—5c and 10c Rolls 


WEATHER STRIP 


Hair Felt Rolls 10, 15, 17, 20, 25 and 
50 foot lengths 


SPONGES | 


Natural Sponges all types, sizes and grades 


CHAMOIS 


Imported and Domestic Oil Tanned Skins 


—-— HOW WOULD YOU HELP ME SELL? — ~ 
os en s SPONGES C] CHAMOIS CT] 
FIRM NAME__ : <i delat pe iaiecctearad 


a calaeiti ateeiiiealininsiamritaiaii 
Cry... 2 SS 


—————-_—- 
| 
a 





JOBBER’S NAME__ ea ed 


‘ Pod Pacey ee LL 








JAMES H. RHODES & COMPANY 
y) +\\ 157 W. HUBBARD STREET na TWENTY-NINTH STREET 
PAVEES:\ CHICAGO 10, ILLINOIS LONG ISLAND CITY 1, N.Y 
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Originally advertised as “five 
openers in one,” actually ‘““QUINTUPLET” 
has more than five uses in the average 
kitchen. It opens tin cans of any size or 
shape; pierces milk cans; opens friction top 
jars and bottles; anchor jars; bottle caps; 
can be used as a screwdriver; and as a 
handle for pouring. 


Provided with a wall bracket it 
drops out of the way when not in use as a 
wall type opener; can be quickly removed 
for use as a hand opener and versatile 
kitchen tool. 


“QUINTUPLET” builds customer sat- 
isfaction for you on the sound basis of 
versatile and satisfactory service, 









PULL THE KNOB 
IT DROPS AWAY 











priced with 
3) profitable margin 
— Fair Traded 


— Free Sales Helps 
— National Consumer 


Advertising Campaign 
beginning this Fall — Ask 
Your Jobber’s Salesman. 







CAHIL MANUFACTURING CO. 


611 BROADWAY. NEW YORK 12. N.Y 
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National Brass Co. Adding About 
20% More to Plant Space 


The National Brass Co., Grand The present plant is more than 
Rapids 2, Mich., manufacturers a block in length and about a 
of Dexter tubular locks and_ half a block in width. The com- 
latches, builders and cabinet pany holds sufficient additional 
hardware, has announced acqui- Property for still further expan- 
sion at a later date. Installation 
of the most modern equipment is 
plant, which will be joined to the planned for the moe addition red 

; oe 1, supplement production, which is 

plant proper. This addition will . ie 
; ’ |on a day and night basis in the 
give the company about 20 per | A ; . 
.. |company’s straight line produc- 
cent more floor space, for its! ,. : 

, hick 4 tion plant. Because of construc- 
plant, which, at present, produces | 1:5, conditions completion date 
a sizeable percentage of the total | f5, the improvement, now being 
national production of residential | undertaken, cannot be deter- 


| builders’ hardware. | mined. 


sition of an additional building, 
across the street from its present 














SCHICK, INC., ANNOUNCES dent. Occupying a 9-acre, land- 
PRINCIPAL SALESMEN scaped plot on West Dempster 
L. H. Simmonds, vice-president | 5+ Evanston, Il. ths new home 

in charge of sales and advertis- a Ge = gee Png Phe gy ON 

ing of Schick Inc., is now build- 426 ft. long, with hes single shift 

ing up the national sales organi- es pene b . 1 

zation following the war period rope ny S aae -_— go 3 

during which, of course, Schick | wae ¥ " eee —a 

Shavers were not available for | °°mmodate four continuous as- 

cicliten we, Me. Shameedd sembly lines, each 250 ft. long. 

headquarters is in the Stamford, An innovation in factory plan- 

Conn., office of the company. ning has provided for a spacious, 
The Eastern district sales | COUttY club-like cafeteria seat- 

manager is Chester Gifford, with | 18 375 parecms a8 ene oaaes Cool, 

headquarters in New York. daylight glass windows provide 

Sales representatives in other pleasant and healthful working 

key territories are as follows: conditions. Both the poured 

J. Riley Henry, New York; J. V.| 8YPsum roof and the scientifi- 

Donohue, Philadelphia; R. H. cally designed windows will aid 

Lide, Atlanta, and Carl J. Selbo, in filtering out heat. 

Buffalo. 


The Chicago territory is under | ROPER CORP. BEGINS 


the supervision of Ralph W. 
Cooke. S. D. Moorman super- SERVICE TRAINING 


vises the Kansas City territory;, The Geo. D. Roper Corp., 
Henry Hoffman, Minneapolis; | Rockford, Ill., has announced a 
James H. Blinn, Denver; A. F.| service training program for ser- 
| Brinks, Seattle; J. P. Bosk, Los| vice men and service depart- 
| Angeles, and C. W. Gumz, San/| ments. Used in this program are 
| Francisco. the Roper Service Hand Book 
Men for other territories have | and Installation Manual and 
not yet been announced. other helps. For formal service 
Schick’s sales campaign for schools or group instruction, a 
this year got off with a great | factory trained representative or 
start with the introduction of the | special service man is available 
Schick Shaverest, a new electric | and equipped with actual range 
wall holder for Shick Shavers | parts, illustrated charts, and 
which automatically starts and | other visual training aids. 
| stops the current and reels up| 
‘the cord. A special dealer com- 
bination offer on this item, LADD’S DISCOUNT BOOK 
brought such results within the!) NOW SELLING AT $20 
first week that the offer had to Sue to 6 mieundeutaniies 


be withdrawn after seven days. | © dumiiet ebveil aaa te 
'the Aug. 15 issue of HARD- 














INTO NEW PLANT | ing pate, of Ladd’s Discount 
The Sentinel Radio Corp.’s | Book, at $12.50 per copy. 4 
new, streamlined plant is now | aie = poh lig Lang 


| 
| SENTINEL RADIO MOVING WARE AGE quoted the sell- 


| completed and all of Sentinel’s ing Ladd’s Discount Book, c/o 


facilities are consolidated under Sargent & Co. New Haven. 
one roof, and actual production| Conn. The book is an aid in 
started Aug. 12, with peak pro-| determining net discounts from 
duction expected early this fall,| multiple discount quotations. 


according to E. Alschuler, presi- | 
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LOHMEYER REPRESENTS 
STANLEY TOOLS OUT 
OF LOS ANGELES 
K. C. Freedell, sales manager 
of Stanley Tools, New Britain, 
Conn., announces the appoint- 





CHARLES LOHMEYER 


ment of Charles Lohmeyer as 
sales representative in Southern 
California, New Mexico, Arizona, 
and El Paso, Texas. He will be 
associated with Arthur Uhler of | 
the Stanley district. offices in Los | 
Angeles. 

Mr. Lohmeyer has been asso- | 
ciated with Stanley Tools since 
1933. His experience, mostly in | 
sales, includes several years in | 


Detroit, Mich.; third and a $25 
bond by Jack A. Hybarger, of 
Leonard’s Department Store, Fort 
Worth, Tex., and fourth and $10 
in stamps by E. L. Nollac, of 
the George Beamon Sporting 
Goods Co., Pomona, Cal. Entries 
submitted by Edward |. Hurwitz, 
Joske’s of Texas, San Antonio, 
Tex., and Fred T. Therkelsen, 
Boutell’s, Minneapolis, Minn., 
tied for fifth place and each re- 
ceived $10 in stamps. 

H. L. Robertson, of the Evans 
Sporting Goods Co., Shreveport, 
La., won first prize and a $25 
bond in the newspaper, advertis- 
ing competition, another feature 
of National Fishermen’s Week. 
Second place and $10 in stamps 
was awarded to Fred Langford 
of the W. A. Holt Co., Waco, 
Tex. 


GENERAL DETROIT CORP. 
OPENS PHILA. OFFICE 


4 new Philadelphia office has 
een opened by the General De- 
troit Corp. and the General Pa- 
cific Corp., makers of fire-fight- 
ing equipment. Elmer A. Mar- 
juardt has been appointed zone 
sales manager in charge of the 
office, located at 1427 N. Broad 
St., which serves as both office 
and warehouse. It will service 
the tri-state area surrounding the 


city. 


special sales work in the south | LUTHER STEIN HONORED 


and southwest, and two years in 
the Stanley San Francisco office. 
For more than two years Mr. | 
Lohmeyer was with the U. S.| 
Marine Corps serving in t e| 
Pacific Theater, receiving his | 
honorable discharge this spring. 


HARDWARE MAN MAKES 
WINNING DISPLAY FOR 
FISHERMEN’S WEEK 
Fred E. Johnson, of the Delta | 
Hardware Co., Escanaba, Mich., 
was the winner of the all-ex- | 
pense paid two-week fishing trip 
to Minnesota, offered for the | 


best entry in the window display ‘ 
contest which featured the ob- [ 


servance of National Fishermep’s 
Week. 

The prize was awarded by 
Publisher J. G. Taylor Spink of 
the Sporting Goods Dealer, which 
sponsored the observance, in co- 
operation with Alec Ruttger of 
Ruttger Lodges and the Tourist 
Bureau of the State of Minne- 
sota. Mr. Johnson also qualified 
for a cash prize of $250 offered 
by Sports Afield to the winning | 
displayman if his display includ- 
ed a copy of Sports Afield. 

Second prize and a $50 Bond 
was won by Norman Rieben of | 
the Tool Shop Sporting Goods, 
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BY RED CROSS 


" Luther R. Stein, president of 


the Belknap Hardware & Mfg. | 
Co., Louisville, Ky., was awarded 


a citation, last month, for his 
“outstanding loyalty, patriotism 
and public spirit” in serving as 
1946 Red Cross Fund Campaign 
chairman in Louisville. 

The Louisville and Jefferson 
County drive exceeded the goal 
of $539,000 by $16,973. Mr. 
Stein’s citation was signed by 
Basil O’Connor, chairman of the 
ARC. 





LUTHER STEIN 





— And you'll surely get 'em when 


Reconversion releases 
UNION’S Production! 


Your fine tool customers know UNION Quality 
from “way back.” Now they’re looking forward to 
a still finer line,—to an accumulation of new sales 
features long delayed by materials-shortages. 


They’re coming to repay your waiting,—Values 
we've been working on and you’ve been counting 
on through the last four years. You'll make up 
time in profit-making with the perfected line of 
UNION 


Roller and Ice Skates 
Fishing Tackle 


Chisels and Screwdrivers 


Hack Saw Frames 





Gun Implements 


‘HT... 
HARDWAREsCOMPANY 
_ eee. 
TORRINGTON. CONN. 


NEW YORM OFFS i 15 4AMBERS > 
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SENSATIONAL VALUE IN 


IDEAL’S Zee BABY 
PLASTIC TELEPHONE 





2%." x 3%” x 2%” 
RECEIVER 4%” Long 


No. TE 65 
HAS ALL THE FEATURES 
OF ITS BIG SISTER TELE- 
PHONE — 


(The Biggest Selling 
Toy ia the World) 


G2¢ 


RETAILER 


ALLY PLANNED 


ORIGINA " 
To seu FOR $50 










@ SAFE, SANITARY, WASHABLE 

@ TWO-TONE PASTEL PLASTIC COLORS 

@ CLICKING DIAL REVOLVES AND RETURNS 
@ EASY READING NUMBERS 


@ INDIVIDUALY GIFT BOXED IN BEAUTIFUL 
FULL COLOR BOX 








rénothe: \OEAL RECORD BREAKER! 


Rush Your Order Joday/ 





IDEAL NOVELTY & TOY CO. 
200 Fifth Avenue, New York 10, N. Y. 


I CI OI cieretertenscantesesnddeginsinccteniabociiiliialiscnionen 


ssenetiatiianeninnninsipianiaimeinion doz. TE65 BABY PLASTIC TELEPHONES 


(Min. Shipment 6 Doz.) 


INTENDS sictiunasenninincinescueitediatiannniatimantgibitiinghiniaaaaniiientiniiietitinindons 


UNNI, 5 -Jilstsital trata tnditpinadtncteatinn semsatesntnibididinecinehcenniommiaieeoinend ‘ 








SE SI 0s sccceniinisnantiinnihtpesndeninniationstqnaliimacipaias Dept.... 
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SCHEDULE ANNOUNCED 
FOR SPECIAL TRAINS TO 
ATLANTIC CITY 


Train times have been an- 
nounced for the Central States 
Hardware Specials, which will 
be run by the Pennsylvania Rail- 
road to and from the joint con- 
vention of the National Whole- 
sale Hardware Association and 
the American Hardware Manu- 
facturers’ Association, Oct. 12 
and Oct. 17, at Atlantic City. 

The schedule for the train 
from Chicago will be: Leave 
Chicago, 1:35 p.m. (C.T.) ; leave 
Fort Wayne, 4:05 p.m.; leave 
Crestline, 7:25 p.m. (E.T.) and 


| arrive Alliance, Ohio, 9:42 p.m. 


(E.T.). Another section will 
leave Cleveland at 8:15 pm. 
(E.T.) and arrive in Alliance at 
9:32 p.m. (E.T.). The complete 
train will leave Alliance at 9:57 
p.m. (E.T.) and arrive in Atlan- 
tic City about 9:30 a.m. (E.T.) 
Sunday morning. 

Returning, on Oct. 17, the spe- 
cial train will leave at 4:15 p.m. 
(E.T.) and arrive in Crestline at 


| 4:50 a.m. (E.T.); Fort Wayne, 


classes of 


at 6:10 a.m. (E.T.) and Chicago 
at 8:45 am. (E.T.) Friday, 
Oct. 18. 

The round trip fare, for all 
Pullman, will be 
$60.49. The Pullman fares, each 
way, will be: Lower berth (one 
or two persons), $7.99; upper 
berth, one person, $6.10; com- 
partment, two persons, $22.60, 
and drawing room, two or more 


persons, $27.95. All fares in- 
clude the current 15 per cent 
tax. 


Reservations for sleeping car 
accommodations, both ways, 


should be made direct to L. G. | 


McSteen, passenger representa- 
tive, P.R.R., 16 S. LaSalle St., 
Chicago 3. 


POULSEN & NARDON BUY 
SAN DIEGO PLANT TO 
MAKE KITCHENWARES 


Poulsen & Nardon, Inc., of 
Los Angeles,’ one of the West’s 
largest manufacturers, on July 
11, announced the purchase of 
another manufacturing plant 
located at McKinley and 12th 
St. San Diego, Cal. 

This is the second purchase 
by Poulsen & Nardon, Inc., of a 
San Diego industry, the first hav- 
ing been made in September, 


| 1945, when Monarch Tool & In- 


strument Co, was taken over and 


| the plant converted to the manu- 


facture of “Monarchware” and 
“Royal Chef” heavy gage, solid 
aluminum kitchenware. 

The latest purchase of the 
plant formerly occupied by the 
Bobbi-Kar Corp. marks another 
step in the continued expansion 


program now being followed by 
Poulsen & Nardon, Inc., in 
Southern California. 

In addition to its 32 items of 
aluminum kitchenware, Poulsen 
& Nardon are producing addi- 
tional consumer items, including 
coaster wagons, scooters and 
electrical appliances. 





D. E. BRUCE, SALES MGR. 
OF AMERICAN PAD 
AND TEXTILE 


The appointment of Donald E 
Bruce as sales manager of The 
American Pad & Textile Co.. 
Greenfield, Ohio, has been an- 
nounced by Mel J. Shaw, execu 
tive vice-president and general 
manager. The American Pad & 
Textile Co. is a subsidiary of 
Portable Products Corp., Pitts- 
burgh, Pa. 

Mr. Bruce was associated with 
the U. S. Steel Corp. in a sales 
capacity until 1937. Subse 
quently, he was district sales 
manager of the Gould Storage 
Battery Corp. in the Philadelphia 
area. 

Mr. Bruce has a wide ac 
quaintance in the jobbing field 
and comes to the American Pad 
& Textile Co. after having served 
as sales manager of another di 
vision of Portable Products Corp 





BREITENBACH MANAGES 
HOT BOY, INC. 


A. W. Conley, executive vice- 
president of the Coroaire Heater 
Corp., Cleveland 15, and _ its 
wholly-owned subsidiary, Hot 
Boy, Inc., announces the appoint 
|}ment of C. F. Breitenbach as 
manager of Hot Boy, Inc. Mr. 
Breitenbach was formerly as- 
| sistant to the executive vice- 
| president, and before that was 
| an executive for many years with 
|the May Company of Cleveland. 
|He is well known in the appli- 
| ance industry. 





Cc. F. BREITENBACH 
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YALE & TOWNE APPOINTS 
RESEARCH SUPT. 
Maurice D. Bennett has been 
appointed superintendent of re- 
search for the Stamford Division 





MAURICE D. BENNETT 


of The Yale & Towne Mfg. Co., 
succeeding the late Charles C. 
Ledin. 

It also announced that Fred K. 
Heyer will have charge of gen- 
eral research on locks and hard- 
ware in the research department. 

The Stamford Division of Yale 
& Towne manufactures locks, 
door closers, builders’ hardware, 


Tri-Rotor pumps, electric eye 
door opener and closer, and 
radar. 


Mr. Bennett joined Yale &. 
Towne in 1927 as an instructor 
in the Stamford Division’s Ap- 
prentice Schoo]. Two years later, 
he was transferred to the Bank 
Lock Dept. where he helped de- 
velop the Yale “Banktrol,” an 
electrical lock for banks, for 
which two patents were issued in 
his name. He then helped de- 
velop a number of Yale products. 
In 1937, he was transferred to 
the research department as chief 
research engineer. 





CONTINENTAL PRODUCTS 
HAS EXPANSION PLAN 


Continental Products, Inc., 
2036 S. Michigan Ave., Chicago 
16, Ill, leading distributor of 
automotive, electrical, hardware 
and housewares merchandise, is 
launching an expansion program 
which was planned during war 
years. 

Garrison Grawoig, president, 
announced that the firm con- 
templates the establishment of a 








operation in six different states 
and others are scheduled to be 
opened within the next three | 
months, according to Mr. Gra- | 
woig. 

Plans are under way for the | 
construction of an addition to 
the home building in Chicago. 








H. E. COLEMERE HEADS 
WATTS HARDWARE 


In a report of the recent con- 
vention of the Texas Wholesale | 
Hardware Association, which ap- 
peared in these columns, it was 
erroneously stated that H. E, 
Colemere, the new vice-president | 
of the association, is connected 
with the Peden Iron and Steel 
Co. Mr. Colemere severed his 
connection with that concern last 
January, when he went to San | 
Antonio and took over the Watts | 
Hardware Co., at which time the 
firm name was changed to Watts 
Hardware & Supply Co. 


TEXAS WHOLESALERS 
IN NEW QUARTERS 


The Walter B. Allen Co., Inc., 
dealer-owned hardware whole- | 
saling firm has moved into its 
new home at 6210 Denton Drive, 
Dallas, Texas. From this plant 
the company will supply 117 
dealer-owned hardware retailers 
in the trade area consisting of all 
Texas and parts of Oklahoma, | 
Arkansas and Louisiana. 

The new building is a one- | 
story brick and steel structure 
containing 62,400 sq. ft. of floor | 
space, The warehouse depart- 
ment will afford ample space for 
the expansion in business antici- 
pated by Mr. Allen to double 
that of the current year. 

In 1935, Mr. Allen and the 
owners of nine stores located in 
the Dallas trade area formed the 
Walter H. Allen Co., Inc. The | 
first year’s business totaled $222,- | 
000. From this beginning the 
company has grown until today | 
it has a capital of $300,000 and | 
supplies 117 retail hardware 
stores. 

The company also has a ware- 
house in Houston which handles 
the heavy hardware shipped there | 
by water, 





CORY’S L.A. OFFICES 

STRIKINGLY MODERN 

The Cory Glass Coffee Brewer 
Co., 221 N. LaSalle St., Chicago, 
“shot the works” in the design 
and construction of its recently 





nation-wide chain of indepen- 
dently owned stores, operating | 
under the name of Continental 
Stores. These stores will repre- | 
sent a minimum investment of | 


$15,000 to $25,000 each. A num- 
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| ifornia area, 
ber of these stores are now in | 3711 Wilshire Blvd. 


opened Los Angeles sales offce. 
Following typical Hollywood de- 
sign style, the office is one of 
the outstanding merchandise 
sales rooms in the entire Cal- 
It is located at 





((skav” FR AVELER 


Tigi ai 





Finer Than Ever! 1947 Line 


RAVELER2 


BALL and SOFT BALL 
See Our 1947 Exhibit in 
BOOTH 211 


HARDWARE SHOW 


Starting September 16th 


| 


iinet 


NLT 


BASE BATS 


GRAND CENTRAL PALACE, NEW YORK 


More ARKANSAS TRAVELERS were sold in 1945 
than any other bat. The plant is booked solid for 
1946. That’s how good they were! But the 1947 line 
is better. Only the choicest Southern Cane Ash, and 
perfection of design and finish, are good enough 
for you Dealers who look to QUALITY for results. 


Southwest MFG. CO. 


P.0. BOX 2339 ARK. 





LITTLE ROCK, 
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CHINNING UP TO THE HALF CENTURY MARK WITH WINCHESTER. Retired 
under the company's pension plan after 49 years, William T. Birney (third from left), 
company sales director, is shown at a recent testimonial dinner given at New Haven, Conn., 
by his associates of the Winchester Repeating Arms Co., division of Olin Industries, Inc. 

Pictured with Mr. Birney are five Winchester executives and Sidney G. deKay, Olin 
Industries’ vice-president. They are from left to right: Robert C. Swanton; Mr. deKay; Mr. 
Birney; Thomas |. S. Boak, works manager; William S. Allen, sales manager; Courtenay 
N. Aten, assistant to the works manager; and Edwin Pugsley, director of research. 








NORTHWEST Hardware and American Hard- cationing in California he will 
HARDWAREMEN HAVE ware Manufacturers’ Associa- assume his new duties on Sept. 
DAY OF GOLF tion conventions. The closing 15. In joining the Watts’ or- 
date for reservations is Friday, ganization, Mr. Boone rejoins his 


One of the largest attended aa + 
S | Oct. 4. former boss, H. E. Colemere, for 


—---- many years with Peden, but now 
Sant. Minnantdie & Wiled. ean BOONE OF PEDEN IRON president and general manager 
‘ ' eo ig JOINS WATTS HDWE. of Watts. 

the golf party and dinner held 

Golf L. W. Boone has joined the Mr. Boone, for the past six 
Watts Hdwe. & Supply Co., P. O.| years was associated with the 
Box 659, San Antonio 6, Tex., as| Peden Iron & Steel Co., Hous- 
merchandise manager. After va-| ton, Tex. 


events of the Northwest Hard- 
ware Club, 2011 Third Ave., 


Aug. 2 at the Superior 
Course. Perfect weather though 
of high temperatures contributed 
to some hot scores by such nota- 
ble golfers as Gordon Leitz, Leitz 


EASTON, PA., STORE’S 
78th ANNIVERSARY 
CELEBRATED 


The H. H. Bennett Hardware 
Co., the oldest hardware concern 
in Easton, Pa., on July 19, cele- 
brated its 78th anniversary of 
its founding when the manage- 
ment was host to the officers and 
employees at a dinner party held 
at the Hotel Easton. 

Howard H. Bennett, Sr., vice- 
president and senior member of 
the firm, entered the business at 
the age of 13. A nephew of the 
founder, he succeeded to owner- 
ship 20 years later. In 1938 he 
admitted his eldest son, John D. 
Bennett, as a partner and in 
1942, John D. Bennett became 
president and treasurer and sole 
owner of the business. 

The occasion also marked the 
76th birthday anniversary of the 
elder Mr. Bennett. Mr. Bennett 
is a member of the HARDWARE 
ace 50-Year-Club, the Disston 
25-Year-Club and has a record 
of 63 years of continuous service 
in the trade. 


1,500 FROLIC AT ANNUAL 
WORTHINGTON PICNIC 
More than 1,500 people, in- 

cluding employees, their families 

and friends enjoyed themselves 
at the annual picnic of the Geo. 


| Worthington Co., Cleveland, 


Ohio, wholesale hardware firm. 
Held at the Fell Lake Park, 
Aug. 7, the picnic provided a day 
of sports and fun and concluding 
with dancing and music by Tony 
Granata and his Cleveland In- 
dian’s Orchestra. 








Hardware, who won the low 
gross, followed by Phil Russell, 
American Fork & Hoe Co. A 
number of out-of-town members 
and guests were present. 

Frank Feyder, Hall Hardware, 
president of the club, presided at 
the short business session which 
followed the dinner. A dozen 
new membership applications 
were approved. Gordon Leitz 
distributed the golf prizes which 
included a wide variety of hard- 
ware, household, and sporting 
goods. The success of the event 
was largely attributed to the ef- 
forts of the chairman of the en- 
tertainment committee, Glen 
Hoover, National Mfg. Co. 


CENTRAL STATES CLUB 
DINNER TO BE HELD 
IN ATLANTIC CITY 


The Central States Hardware 





DONALD LAPENNA, BUYER OF MASBAC K, INC., New York wholesale house, appar- 


Club will hold its sixth annual ently is safe during one of the ball games played at Masback’s annual outing at Indian 








dinner and entertainment, Sun- Point, N. Y., on July 17. The first baseman is L. Roos, Masback representative, and the 


day, Oct. 13, in the Cambridge 
Hall of the Claridge Hotel in 
Atlantic City, prior to the open- 
ing of the National Wholesale 
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first base coach is J. Schmall, trafic manager. Salesmen as well as members of the inside 
organization made up the party which left New York City on the Dayline boat Hendrick 
Hudson. Softball, swimming and tennis were played. Luncheon and dinner were served 
on the boat. 
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4.” BIT x 
2 Price 
formerly $450 


NOW only $970 
Others Reduced in Proportion 


IMMEDIATE DELIVERY 


These famous, fast-cutting carboloy tipped drill bits for masonry 
and concrete are new priced within reach of every user. They 
cut 50 to 75% faster, assure clean, round holes for anchors, pipe, 
conduit or cable, and are quiet in operation. In addition, they 
hold their edge longer. Order yours TODAY. 


Ask Your Supplier or write to 


36S cones Si PAINE - 
and HANGING DEVICES 






CHICAGO 12, ILL. 


a 
Offices in 
Principal Cities 














S NEATSLENE HARNESS 














pa SHEP 
= pm Nectilone Sheps : 
ee '. 
== —~ = Ster Horness : 
ad Made from same formula for 
=: over 39 years. Contcins fish 
—— yo» agg neetsfoot oll, and beef 
iw. 





**BEST FOR LEATHER IN ALL KINDS OF WEATHER" 


From the Foot Bones of beef animals processed In 
Omehe Packing Houses, comes the Pure Nectsfoot 
Oli used in SHEPS NEATSFOOT OILS. 


Made in three grades. Pure—Prime—No. 1! 
Softens—Preserves Leather 


Sold by jobbers everywhere. Inquire of salesmes 
NEATSLENE COMPANY 
Roy W. Sheperd, ‘'Shep"’ 

OMAHA 8, NEBRASKA 
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’ Profit from 
the big 
demand 


for 
V-Belts 


gis 


FOR SMALL DRIVES 


With this single Gilmer Assortment of 35 
specially selected V-Belts, you can meet the 
requirements of a large majority of owners 
of washing machines, oil burners, power 
tools, home workshop equipment, and other 
small appliances. 


The demand for belts of this type, already 
large, is growing steadily. The Gilmer Assort- 
ment will help you to win your share of the 
profits. It makes an attractive display and, 
when placed in your window or on your 
counter, will do most of the selling for you. 
Start earning those, extra profits now. Mail 
coupon below for the Gilmer No. 350 Assort- 
ment. It costs but $23.92, including selling 
accessories. 


L. H. GILMER COMPANY 444 


ty 


Tacony, Philadelphia 35, Pa. 


Division of United States Rubber Company 
am al i al licence aa altel 


L. H. GILMER COMPANY 

Tacony, Philadelphia 35, Pa. 

Send me the complete Gilmer ‘'Eye-Ful'’ Tower Assortment, No. 350, 
as follows: 

1—35 assorted V-Belts for household appliances. 

2—Gilmer Handimeter (patented) for quick measuring of belts. 
3—Display stand, sign, inventory form. 

4—Gilmer Belt Catalog, ‘America’s Belt Bible.” 

Bill me $23.92 through your nearest jobber. 


NAME silted , —————— 
ADDRESS 
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Here's a... 





FOR CLOTHES LINE ° 


This new, different clothes line offers a real oppor- 
tunity to capitalize on the housewife’s desire for a 
really serviceable Aluminum Clothes Line. Features 
such as permanency, rust-proof and rot-proof, make 
it a quick sale item that sells on sight. 

Aluminum Wire is 9 gauge (.148"). Firs ALL CLOTHES- 
PINS. Sells for less than either sash cord or plastic line. 


Packed four 300 ft. coils per carton — marked every - 


50 ft. 

NATIONALLY ADVERTISED in leading magazines such as 
McCalls, Better Homes & Gardens and The American 
Home. 
This profit maker is available for immediate shipment! 
Newspaper mats also available. Attractive colored 
counter display packed in every carton. A Nichois 
Product. Order from your favorite jobber. 

OTHER NICHOLS PRODUCTS 
Builders Metal Products available in Steel or 


Aluminum—Ridge Roll, Conductor Pipe, Eaves 
Trough, Roll Valley, ‘Flashing Shingles, etc. 


NICHOLS 


WIRE ay EeeEl 


owe @ DAVENPORT, IOWA © 6& 
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HARDWARE BRIEFS 








ARKANSAS 
D. A. Harkins, in the hard- 
ware and machinery business in 
Little Rock, Ark., for the past 
22 years, has been appointed 


| manager of the DeSoto Hardware 


Co., 307 W. Capitol, Little Rock. 





CALIFORNIA 


Simon Gartenburg, proprietor 
Linden Hardware, 7926 Beverly 
Blvd., Los .Angeles, has moved 
temporarily to 7963 Beverly 
Blvd., until his own building can 
be built. 

W. S. Boyle is now owner of a 
new hardware store at 809 S. 
Long Beach Blvd., Compton, 
Cal., following his release from 
the Navy. Previously he was 
purchasing agent for Entz & 
Rueker Hardware Co., Los An- 
geles. 


James Samarin has opened a 
hardware store at 2916 E. Flor- 
ence Ave., Huntington Park, Cal. 
Mr. Samarin was connected with 
the Carter Hardware Co. for the 
past 20 years as manager of the 
sporting goods and plumbing 
departments. 





Hardware Supply Co. is the 
firm name under which David 
Weisz, Edward Meltzer, Philip 





Meltzer and Mendel H. Liber- 
man have published a certificate 
that they are conducting busi- 
ness at 371 North Fair Oaks 
Blvd., Pasadena, Calif. 





Rialto Hardware Co. is the firm 
name under which Roe Pace has 
published a certificate that he is 
conducting business at Rialto, 


Calif. 





Sierra Hardware is the firm 
name under which Sidney Bate- 
man and Marie Bateman have 
published a certificate that they 
are conducting business in San 
Bernadino, Calif. 


—_— 


INDIANA 


The Trick Lumber Company, 
North Manchester, Ind., has 
opened a complete new hardware 
store designed as a “one-stop” 
builders supply depot with hard- 
ware, plumbing fixtures and pipe, 
paints, builders tools and re- 
lated equipment and materials. 





LOUISIANA 


Completion of a 10-year lease 
for a site at 4116-4126 S. Carroll- 
ton Ave., New Orleans, on which 
a super retail hardware store 
will be operated by Charles G. 











DOTI WINS HARDWARE TRADE ASS'N. PRESIDENT’S 
CUP—With a 73 net Robert E. Doti, Igoe Bros., Inc., won 





the president's cup at the July 30 golf outing of the Hardware 
Trade Association of New York, held at Knollwood Country 


Club, White Plains, N. Y. Runner-up was W. W. Edwards, 
Federal Hardware Co., Inc., 74 net. There were 28 golfers 
and 40 members and guests enjoyed a steak dinner, that 
night. The member low gross card—an 88—was that of 
Joe Eigo, A. N. Nelson, Inc., runner-up being Fay Edgerly. 
National Twist Drill Co., with 89. Low gross guest winner 
was Walter Manitz, Anaconda Copper Co., with 78, and low 
guest net was 72 for Edmond Neal, Nicholson File Co. High 
gross member card was that of Joe Fletcher, Independent 
Pneumatic Tool Co., the guest high gross Reina. that of T. J. 
McTernan, American Steel & Wire Co. M. Harriman, 
American Steel & Wire Co., was chairman of a party, os- 
sisted by H. L. Usher, Oliver Iron & Steel Corp. and J. B 
Perkins, J. H. Williams & Co. Left to right—some of the 
officers and winners of the tournament—E. S. Norvell, E. C. 
Atkins & Co., secretary: W. dwards, runner-up; E. W. 
Dugan, Thomas Kiley & Sons, president and Robert E. Doti. 
Igoe Bros., winner of the president's cup. 


HARDWARE AGE 
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Staubitz, has been announced. OKLAHOMA 
More than $100,000 will be in-| A new hardware store has | 
volved in the lease and improve-| }een opened in Okemah, Okla., | 
ments. ' | by W. R. and J. R. Parks, | 
Mr. Staubitz was formerly gen-| ,,own as the Parks Hardware | 
eral manager of the Sears Roe- |Co, The latter is a war veteran. | 
buck store in New Orleans and | 
served as president of the Asso- 
ciation of Commerce in 1939. 





OREGON 
wi With plans for construction of | 
a building on SW 16th Ave. and | 
NEW HAMPSHIRE Flanders completed, the Chown | 
J. J. Moreau & Son, hardware | Hardware Company, Portland, | 
firm, 127 Elm St., Manchester, | Ore. will offer an expanded ser- | 
N. H., suffered an estimated! vice in supplying hand and| 
$100,000 loss in a fire that swept | powered tools according to Frank | 
a one-story, 100 by 100 ft. brick | Chown. 
warehouse, located in the rear of | ——— 
the retail store, on the afternoon TEXAS 
of June 29. Business is continu- | 
ing, and the warehouse will be | 
rebuilt as soon as materials be- | purchased the bap a | 
come available. The loss was | eat Main - ao pe ca 
F |and assumed acti 
completely covered by insurance. lof the firm. A. Scruggs Love, | 
former owner, plans to go into| 
NEW YORK the import-export business in | 


One of the outstanding hard- | McAllen. 
ware stores in the entire Metro- 
politan area was opened to the VIRGINIA 
public, June 25, by the County The Thomas Hardware Co.,| 
Hardware Corp., ‘161 Gramatan Bedford, Va., has been granted a | 
Ave., Mount Vernon, N. Y. state charter with an authorized | 
The new store has 10,000 sq ft. maximum capital stock of $30,- | 
of showroom, and involved a 000. Officers are: F. O. Thomas, | 
pn ge Acqua oo The | president; H. L. Foster, vice- | 
10n was en alter : ili s } 
nearly 15 years at 65 Gramatan president, and Lillian eens 
Ave. Jack Klarman, proprietor, 
established the business in 1932. 
The new store incorporates all WASHINGTON 
the latest developments in hard- \.Vicar Hardware Company, 
ware store design, including 507 35th Ave. NE, Seattle, | 
waist-high displays, accoustical| yw.) is the latest addition to 
ceilings, a model kitchen and ,),. a Wedgewood shopping | 
laundry with powered appli-| 4: :rict. T. D. W. McVicar is | 
ances, and a complete record owner of the store and an old- 
shop. timer in the hardware business, 
— dating back to 1918 when as a) 
George M. Smith, retired New | war veteran he started with Seat- | 
York banker, has purchased the tle Hardware Co. 
hardware business of Th H. | 
Hoxie in Sherburne, N. Y. Mr. 
Smith has leased the building) SEARCH BEING MADE 
and will continue the business. | FOR OLDEST DOG 
Mr. Hoxie has been in the hard-| ye Gaines Dog Research Cen- 
ware business in the same loca- | ter, 250 Park Ave., New York 
tion for the past 30 years. Mrs. City 17, has launched a search | 
Hoxie has been his assistant | 5, the oldest dog in America. 
since the marriage of their | The dog is wanted so that it | 
daughter, |—-and its owner—can be duly 
/honored during the forthcoming 


A certificate of partnership| observance of National Dog 
has been filed in Buffalo, N. Y.,| Week, Sept. 22 to 28. 
for Boblak & Son Hardware, 613| Persons owning or knowing of 
Hertel Ave. Partners are John | extremely aged dogs are urged | 
and John P. Boblak. to send complete data and pic- | 
tures immediately to Harry 
Miller, executive secretary. In 

S. P. Castilone, for 30 years|the case of a purebred, a copy | 
with the Peoples Hardware Co.,| of the registration papers should | 
Fredonia, N. Y., has opened aj| accompany the communication, | 
new hardware business in part-| while in the case of a crossbred, 
nership with his son, S. S.| an affidavit from the owner ac- | 
Castilone, in the same town. The | companied by sworn statements | 
firm name is S. P. Castilone &| from persons acquainted with the | 
Son. dog since birth should be sent. | 





W. S. Baker, Houston, recently 





secretary-treasurer. 
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* LOVE THAT MANS RIEGEL GLOVES!” 
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Baise strong protective, work gloves are 
the product of one of America’s largest 
textile mills. They are Riegel-controlled — 
in one plant — from raw cotton to finished 
glove. This single close supervision of every 
detail results in unexcelled quality — dur- 
ability — economy. Riegel Textile Corp., 
342 Madison Ave., New York 17, N. Y. 
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TEL-0-POST 


The Original Telescopic All-Steel 
Basement Post with Built-in Jack 


Outsells any other! 
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For The First Time In 5 Years 








Home Owners Are Concentrating 
On Maintenance And Improvement 











7 out of 10 homes in your area 
need TEL-O-POST. You can fill 
the need and reap the profits! 
TEL-O-POST is the original 
basement post with built-in jack. 
It has dealers reporting huge 
nationwide sales. Constant ad- 
vertising in national publica- 
tions is swelling the steady de- 
mand for TEL-O-POST. Home 
owners are telling friends. It's 
high time for you to take advan- 
tage of this ready market. 


7 out of 10 Aremes 


NEED IT TO LEVEL AND SUPPORT 
SAGGING FLOORS 


correct cause of sticking doors and win- 
dews — plaster cracks — squeaky floors — 
raised baseboards. 

BUILT-IN JACK ALL-STEEL POST 
ADJUSTABLE FROM 5’ 7” to 8’ 4” 


-XF \ mae Nationally Advertised 
Lene Send. 


DECLARE YOURSELF 'IN'! 


DISPLAY AND SELL 
TEL-O-POST IN 
YOUR STORE — RUSH 








$g95 "a 


install. 











Shipping weight 40 Ibs. YOUR ORDER TODAY! 


TEL-O-POST COMPANY 


Akron 8, Ohio 


140 Ash Street 








OBITUARIES 








FRANK I. CLARK 


Frank I. Clark, general sales 
manager of Iver Johnson’s Arms 
& Cycle Works, Fitchburg, 





FRANK I. CLARK 


Mass., passed away suddenly of 
a heart attack on July 24. He was 
77 years of age. 

Well known to the hardware 
and sporting goods trade, Mr. 
Clark’s death marks the closing 


| of a colorful career in the cycle 


and arms field which had its be- 
ginning in Baltimore where he 
conducted a bicycle store and 
was active in long distance bi- 
cycle racing. Later his interests 
turned to motorcycles and, as a 
rider, he set the first United 
States 100-mile record recognized 
by the Century Cycling Club of 
America. 

Mr. Clark was associated with 
the Iver organization for 46 
years, first as salesman in which 
capacity he traveled throughout 
the United States, Canada, and 
Mexico, covering the bicycle and 
firearms trade. In 1922 he went 
to Iver’s Fitchburg plant as fire- 
arms sales manager and recently 
took over general sales, 

Surviving are his widow and 
a son, Stanley I. Clark of Bronx- 
ville, N. Y. 


ELMER A. KNUDSON 


Elmer Knudson, 60, former 
sales manager for the Salt Lake 
Hardware Co., Salt Lake City, 
Utah, died Aug. 2 in a Salt Lake 


| hospital from pneumonia. He 
| came to United States from Den- 
| mark 55 years ago and had re- 


sided since in Salt Lake City. 
He was a salesman for the Salt 

Lake Hardware Co. for 25 years, 

and had the position of sales 


manager when he left the firm 
recently to become sales repre- 
sentative for several eastern con- 
cerns. 

Surviving besides his widow 
are a son, John Knudson, Salt 
Lake City, and two daughters. 


JOSEPH LUDES 


Joseph Ludes, 83, former 
traveling sales representative of 
R. E. Dietz Co., New York City, 
lantern manufacturer, for many 
years, died after an extended ill- 
ness at his home in Chicago on 
July 9, 1946. 

He was born in Chicago, April 
8, 1863, went to St. Michael’s 
School, started working at the 
age of 14, had several occasional 
jobs before he started with the 
Chicago sales office and ware 
house of the Dietz Company in 
1884. After working his way as 
stock clerk and shipping clerk, he 
started calling on the jobbing 
trade and rapidly won the con- 
fidence and respect of the lan- 
tern distributors from Chicago to 
the Pacific Coast. This was his 
life work and he continued ener- 
getically without interruption, 
until a partial shock condition 
which he resisted with all his 
determination, caused him to dis- 
continue his traveling duties in 
1938. Since then he has been 
confined to his Chicago home, 
never losing his interest in the 
lantern business or his friends 
in the trade. He was a regular 
reader of the hardware trade 
papers and followed his old 
friends activities with the great- 
est interest. He is survived by 
his son, Dr. George M. Ludes, his 
daughter, Mrs. Kay Torpey, three 
grandchildren and one great 
granddaughter. 





JOSEPH LUDES 


HARDWARE AGE 
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FLOYD WALLACE 


Floyd Wallace, 59, 
dent and chairman of the board 
of R. Wallace & Sons Mfg. Co., 
Wallingford, died Aug. 10, of a 
heart attack. 

Upon leaving college Mr Wal- 
lace became associated with the 
Wallace company, a _ concern 
established by his grandfather, 
the late Robert Wallace, 
the pioneers of the silverware in- 
dustry in America. He was a 
sor. of the late Frank A. Wallace, 
the second president of the Wal- 
lace company. In addition to 
having been vice-president and 
chairman of the board of direc- 
tors of R. Wallace & Sons Mfg. 
Co., he was a director and vice- 
president of R. Wallace & Sons 
of Canada, Ltd.. and a director 


vice-presi- 


one of 


of the First National Bank of , 


Wallingford. 

Surviving, besides his widow, 
are a daughter, Frances, and | 
three sons, Robert, Floyd, Jr., 
and Henry. 

FRED MILLER 


Fred Miller, 80, retired vice- 
president of the Miller Brothers | 
Hardware Co., Richmond, Ind., | 
died in that city August 6. 





OSCAR H. FOSS 


Oscar H. Foss, 65, vice-presi- 
dent of the Wooster Brush Co., | 
Wooster, Ohio, died Aug. 8, after | 
an illness of only a few hours. 

Mr. Foss was the oldest of | 
four sons of the late Walter D. | 
Foss and was the first in the 
third generation of the family rq 
be associated with the brush 
making business founded by his | 
grandfather. 

He had been with the Wooster | 





FCSS 


OSCAR H. 


Brush Company for more than 
15 years and, for a time after his 
father’s death, served as general 
manager, but gave way in this 
activity to his younger brother, 
Donald J., now deceased. 

Mr. Foss is survived by his 
widow Anna; 
Mrs. James B. Hickey, of Ports- 
mouth, Va.; by two 


by one daughter, | 


brothers, | 


Clifford P. and Walter R. Foss, | 


respectively vice-president and 
president of the Wooster Brush 


| Co., and by one sister, Mrs. Wil- 


liam Thompson, Boston, Mass. 


FRANK J. SMITH 


Frank J. Smith, 87, a partner 
in the Smith Brothers Hardware 
Store with his brother, 
H. Smith, Lagrange, Ind., died 
August 5, at the Rest Haven 
Nursing Home in Sturgis, Mich. 


several years. He had been in 
the hardware business for more 


Charles | 


| He had been in failing health for | 


than 50 years before his retire- | 


ment from active 


business in | 


1939. His brother died several | 


years. before his 
Surviving are the widow, three 
children and four grandchildren. 








FEDERAL SIMPLIFICATION NEWS 








COATED ABRASIVE 
PRODUCTS 


Printed copies of Simplified 
Practice Recommendation R89- 
46, Coated Abrasive Products, 
are now available, according to 
an announcement of the Division 
of Simplified Practice of the 
National Bureau of Standards. 

This recommendation, a revi- 
sion of R89-40, includes simpli- 
fied lists for flint and emery 
coated abrasives and for coated 


abrasives other than flint and 


emery. These lists include type 
of backing, size of sheet, type of 
coating, and grade number for 
each class of goods. The various 
kinds of products are indicated 
as standard and non-standard. 


AUGUST 29, 1946 


The standard items are those 
regularly made by some or all 
manufacturers and carried in 
stock by them, and the non- 
standard items are those which 
are in limited demand for spe- 
cific purposes and which may be 
discontinued when the demand 
for them changes. The revision 
which became effective on May 
15, 1946, covers certain addi- 
tions, eliminations and changes 
in standard and _ non-standard 
items to meet current needs. 

Copies of Simplified Practice 
Recommendation R89-46, Coated 
Abrqsive Products, may be pur- 
chased from the Superintendent 
of Documents, Government Print- 
ing Office, Washington 25, D. C., 
for 10 cents each. 


retirement. | 





One of American's thirty-five distribu- 
tors, Paul Garvin, serves the Twin City 
area from 2325 Hennepin Avenue, 
Minneapolis. 


With stock and labor costs up your profit 
margin on sander rentals could easily be dis- 
sipated through time-destroying mechanical 
failures. In the beginning American protects 
you to the utmost by building quality into its 
floor machines. To continue guarding your 
profits against breakdowns from normal wear 
there are thirty-five American distributors 
strategically located in principal cities with 
complete repair and replacement facilities. 


This service feature is not new with 
American. For over twenty-five years floor ma- 
chine owners have depended on it to guard 
their profits. That is one of the reasons why 
thousands have selected American machines 
when offering rental floor sanders to their cus- 
tomers. Your rental sarider makes you money 
only when it is in good operating condition... 
Choose American and be sure. 


Write today for the address of your nearest 
American Distributor and complete descrip- 
tive literature today, no obligation. 


THE AMERICAN FLOOR SURFACING MACHINE COMPANY 
522 South St. Clair Street Toledo 3, Ohio 
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SILOO FUEL OIL TANK SOLVENT 


Is the positive method of cleaning any burner system 
that uses straight run or catalytically cracked fuel 
oil, kerosene, range oil, stove oil and similar fuels. 
There’s a huge market for this product—display it 
on your shelf for continued turnover in profits. 


Here's how SILOO FUEL OIL TANK SOLVENT works: 


@ it clears and cleans clogged lines. 


@ cleans oil filters, strainers and burners by 
removing sludge and gum—and dispers- 
ing all water formed by condensation. 
Just pour into the tank or drum. 


SILOO FUEL O/L TANK SOLVENT is a safe solvent. 
It will in no way harm fuel or equipment. It’s the kind 
of product that assures customers full satisfaction 
and nets you anice profit. Contact your jobber today. 





SOO FUEL Ol. TANK SOLVENT is non-inflam- 
mable, non-explosive, non-toxic, non-corrosive 


— always safe to store and use the year round. 


SOLVENTS FOR ALC TYPES OF PETROLEUM RESIBEES 
troleum Solvents 
CORPORATION 
(Tank Solvent Division ) 
General Offices: 331 Madison Avenue, New York 17, N.Y. 
Petroleum Solvents Corp. of Canada, Litd., Montreal 
Plant and Laboratories: Port Reading, New Jersey 
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Two Western Fall Market Shows 
Draw Thousands to San Francisco 


Almost 6,000 dealers and)ment the first post-war lines 
buyers from 32 states, Alaska, | shown earlier in the year. 
British Columbia, the Islands of | Major appliance showings were 
the Pacific and several foreign | highlighted by new designs in 
countries, attended the Western | home freezing units and refrig- 
Fall Market at the Western! erator models incorporating freez 
Merchandise Mart, San Fran- | ing compartments. 
cisco, Aug. 5 to 10. Emphasis in heating equip- 

Nationally prominent industry | ment was placed on radiant type 
leaders addressed several trade | units both in permanent instal- 
meetings during the week. On | lations and movable heaters. In 
the opening day Carl J. Eastman, | smaller appliances many innova- 
San Francisco, vice-president of | tions in kitchen equipment were 
| N. W. Ayer & Son, Inc., and a |introduced, including portable 








director of the San Francisco | oven and broiler combinations, 

Chamber of Commerce, ad- | mixers, irons, grills and toasters. 
| dressed the Western Gift, House- Held concurrently with the 
Western Fall Market at the 
Western Merchandise Mart, was 
the Western Gift, Housewares 
and Toy Show, with showings in 
the Civic Auditorium and in the 
Western Mart. There were 300 
booths and about 3,000 buyers in 
| attendance. 


| wares and Toy dinner 


| An overflow attendance of 
| more than one thousand mem- 
bers of the trade were present 
at the first post-war Western 
Radio and Appliance “Trade 
Dinner,” Aug. 7. Louis J. 
Breuner, Oakland, chairman of 
the board of the John Breuner | 
Co., and president of the North- | 
ern California Electrical Bureau,) p Bg PILKINGTON HAS 


presided and introduced the two | MFR.’ 
guest speakers, Raymond C. Cos- ye Aas 


| grove, Cincinnati, vice-president} R. B. Pilkington, 850 N. E. 
and general manager of the Cros-|123rd St. Miami, Fla., has 
ley Corp., and president of the| formed his own manufacturer's 
Radio Manufacturers Assia» \eimenmatidiies agency and _ is 
ciation, and George H. Smith, | covering North and South Caro- 
North Chicago, IIL., vice-president | lina, Alabama, Georgia and 
and general manager of Deep-| Florida. 
freeze Div., Motor Products Corp. | His representations include 

New radio models held the | Gardex, Inc., lawn and garden 
center of interest in radio and |tools; B & J Mfg. Co., lawn 
appliance showings, although | sprinklers; Craftint Mfg. Co., oil 
new models in_ refrigerators, | .nd paint specialties, and Modern 
ranges and other major appli- | Metal Products Co., “Jim Dan- 





ances were introduced to aug- dy” torches. 











PIERRE GODART (center), director of sales of the U. S. 
Time Corp., Waterbury, Conn., has announced the appoint- 
ment of Eugene N. West (left) as wholesale sales manager, 
and William Burns (right) as sales manager of direct trade. 
Seated in the company’s sules office in Rockefeller Center, 
they discuss distribution plans for the Ingersoll and Kelton 
watches and the Waterbury alarm clock. Mr. Burns has been 
associated with the company for many years. Mr. West was 
formerly sales manager for Bauer & Black in Chicago. 


HARDWARE AGE 
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DURO COMPANY SOLD 
TO MICHIGAN FIRM 


Hydraulic Machinery, Inc., 











J. Hurst Hackett celebrated 
his 50th anniversary in the hard- | 
ware bitsiness in 1944 and this 
year George Hackett marks his 































1sco Dearborn, Mich., has acquired Oth Ap ai die Them! 
i control of the Duro Co., Dayton, | ”* ao hea ee pond si 
ines Ohio, manufacturer of electric | iness in a Sates Capectty. 
| All the junior members of the 
Zs were new firm have worked in the 
gns in stores in various capacities for 
refrig- several years. 
t freez 
CONGOLEUM-NAIRN TO 
equip- EXPAND PLANT 
it niet Congoleum - Nairn, Inc., 
instal- Kearny, N. J., is planning an 
rs. In addition to its felt mill at 
nnova- Cedarhurst, Md., which when 
| were completed will double the present 
rtable capacity of the plant. The mill 
itions, | produces felt which is used pri- 
asters, | marily as a backing material for 
1 the “Gold Seal Congoleum” and | 
the | “Nairn Linoleum.” Enlargement lo ra _. - 
, was lof the felt mill constitutes a re “i 
wares | further step in the $7,000,000 
gs in plant expansion program being ar Wa rea RETAIL 
n the HARRY L. WISE undertaken by the company. | COMPLETE 
» 300 Two large buildings are nearing | i 
rs in pumps, water softeners, turbine completion at the Kearny lino- eda ers 
deep well pumpe, turbine shal- leum plant and a third building, | 
: " F * | 
low well pumps, ejector pumps gar He — — ¥ AT many-purpose tool 
and water treatment equipment. weal a s } that fills a big need with farm- 
3 a a was established 4 Pree: ers, auto repairmen, industrial maintenance men, 
in 191 and its present operation building superintendents, home mechanics, etc. The 
a —_ area ” 115,000) oe ed - SONS Magic Wand Welder does electric flame welding, 
. & aunt tl a ; ; - | metallic arc welding, brazing and soldering. Handles 
has (ag a L The directors of R. Wallace & all metals—iron, steel, bronze, brass, aluminum, etc. 
rer’s Glico, nasties: Gen ig soe, | 20ns Mfg. Co. have elected John Consists of heavy-duty transformer, with 6 stages 
| is seaiiete, ai Robert Wi. > seo. | 77 Leavenworth chairman of the of welding heat, double-duty electrode holders and 
s ise, sec- rye .| : : - tet 
“eros retary and treasurer. cae in dae a special 15-amp. polarized outlet plug, built into a 
and In making this announcement, | »},airman of the fom sia tes | handy, sturdy, shock-proof carrying case. Weighs 
Harry L. Wise, the new presi- president, who died of a heart | less than 30 Ibs. packed, with kit of supplies that in- 
lude dent, emphasized that no change} attack Aug. 10. Donald W.| clude welding, brazing and soldering rods and 
“a —— personnel was an-|] each was elected vice-president fluxes, spare electrodes, welding helmet and In- 
ase ticipated. »f the company while retaining struction Manual. Easy to carry and to use in close 
, oil |his post as general sales man- quarters where large industrial type welders would 
here YOUNGER MEMBERS OF sf ager. | be cumbersome. 
| ; : 
Den- HARDWARE FAMILY | Both new officers are direct 
ACQUIRE STORES descendants of Robert Wallace, SEND FOR SELLING DATA 
The old bust ‘ founder of the company; Mr. The Magic Wand Welder is sold through hardware 
— e oldest business establish-| | eayenworth a grandson and Mr. | wholesalers. Write today for complete information, dis- 
rent of Sunbury, Pa., Geo. W. Leach a great-grandson. The | counts, open territory, sales aids, etc. 
dackett & Sons, and its a880-| other officers of the corporation | 
ciated branches, East End Hard- are W. W. Rich, president. Mal- JOHN H. GRAHAM & C0., INC. 
pe Co., and Hackett’s Mid-| .oim L. Wallace, secretary, and General Sales Agent 
eburg Hardware, = July 1) Clifford S. Thompson, treasurer. Dept. J “105 Duane Street 
announced a change in the mem- New York 8. N. Y 
bership of its organization. WOVEN wae NETTING ody 
J. Hurst Hackett and George | Fr T 
Hackett have disposed of their | STANDARD PUBLISHED | - pA peta entaaie gts 
interests in these businesses to| A printed pamphlet entitled Grand Central Palace, Now York, 
George Snyder Hackett, son of| “Woven Wire Netting, Commer- Wend booth Me ae oa 
George Hackett; to Hurst Hurst | cial Standard CS133-46,” which 
Welliver Hackett, Robert Cly-| was accepted by the trade as its 
mer Hackett and James Eckman voluntary standard of practice 
Hackett, sons of J. Hurst Hack-| for new production beginning | 
ett and George Lee Hoffman, | June 1, 1946, is now being dis- | 
S. husband of the former Theodo-| tributed by the National Bureau | : 
at- sia Hackett, daughter of J.|of Standards, U. S. Dept. of | 
iT, Hurst Hackett. Commerce. 
le. The store at 325 Market St.,| Copies are available for five | 
iT, popularly known as Hackett’s| cents each, by writing to the Su- | 
on Hardware, will continue to do| perintendent of Documents, U. S. | Welds, Brazes, Solders- Saves Money 
- business under the firm name of | Government Printing Office, | 
” Geo. W. Hackett & Sons. Washington 25. | fae ella iis 3 can tats eT: 
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i? REG, U. S, PAT, OFF. 


(Wihes Dryer 


Offers Hardware Dealers 


FAST TURNOVER 
LIBERAL PROFITS 


at Suggested Retail Price of $2.39 each 


CUSTOMER-WINNING FEATURES 


28% feet of available clothesline 
occupying space 30" sq. by 46" high 


LIGHT - STURDY - COMPACT 


Every homemaker — whether in apartment, vacationing, or average size home — 
has need for this sturdy, space-saving Handy Hannah Clothes Dryer. Light and 
compact, open or folded. Not too wide when open to carry through average 
doorway. Made of selected hardwood with no parts to stain or soil clothes, 
or snag fine fabrics. Ideal for drying baby clothes and small daily washings. 
Sales-tested in a half dozen leading cities, Handy Hannah Clothes Dryer is a 
“natural” for YOUR store! 


ASK YOUR JOBBER 


If, for any reason, you cannot secure Handy Hannah Clothes Dryers through 
your regular jobber, write us direct for name of nearest jobber who has stock. 


Everett E. Young Co., Inc. 


WEST BRIDGEWATER MASSACHUSETTS 
“ Manufacturers of Specialties for the Hardware Store”’ 
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| Supply Co. recently held ground- 


GARVIN TO AID SILEX 

PRODUCT EXPANSLON 

Appointment of George W. 
Garvin as special assistant to the 
president has been announced by 





GEORGE W. GARVIN 


| Frank E. Wolcott, president of 


The Silex Co., Hartford, Conn. | 
Mr. Garvin will assist Mr. Wol- | 
cott in the planning and execu- 
tion of the Silex expansion pro- 
gram which involves production 
and distribution of new products 


now in the various stages of re- 


search and testing, as well as the 
present line of Silex coffee 
makers, filters and steam irons 
for home and commercial use. 
A native of Pittsfield, Mass., | 
Mr. Garvin, after finishing his 
education, spent eleven years in 
Wall Street as specialist in U. S. | 
Government securities. After 18 | 
months’ service with OPA, Mr. | 
Garvin joined the Aero Products 
Division of Talon, Inc., which | 
was created to make very scarce 
aircraft parts such as cowl fast- 
eners, self-locking stop nuts and | 
other similar precision items. In 
1944 Mr. Garvin was made na- 
tional sales manager of the Aero 
Products Division and when this 
division was sold to outside in- 
terests the following year, Talon, 
Inc., appointed Mr. Garvin man- 
ager of their industrial sales di- 
vision which position he has re- 
signed to join The Silex Co. 


KELLOGG SWITCHBOARD 
BUILDING ADDITION 


The Kellogg Switchboard and 


breaking ceremonies for the con- 
struction of a large new addition 
adjacent to present company 
buildings at 6650 S. Cicero Ave., | 
Chicago. 

The new building is planned 
to add nearly 55,000 square feet 
of manufacturing space. It was | 
begun Aug. 6, and is expected | 
to be completed within 90 days. 

Koiled Kord Div. of the Kel- 





|released from the 


logg company recently purchased 
a new and larger plant for Cor- 
dage, Inc., a Kellogg affiliate or- 
ganized in 1943. Cordage manu- 
factures rubber jacketed and re- 
tractable electric cords that can 
extended to six times the re- 
tracted length. 


PENNSALT SALES 


John M. Davidson, recently 
Naval Air 
Force, has joined the sales staff 
of the Special Chemicals Divi- 
sion of the Pennsylvania Salt 
Mfg. Co. 


WYTH BROTHERS START 
TWO NEW CONCERNS 


George and Frank Wyth, broth- 
ers, who have had long associa- 


| tions in Cedar Falls, Iowa, major 
manufacturing 


concerns, have 
both started new _ businesses. 
They will build a plant near 
Janesville, Iowa. 

Frank Wyth, who recently re- 
signed as president of the Wag- 
ner Mfg. Co., and his son, John, 


| will form the Wyth Hardware 


Specialty Co., to make hardware 
specialties. John Wyth, who has 
been in service, recently received 
his discharge. 

George Wyth will form the 
Rotary Weed Cutter Co. Until 
his resignation about two years 
ago he was president of the 
Viking Pump Co. which he be- 
gan in 1913. 

ALLEN SALES, AGENT FOR 

ANSONIA WOOD PROD. 


Allen Sales Co., manufacturers’ 
representative, 366 Broadway, 
New York 13, has been appoint- 
ed exclusive sales agent for the 
Ansonia Wood Products Corp., 
4133 Third Ave., New York City, 
manufacturer of Ansonia towel 
bars and “Three Aces” napkin 
holders, among other products. 





EUREKA WILLIAMS OPENS 
ATLANTA OFFICE 


The Eureka Williams Corp. 
6060 Hamilton, Detroit 2, has 
opened a new regional sales office 
in Atlanta, Ga., in the Candler 
Bldg. 

The new office will be man- 
aged by Samuel B. Peppers, re- 
cently appointed Southeastern re- 
gional sales manager. Mr. Pep- 
pers joined the company in 
1928 as a retail salesman and 
later became district manager 
with headquarters in Knoxville, 
Tenn. His territory includes 
Richmond, Va.; Charlotte, N. C.; 
Jacksonville, Fla.; Knoxville, 
Chatanooga and _ Nashville, 
Tenn.; Birmingham, Ala.; New 
Orleans, La., and Atlanta, Ga. 
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M. C. JOHNSON JOINS ner as supervisor of the Detroit 
HARRY L. BERGER & CO. | sales territory. Also announced 


was the appointment of Frank 
Drago to Schick’s New York City 
sales staff. 


Maxwell C. Johnson is now 
associated with Harry L. Berger 
& Co., direct factory representa- 
A. W. DANIELS, EUREKA 

DETROIT MANAGER 


George E. Wagner, central 
division sales manager for the 
Eureka Division, Eureka Wil- 
|liams Corp., Detroit, Mich., has 
announced the appointment of 
' A. W. McDaniels as Detroit re- 
gional manager. 

Mr. McDaniels has been asso- 
ciated with Eureka since 1920 in 
| various sales capacities. In 1941 

he was commissioned a major in 
the U. S. Army and was com- 
mander of an armored tank 
regiment. He was released from 
|the Army with the rank of 

colonel in February, 1946. 

Mr. McDaniels will have the 
| responsibility of sales of Eureka 
| products in Michigan, northern 





MAXWELL C. JOHNSON 


tive at 1699 Lincoln Ave., St.| Ohio and northern Indiana. He 
will make his headquarters at 


Paul 5, Minn, Mr. Berger has 
Detroit. 


been a manufacturer’s represen- | 
tative since 1927, covering the | 
central Mid-west for several hard- | 
ware manufacturers. The terri- | 
tory comprises Minnesota, Wis- | 


SHERMAN AND GREY 
AFFILIATE IN 
3 ENTERPRISES 


consin, Iowa, Nebraska, North] Sidney G. Sherman and Oscar 
and South Dakota, Missouri and|F Grey have announced the 
Kansas. | formation of a new organization, 


Mr. Johnson did public ac- | the Sherman-Grey Corp., as well 
counting and sales promotion |as Mr. Sherman’s association 
work after he finished college. | with Mr. Grey in the operation 
In 1941 he was employed as a| of the Oscar F. Grey Co. and the 
special agent of the F.B.I. Enterprise Housewares Co. These 

three firms, which they now 

| head, specialize in the manufac- 

N. Y. HARDWARE DEALERS | ture and national distribution of 
HOLD FIRST MEETING | housewares, cookware,  appli- 
SINCE THE WAR | ances, toys and general promo- 





2 OUTSTANDING HOUSEWARE BUYS 
FOR IMMEDIATE SHIPMENT 


From Our Stock 


STAINLESS STEEL 
24-PIECE SET 


Mirror-finish stainless 
steel. Gleaming red or 
ivory handles in durable 
plastic. Dinner service of 
six each knives, forks, 
teaspoons and soup 
spoons. 


Top grade materials and 
superior workmanship, 
made to sell at popular 
prices. 





Bulk Packed . .. Display Boxes Available . . . Wholesale 
prices ranging from $4.67 to $10 per set, depending on 
handle and gauge of steel. 


Sasol 
OVEN THERMOMETER’ 


Porcelain enameled with large 
figures on easy reading dial. 
Accurate, quick acting. Can 
either hang or stand— 

$3.24 per dozen. 


GENERAL PAINTS, Inc., Cutlery Division 


- 


Dept. 2. 45 Vesey Street, New York City 7 
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The New York State Associa- 
tion of Hardware Jobbers held its 
first meeting since the war at 
Gill House, Henderson Harbor 
N. Y. 

Thomas H. Bradley, Jr., Water- 
town, was elected president for 
the coming year. Other officers 
elected are: Robert Rose, Elmira, | 
vice-president; James L. Sher- | 
man, Utica, secretary, and Wil- 
liam W. Conde II, Watertown, | 
treasurer. 

The annual meeting extended 
over a weekend with fishing and 
boating on the sports program. 


| 











SHICK ADDS TO 
SALES STAFF 


tional merchandise. 

Mr. Sherman and Mr. Grey, 
whose offices are located at 684 
Penobscot Bldg., Detroit, Mich., 
have been connected with the 


| manufacture and merchandising 


of housewares, appliances and 
toys for the past 15 years. 


BROOKLYN PAINT WORKS 
IN LARGER QUARTERS 


L. Francis Case, president of 
the Central Paint & Varnish 
Works, Inc., 61-69 Prospect St., 
Brooklyn, N. Y., has announced 
that the company’s general and 
executive offices have been moved 


| to separate and large quarters to 
| provide increased facilities for 


|the manufacturing and produc- 


L. H. Simmonds, vice-presi- 
dent in charge of sales and adver- 
tiing of Schick Inc., Stamford, 
Conn., manufacturer of electric 
shavers, has announced the ap- 
pointment of Edward Flaherty as 
supervisor of the Boston sales 
territory, and of Lawrence Glas- 
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tion departments. 








Latest News on 


RECONVERSION 
on page 136 





Westchester Brickote Products Co., Inc. 


Manufacturers 





ELECTRIC FIRELOGS 
Andirons and other Accessories for the Fireplace 
IMMEDIATE DELIVERIES 





walk oer, 


ai 


Red Bulbs, Aluminum Spinners and Pins for Electric 
Firelogs now available as a replacement item. 





Ou. products are nationally known and proven best sellers. 
Literature sent upon request 





WESTCHESTER BRICKOTE PRODUCTS CO., Inc. 
1528 Williamsbridge Rd., New York 61, N. Y. 
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WISCONSIN DEALER 
BEGINS 61ST YEAR 
AS STORE OWNER 


George M. Phelps recently 
rounded out 60 years in the 
hardware business in the same 








GEORGE M. PHELPS 


store in which he invested $100, | 
in 1866, as a 15-year-old boy. He | 
really started in the hardware | 
business four years earlier by 
blacking stoves and making 
metal strips for butter tubs in 
the store of his father, the late 
Milo Phelps, at Rio, Wis. It 
was in this way that he earned | 
his original investment in the | 
store. He has been sole owner 
since 1905. 

When 17 years of age Mr. 
Phelps and his father built and 
installed one of the first fur- 
their section of the 
working from pictures 


naces in 
country, 


as neither had ever seen a fur- 
1ace installation, That included 
all the pipes, casings, hood and 
stacks. The 
still in use. Oxen yokes and 
‘rass tips for oxen horns were 
items of stock in years past. 


J. M. PATTEN & SON 
IS NEW AGENCY 


The firm of McKnight & Pat- 
ten, manufacturers’ agents, Mem- 
Tenn., has divided 
into two separate businesses. The 
food- 


phis, been 


agency formerly handled 
stuffs and hardware and 
items. R. H. McKnight, who had 
been a food broker in Memphis 
for many years, has taken over 
the food line, and is operating as 
a new company, T. H. McKnight 
& Sons. 

J. M. Patten, who formerly 
covered the entire South to the 
hardware wholesalers with hard- 
ware and glass, has formed the 
other new company, 
J. M. Patten & Son, located at 
501 McCall Bldg.. Memphis 2, 
Tenn. 

FORM MAR.CLIFF, INC. 

TO DISTRIBUTE TOYS 


Formation of a new distribut- | 


ing company to handle toys and 
specialties, selling to toy, station- 
ery, furniture, hardware, electri- 
cal and department stores in the 
eastern area, has been announced 
by Clifford Cowen, president of 
the new organization to be known 


as Mar-Cliff, Inc. Offices are lo- | 


cated at 1841 New 


York. 


Broadway, 


known as | é : 
| of increasing orders. All sales are 


heating system is | 


glass | 


The Mar-Cliff sales staff con- 
sists of 12 men, covering a terri- 
tory from Massachusetts to Dela- 
ware. Lines represented include 
toys and Christmas tree lights 


and electric heaters manufac- 


| tured by Noma Electric Corp., 


and also several other exclusive 
items such as a toy “Atom Ray 
Gun.” a Christmas tree stand, 
and package decorations. 
Associated with Mr. Cowen is 


Joe Bonomo, chain store mer- 
chandising specialist and pub- 


lisher. 


OAKLAND ENGINEERING 
IN NEW PLANT 

The Oakland Engineering Co. 

is now in its new factory at 800 

100th Ave., Oakland, Cal. The 


| new plant is so laid out that its 


“Billy Boy” Pedal Cars come off 


| an assembly line. This new plant, 


according to I. S. Fireman, sales 
manager, is enabling the firm to 


| make prompt deliveries in spite 


through jobbers. 


UNION HDWE. & METAL 
PLANS WAREHOUSE 


Plans are being prepared for 
construction of a new warehouse 
building north of First Street, 
between Central Ave. and Ala- 


| meda St., Los Angeles, Calif., for 


the Union Hardware and Metal 
Company, wholesaler, of 411 E. 
Ist St., that city. The reinforced 


| concrete structure will be four 


stories high and 100 x 250 ft. in 


area. No information as to cost 


| is yet available. 











MAYTAG CO. OFFICIALS GREET directors of the Globe American Corp., Kokomo, 


Ind., manufacturers of gas and electric ranges, who flew to Newton, la., for a conference with 
Maytag officials on an advertising and merchandising promotion. 


From left to right are: Fred Maytag II, president, 


the Maytag Co.; A. P. Chester, 


president, Globe American Corp.; Earl B. Barnes, Indianapolis, Globe director; P. H. Dur- 
ham, Globe American director and vice-president of the Shell American Corp., Kokomo; 


A. S. Sherman, vice-president, Globe American; Dick Whitney, pilot; 


Roy A. Bradt, Maytag 


vice-president in charge of distribution; Mark A. Brown, Globe American director and 
executive vice-president of the Harris Trust & Savings Bank, Chicago, and George Um- 
breit, Maytag executive vice-president and treasurer. 
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GOODYEAR SALES MGR. 
30 YEARS WITH FIRM 
C. R. Langdon, Goodyear Tire 

& Rubber Co. manager of sales 
and office personnel, has just 








Cc. R. LANGDON 


completed 30 years’ service with 
the company. 

Mr. Langdon began his Good- 
year career as a_ production 
worker in 1916. He served in 
various sales positions on the 
West coast until returning to 
Akron as sales school manager in 
1928. 

Later, he was petroleum sales 
manager in California, district 
manager at Sacramento, and held 
a similar position in Cincinnati. 
In 1936 he was appointed as 
manager of retail stores, and 
was appointed to his present post 
in 1939. 

NAMED DISTRICT MGR. 

FOR TAPPAN STOVE 


Gordon D. Boyle, sales repre- 
sentative for the Tappan Stove 
Co., Mansfield, Ohio, has been 
named a district manager for the 
firm, 

Mr. Boyle, who has been with 
Tappan Stove since 1935, wil 
be in charge of Kentucky, Ten- 
nessee, Southern West Virginia 
and Southwestern Kentucky. 





AGENCY ENTERTAINS 
SALESMEN ON WEEK’S 
FISHING TRIP 


Mr. and Mrs. B. M. Vaughn, 
owners of the B. M Vaughn & 
Co, 3227 Milam St., Houston 6, 
Texas, manufacturers’ agents, 
played host to some of its asso- 
ciate salesmen and their fam- 
ilies on a week’s fishing trip on 
the Gulf of Mexico, early last 
month. 

Fishing proved to be pretty 
| poor but an enjoyable time was 
| had in cruising and touring 
| Mexican gulf towns and visiting 
Mexican night clubs. 
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CASH IN NOW! 


ON THE TREMENDOUS 
DEMAND FOR WHEELS 


@ BIG PROFIT 
@ FAST TURNOVER 
@ REPEAT SALES 





You can rely on Gleason heavy duty FULL SIZE 
general purpose Wheels. Built big RANGE 
and sturdy; perfectly balanced; 6x2 
complete with anti-friction bearings; “ 
air-cushioned, puncture proof tires; 8x1.75 
electrically welded steel hubs; scien- 8x2 
tifically engineered to assure smooth 10x1.75 
rolling, long life and full customer 10x2 
satisfaction. 10x2.75 
Cash in now on the popular demand. 12x1.75 
Ideal for mobile toys, lawn furniture, 4.00x8 
carts, wagons, trailers. There is a (Barrow) 
Gleason Wheel for every homecraft or Special Sizes 


industrial use. 


IMMEDIATE DELIVERY — BIG PROFIT 


Volume production assures you the finest wheel at prices 
that permit a generous mark-up, and volume sales. Buy 
direct. Send now for complete information—dealer 
prices—immediate delivery. 


GLEASON CORPORATION 
DEPT. 1 
Milwaukee 3, Wis. 





161 W. Wisconsin Avenue 






















HEXAGONAL NETTING. 
The high standard of the 
industry. Multiple twist 
-.-evenly woven... per- 
fectly straight selvage 

.-- heavily galvanized 
with gleaming fin- 
ish. This popular 
product is readily 

identified by the 

famous colorful 
rooster label. 
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The new, complete Power Saver line offers you 
a real opportunity to cash in on the tremendous 
demand for farm water systems. 


Power Savers are surprisingly low in price— 
ruggedly built for years of trouble-free service 
—and unusually easy to install. 


NEW MODELS 
AVAILABLE NOW! 


MODEL PS... 


Complete deep well system for cold climates 
equipped with famous Power Saver twin-cyl- 
inder balanced pump. 


MODEL XPS... 


For warm climates and where sealed wells are 
desired. Efficient twin-cylinder pump brings 
water from deepest wells. 


MODEL SC... 


Designed for wells with 3-inch or 4-inch cas- 
ing. Powerful single-cylinder force pump is 
adaptable for cold or warm climates. 


MODEL SW... 


Complete, compact water system for wells not 
over 25 feet deep. Easy to install in basement 
or pump house. 


Vlew CATALOG 


Send today for the new 
Power Saver catalog which 










shows all the new models 
and installation suggestions 
on how the Power Saver can 
be used in YOUR territory. 





NATIONAL MILKER 


ee a ones 2 ok & ma men, | 
Distributor - Milkers & Power Saver Water Systems 


Des Moines, lowa 


515 East Grand Avenue 
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OPA BOOSTS RETAIL PRICES 
OF 20 CLASSES OF GOODS 


Average retail price increases include gas stove, 4 
p.c.; electric stoves, 9 p.c.; small appliances, 4 p.c.; 
vacuum cleaners, 7 p.c., etc. 


Pursuant to the requirements 
of the Price Control Extension 
Act which prohibits any reduc- 
tion in mark-ups of retailers and 
wholesalers ofter March 31, 
1946, OPA has increased ceiling 
prices on 20 classes of consumer 
durable goods. 

Although the action became ef- 
fective Aug. 19, 1946, retailers may 
not charge the higher prices 
until they receive shipments 
ticketed by manufacturers with 
the new prices, OPA said. 

OPA had previously granted 
increases in manufacturers’ ceil- 
ing prices on these articles. At 
the time of these increases, it 
had required wholesalers and re- 
tailers to absorb some or all of 
these increases. The new in- 
creases, required by the new law, 
represent the amount resellers 
had absorbed since March 31, 
1946. 

This completes the actions in 
the consumer durable goods field 
necessitated by the new act with 
the exception of household me- 
chanical refrigerators, OPA said. 
Price adjustments for refrigera- 
tors will be announced shortly. 

No adjustments are needed for 
such articles as furniture, floor 
coverings, lamps, some types of 
bedding and luggage inasmuch 
as OPA has required no cost 
absorption by resellers on them 
since March 31. 

Another provision of the new 
law which prohibits any reduc- 
tion in wholesalers’ and _ retail- 
ers’ peacetime mark-ups for re- 
conversion products—such as 
automobiles—is not applicable to 
this list of consumer durable 
goods, OPA has. determined. 
This is because sales of these 
articles do not make up the 
principal sales volume of the re- 
tail industries which sell these 
products, a provision contained 
in the “auto dealers’ amend- 
ment.” 

The listing of commodities and 
approximate effect at retail is as 
follows: 
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Bicycles 3.5 9% 
Box Springs 12 % 
Chinaware—ordinary house- 
hold 7 % 
Clocks and_ non-jeweled 
watches 6 % 
Coal, oil, and wood stoves 5 % 


Dry batteries 

Electric ranges 

Gas ranges 

Household aluminum cook- 
ing utensils 

Metal bed springs 4 

Metal cots and double-deck 


eo -) 
RRs 


uw 
RAR 


beds 3 % 
Metal office equipment 4 % 
Outboard motors 5 % 
Photographic equipment 
such as cameras, small 
projectors, and _ light 
meters 6 % 
Portable typewriters 5 % 
Radios and electric phono- 
graphs 3 % 
Small electrical appliances 
such as toasters, electric 
irons, small space heaters, 
coffee makers, and shav- 
ers 4% 
Vacuum cleaners 7% 
Washing machines 7% 
Window shades 10 % 











New Tool Pricing Method 
Boosts Retail Ceilings 


A simplified method of pricing 
for sales at retail of hand-cutting 
tools, heavy forged and mining 


tools, mechanical hand-service 
tools, farm and garden tools, 
trowels, shovels, spades and 


scoops, resulting in higher retail 
ceiling prices has been an- 
nounced by the Office of Price 
Administration. The action be- 
came effective August 9, 1946. 
This action will result in ap- 
proximate increases in retail ceil- 
ing prices of 10 per eent on 
heavy forged and mining tools, 
7.2 per cent on handcutting tools, 
4.3 per cent on farm and garden 
tools, trowels, shovels, spades 
and scoops, and 2.2 per cent on 
mechanical hand-service tools. 
As required by the Price Con- 
trol Extension Act of 1946, re- 


| 


tailers are permitted the _per- | 


centage mark-up in effect on 
March 31, 1946. For purchases 
made from manufacturers, a 
mark-up on cost of 67 per cent 
may be added, and on purchases 
from wholesalers, 50 per cent. 
The retailer’s ceiling price may 
be rounded to the nearest mul- 
tiple of five cents. These mark- 
ups represent the average cus- 
tomary mark-ups of hardware 
retailers. 

Previously, retailers were per- 
mitted to add their suppliers’ 
dollar-and-cent increases to the 
freeze prices on these tools, ex- 
cept in the case of heavy forged, 
and mining tools where they 





were required to absorb the full 
amount of the manufacturers’ 
increase. 

In an action affecting manu- 
facturers and wholesalers, OPA 
no longer requires the whole- 


salers to invoice these commodi- 
ties on the basis of an original 
ceiling and an _ adjustment 
charge. This, in addition to the 
fixed percentage mark-up at re- 
tail provided in today’s action 
eliminates the need for “double 
billings.” 

(Maximum Price Regulation 
614—Retail Sales of Specified 
Articles of Hardware—effective 
August 9, 1946.) 








10,000 CHAIN LADDERS 
GO ON GOV'T. SALE 


Over 10,000 surplus. chain 
ladders are being offered for sale 
at prices ranging from $5 to $30, 
the Unjted States Maritime Com- 
mission announced. These ladders 
are of galvanized lock link chain 
with securing fasteners at each 
end and steps of pipe reinforced 
with wood and steel. They 
range in length from 15 to 80 
feet and in width from 15 inchés 
to five feet. 

They were used aboard ships 
during the war as emergency es- 
cape ladders and should be 
useful for this purpose at hotels, 
tourist homes, factories, and all 
type buildings. 

Shipments will be made to 
buyers from East or West Coast 
locations and minimum accept- 
able orders will be $200. Com- 
plete description, quantities, 
prices, and locations of these 
ladders may be obtained by con- 
tacting the Materials Disposal 
Section, U. S. Maritime Commis- 
sion, Washington 25, D. C., or 


any of the Maritime Commission 
offices located in Baltimore, Bos- 
ton, Chicago, New Orleans, New 
York, Oakland, Calif., Philadel- 
phia, Portland, Ore., Seattle, and 
Wilmington, Calif. 





VIL CLOTH PRICES 
RAISED 13% P.C. 


Wholesale and retail ceiling 
prices for oilcloth have been in- 
creased 1344 per cent to permit 
the passing on of a similar in- 
crease recently granted oilcloth 
manufacturers, the Office of Price 
Administration has announced. 
The action, effective August 12, 
1946, applies specifically to 
wholesale ceilings, but retailers 
are automatically permitted, un- 
der existing retail ceiling price 
provisions, to raise their prices 
by the same percentage amount 
that oilcloth prices to them are 
increased. Retailers already have 
authority to raise their prices to 
the extent of increases in prices 
they pay for oilcloth as their mar- 
gins do not permit any further 
absorption, OPA said. 
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NAILS, BUILDERS’ HDWE. 
GIVEN HH RATING AS 
SPUR TO VET HOUSING 


Nails, builders’ hardware, elec- 
trical wiring devices, and a num- 
ber of other metal building mate- 
rials have been added to the list 
of items for which builders may 
obtain HH preference ratings to 
assist procurement tor the Vet- 
erans’ Emergency Hous:ng Pro- 
gram, the Civilian Production 
Administration and the National 
Housing Agency have announced. 

In addition, nails, builders’ 
hardware and electrical wiring 


devices were added to the list of | 
materials for which HHH ratings | 


may be granted to veterans’ tem- 
porary re-use housing project con- 
tractors. The HH and HHH 
ratings for nails, however, have 
no effect on orders placed with 
producers, being effective 
against distributors. Practically 
all production of nails is chan- 
nelled through distributors. 
CPA action was taken by 
amending Schedule A and Direc- 
tion 11 to Priorities Regulation 
33. Other metal building mate- 
rials added to Schedule A, per- 


only | 


mitting issuance of HH ratings, | 


frames, 
frames, 


were metal doors and 
metal window sash and 
metal plaster base (metal lath), 
boilers (low-pressure—residential 
heating types), furnaces (floor, 
wall), and registers and grilles 
(for heating systems). 


Builders’ hardware added to 
Schedule A included the follow- 
ing types only: (1) butts, 


hinges, hasps; (2) door locks, 
lock trim; (3) sash, screen, and 
shelf hardware; (4) night 
latches, dead locks; (5) spring 
hinges; (6) sash balances, sash 
pulleys. 

Electrical wiring devices added 
to the schedule were the follow- 


to Direction 8 (Prefabricated 
ifousing) of PR-33 to add nails 
to the list of materials for which 
prefabricators may get HH ,rat- 
ings for the manufacture of pre- 
fabricated houses under the 
Veterans’ Emergency Housing 
Program. This addition was 
coupled with a provision permit- 
ting prefabricators who have 
already received their third quar- 
ter authorizations to use the HH 
rating to get minimum quantities 
of nails needed to complete ap- 
proved third quarter production. 
Consequently, such prefabricators 
do not have to submit new third 
quarter applications for nails. 
Direction 11 to PR-33, cover- 


ing special assistance for Veter- 
ans’ temporary housing 
projects, was amended to permit 
producers of certain materials to 
charge AAA-rated deliveries 
against the 20 per cent ceiling 
provision on certified-HH rated 
orders, and to add several new 
items to the HHH list. Paragraph 
(g) (2) of Direction 11 was re- 
vised to provide that the maxi- 
mum combined amount of certi- 
fied-HH and AAA rated order 
which a producer need accept for 
delivery of cast iron soil pipe, 
gypsum board or building board 
in any month is 20 per cent of 
his production of each material 
in that month. The new materials 
added to the list of items for 
which veterans’ temporary re-use 
housing project contractors may 
be authorized to use HHH rat- 


re-use 


ings were: nails, electrical wiring | 


devices as listed in Schedule A to 
PR-33, and builders’ hardware as 
listed in Schedule A. 

CPA’s Steel Branch explained 
that the reason for making the 


HH and HriH rat.ngs to obtain 


| nails non-applicable to producers 


is to avoid upsetting established 
patterns of production and dis- 
tribution, 

HH ratings to obtain nails for 
housing, primarily for veterans, 
may be issued to builders under 
certain conditions by the Federal 
Public Housing Authority or the 
Federal Housing Administration, 
on authority delegated to them by 
CPA. For veterans’ temporary re- 
use housing projects, when HH 
ratings may not assure delivery in 
time to complete housing for vet- 
erans at colleges and in munici- 
palities on schedule, HHH rat- 
ings may be issued to contractors 
by FPHA. 

The “5S cubic feet” limitation 
on ice refrigerators was elim- 
inated from the listing in para- 
graph (p) of Direction 11, cover- 


| ing “authorized order” procedure 


for “earmarked products” mate- 
rials made specially for tempo- 
rary re-use housing projects for 
veterans. 








Lighting Fixtures and Parts 
Get 10% Interim Rise 


Manufacturers of lighting fix- 
tures and parts have been given 
a 10 per cent interim increase 
over their base ceiling prices for 
these products, effective August 
13, 1946, the Office of Price Ad- 
ministration has announced. All 
types of non-portable lighting 


| fixtures, both fluorescent and in- 
candescent, for industrial, com- 


and 
are 


or residential use 
for these fixtures 


mercial 
all parts 
covered. 

At the same time, resellers 
were permitted to raise their 
maximum prices the same _per- 
centage amounts as their net in- 


| voiced costs are increased. 


ing kinds only: (1) sockets, 
lampholders, and lamp _recep- 
tacles—medium screw _ base 
types; (2) convenience recep- | 


tacles (outlets, base plugs); (3) 


toggle switches; (4) wall and 
face plates; (5) outlet, switch 
and receptacle boxes — covers, 


hangers, supports and clamps in- 
cluded; (6) box connectors for 
residential-type metallic or non- 
metallic sheathed cable. These 
electrical wiring devices were 
added on July 11 to Schedule I 
of PR-28, under which CC rat- 
ings are granted to manufactur- 
ers to assist them in increasing 
production. 

CPA has also amended List 1 


AUGUST 29, 1946 


The agency pointed out that 
cost of materials made up about 
60 per cent of the cost of mak- 
ing lighting fixtures in 1941 and 
that increases in the prices of 
wire, steel, stampings and trans- 
formers have exceeded 10 per 
cent since the base date. In 
addition, labor costs have been 


raised more than 10 per cent. | 
| cent 


Moreover, because all past cost 
increases were not included in 
the data submitted, it is apparent 
that the interim increase is not 
greater than the final adjust- 
ment that will be required after 
a survey of the industry which is 
now underway is completed. 
Because lighting fixtures in- 
clude a vast number of items, it 
is possible that some covered by 
this interim price increase have 





been granted previous increases 
under other actions this re- 
cent action provides that in such 
cases the manufacturer may take 


so 


only one increase, whichever is 
higher. 


The agency also made it clear 
that where through individual 
price adjustment higher prices 
have been granted than permitted 
by today’s general action that 
such companies could continue 
to charge the higher prices pre- 
viously approved. 

(Order No. 677 under Revised 
Maximum Price Regulation 136 

Adjustment of Maximum 
Prices for Lighting Fixtures— 
effective August 13, 1946.) 








$1.75 PER TON RISE FOR 
CAST IRON SOIL PIPE 


An increase of $1.75 per ton 
for cast iron soil pipe and fittings 
has been announced by the Office 
of Price Administration. The,ac- 
tion, effective August 13, 1946, 
reflects increases in costs since 
May 25, 1946, when OPA allowed 
4 price increase of 64 per cent. 

The two per cent increase will 
be reflected in ceilings for resell- 


| ers, who are permitted to apply 


their OPA approved mark-ups to 
their new acquisition costs. 
Main reason for the new 
‘rease is the $2 per ton raise in 
the maximum price for pig iron, 
which normally constitutes 70 per 
of the metal used in soil 
pipe production. In addition, the 
ceiling for coke used in soil pipe 
production was advanced by OPA 


in- 


| by $1.35 per ton in June, 1946, | 


requiring an additional 35 cents 
per ton in the cast iron soil pipe 
ceiling. 

(Amendment 7 to _ Revised 
Price Schedule 100—Cast Iron 
Soil Pipe and Fittings—effective 
August 13, 1946.) 


INTERIM PRICE RISE 
GIVEN FOR STRIKING 
TOOL HANDLES 


An interim increase of seven 
per cent in the maximum prices 
of striking tool handles for pro- 
ducers and distributors has been 
announced by the OPA. The in- 
crease became effective August 
20, 1946. Included in this action 
are axe, adze, pick, grub hoe, 


sledge, maul, hammer, and 
hatchet bundles. 
The seven per cent increase 


must be shown by each seller on 
his invoice as a separate amount 
added to the total of the invoice. 

The percentage mark-up al- 
lowed to distributors by this ac- 
tion is the same mark-up which 
was in effect March 31, 1946, as 
required by the Price Control Ex- 
tension Act of 1946. 

(Amendment No. 38 to Second 
Revised Supplementary Regula- 
tion 14 to the General Maximum 
Price Regulation—Hickory Strik- 
ing Tool Handle Blanks and 
Striking Tool Handles—effective 
August 20, 1946.) 
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Photo Courtesy 
Marshall Field & Co. 


The truly simple treatment in design— 
without embellishment to distract the 
eye—is hardest of all to achieve. No 
design calls more for artistry—nor leads 
to greater beauty—than the refinement 
of line that distinguishes builders hard- 
ware styled by SAGER...correct Builders 
Hardware for both period and contem- 
porary design, created to blend authen- 
tically with any architectural plan. Dur- 
able, easy to install, hardware styled by 
SAGER lends distinction to many of 
the nation’s most beautiful buildings. 


BETTER STYLE IN BUILDERS HARDWARE by 


SAGER) 


NORTH CHICAGO, ILLINOIS 
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| ically explained in a 32-page il- 
| lustrated booklet issued by the 
| War Assets Administration. 


| offered hem in surplus disposal. 






Impose Export Controls 
On More Building Materials 


At the request of the National 


| Housing Agency, 32 additional 


building materials and equip- 
ment urgently needed in the 
veterans’ emergency housing pro- 
gram have been placed under ex- 
port control and will require in- 
dividual licenses for shipment 
abroad, it has been announced by 
the Office of International Trade, 
Department of Commerce. 

A longer list of nearly a hun- 
dred commodities had _ been 
under discussion by representa- 


Asbestos paper, millboard, and 
roll board. 

Asbestos pipe covering. 

Asbestos sheets. 

Baseboard panels. 

Gypsum, calcined. 

Woven-wire screen cloth. 

Heating system controls. 

Circular saws. 





Steel band, pit drag, and mill 


| Saws. 


Crosscut and hand saws. 
Augers and bits. 
Shovels, spades, scoops, and 


tives of OIT, NHA, and the Ci-| drainage tools. 


vilian Production Administration, 


Ballast forks, stone forks. and 


but it was agreed that for the | trowels, 


present only 32 of the most criti- 


Guttering, metal roofing sheets, 


cal items would be placed under | roofing, steel. 


control. Action is being taken 


| on the reduced list, OIT said, 


“with the hope that further 


building items will not have to| 
| be added, and that an improved | 


supply situation will soon make 


| possible substantial reductions in 
| the number of commodities under 


export controls.” 
The list follows: 
Linoleum. 
Felt-base floor coverings. 
Gypsum lining paper. 
Roofing felt paper. 
Standard Portland cement. 
White nonstaining cement. 


Brass and bronze window 
strips. 
Motors, Ye horsepower and 
under. 
Temperature controllers. and: 
parts. 


Concrete block machines. 

Bending machines. 

Sawmill machinery. 

Planers, matches, jointers and! 
molders. 

Veneer machinery. 

Woodworking machinery. 

Brickmaking machinery. 

Wheelbarrows. 

Asbestos roofing. 








BOOKLET EXPLAINS 
SURPLUS BUYING 
PROCEDURE 


“How, What, and Where” to 
buy surplus property is graph- 


Available at the Washington 
and regional WAA offices, and at 
post offices throughout the 
country, the booklet is a handy 
guide for prospective buyers of 
surplus property of all kinds in 
the United States and its terri- 
tories and possessions. 

The prioritié& accorded vet- 
erans and other groups are ex- 
plained, and priority holders are 
told what they must do to take 
advantage of the opportunities 


The booklet tells where to get 
information on sales and lists 
sales offices of WAA and other 
domestic disposal agencies with 
addresses and telephone num- 





bers. Also listed are veterans’ 


and small business certification 
offices. 


EVINRUDE MOTOR PARTS. 
PUT ON SURPLUS SALE 


Spare parts for surplus Army 
Evinrude outboard motors valued 
at approximately $150,000 are for 
sale at reduced prices, according 
to the United States Maritime 
Commission. The assortment in- 
cludes crankshafts, flywheels, 
magnetos, carburetors, bushings, 
housings, and propellers. 

This surplus material is located 
at Columbus, Ohio and permis- 
sion to inspect and information 
on specific location may be ob- 
tained from the Materials Dispos- 
al Section, Maritime Commission, 
Washington 25, D. C., or any of 
the Commission’s offices located 
in Baltimore, Boston, Chicago, 
New Orleans, New York, Oak- 
land, Calif., Philadelphia, Port- 
land, Ore., Seattle, and Wilming- 
ton, Calif. 
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Regulation W Amended to Embrace 


Installment Sales Up to $2000 | 


(Washington Bureau 
of HARDWARE AGB) 

Regulation W, controlling con- 
sumer credit, has been amended 
to bring under Government con- 
trol all installment sales up to 
$2000 instead of only those up to 
$1500—the old maximum exemp- 
tion level. The amendment, effec- 
tive Sept. 3, was issued by the 
Board of Governors of the Fed- 
eral Reserve System to cover 
rising prices, particularly on au- 
tomobiles, and to counteract the 
jump in consumer credit that has 
occurred since the regulation was 
relaxed last fall. 

Also effective Sept. 3, the max- 
imum maturity for installment 
loans that are not connected with 
the purchase of consumers’ dura- 
ble or semi-durable goods has 
been reduced from 18 to 15 
months. Installment credits for 
durables remain subject to a 
maximum maturity of 12 months 
or 15 months in the case of auto- 
mobiles. 

Regulation W will expire when 
the end of the present emergency 
has been decreed by the Presi- 
dent or Congress, but the Board 
of Governors has asked Congress 
for legislative authority to con- 
tinue the control of consumer 
credit as a permanent part of its 
fiscal powers. Several adminis- 
tration Congressmen have indi- 





cated that they will introduce 
such legislation when Congress 
meets again next January. Rep. 
Jesse Wolcott, Rep., Mich., rank- 
ing minority member of the 
House Banking and 


mination of Regulation W and 
says he will place such a bill in 
the Congressional hopper. 

Much depends on the com- 
plexion of Congress after the No- 


vember elections. Should the | 
Administration lose its present | 
slender majority, Mr. Wolcott 


would succeed to the chairman- 
ship of the Banking and Cur- 
rency Committee. He could then 
effectively stymie any legislation 
not to his liking and be in a pow- 
erful position to push through a 
bill killing Regulation W. Even 
in his minority status, his in- 
fluence would be considerable. 

If the Administration should be 
given legislative authority to con- 
tinue control of consumer credit 
on a permanent basis, Federal 
Reserve officials told HarDWARE 
Ace that the law would probably 
be administered in the following 
manner: the regulation would be 
kept on the books, but in stand- 
by condition, and would only be 
invoked when the economy of the 
country was not in balance; or, a 
very liberal regulation would be 
a permanent fixture. 





CAST IRON AND ENAMEL 
KITCHENWARE UTENSIL 
PRICE UP 5 P.C. 


Manufacturers’ ceilings on cast 
iron and enamel kitchen utensils 
have been increased five per cent, 
the Office of Price Administration 
announced. Designed to allow 
normal peacetime earnings to the 
industry, this action, effective Au- 
gust 5, 1946, is the first industry- 
wide price increase granted these 
manufacturers. Consumer prices 
will be increased by five per cent, 
as required by the Price Control 
Extension Act of 1946, which re- 
quires that wholesalers and re- 
tailers receive their current cost 
of acquisition plus mark-ups of 
March 31, 1946. 


The increase is based upon an 
industry cost survey which 
showed that increased labor and 
material costs could not be ab- 
sorbed fully. A few manufactur- 
ers who have already obtained 
individual price adjustments will 
not be permitted to raise ceilings 
under today’s measure. However, 
they will be required to figure re- 
sellers’ ceilings to bring about a 
pass-through percentage-wise of 
the increase at the manufacturing 
level. 


AUGUST 29, 1946 





(Order No. 5122 under Sec- | 
of Maximum | 


tion 1499.159b 
Price Regulation 188 — House- 
hold Kitchen Ware—Adjustment 


of Ceiling Prices—effective Au- | 


gust 5, 1946.) 
BROKERS DENIED 
PRIORITIES IN 
WAA SALES 


(Washington Bureau 
of HARDWARE AGE) 


WAA has ruled that persons | 


acting as brokers cannot exercise 


a priority in buying surplus prop- | 


erty. It defined brokers as per- 
sons whose business it is to bring 
together buyers and sellers; who 
do not normally take title or pos- 
session; and who are generally 
agents of one of the parties to a 
transaction. Dealers, jobbers and 
distributors, however, may qual- 
ify for a veteran’s or other prior- 
ity if satisfactory evidence shows 


that they are not merely seeking | 


to acquire property for consign- 
ment to other persons or firms, a 
WAA instruction to its field di- 
rectors pointed out. Such appli- 
cants will be required to furnish 
information as to financial posi- 
tion, availability of suitable facili- 
ties, possession of required li- 
censes and type of disposal. 


Currency | 
Committee, has called for the ter- | 







green, red or black. 





A husky, durable seat cushion. 


IDEAL RUBBER CO. 
200 FIFTH AVENUE, N. Y. 10, N. Y. 





RUBBER BATH MAT 


Fine quality bath mat at a popular price. 
Husky, durable synthetic rubber. Liberally 
sized 13% x 23. Can also be used as a pro- 
tective mat in shops, store floors, etc. In 


RUBBER DRAINBOARD MAT 


A “must” in every kitchen. Long lasting and 
serviceable. In green, red or black. 


SPONGE RUBBER SEAT CUSHION 


Year-round staple. Very soft sponge rubber. 
















Please ship us vid................ 





doz, RUBBER DRAIN BOARD MATS. 





Store Name............. 


..Dept 


doz. SPONGE RUBBER SEAT CUSHIONG.................... 


($1.09 Retail) 
( .75 Retail) 
( 1.9% Retail) | 





Buyer’s Signature... ..........-cscceecceeees: 
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WOOD CASEMENT 
OPERATOR 








Preferred by leading architects and builders and origi- 
nated by Getty, this efficient, practical window operator 
is designed for use with wood sash. Rugged in design, the 
Getty worm and gear consliuction is sturdy, with no 
backlash. Positive casement control is assured at all times. 
Its inherent strength and simplicity assure life-long, trouble- 
free operation. 


Easy to install. Only two simple measurements: 24%“ from 
jamb; 1” minimum from sash. Only six screws in entire 
installation. 

Low in cost. High quality zinc die casting. 

Can be used without screens as well as with wood, metal, 
or roll screens. 

Long-wear cadmium-plated steel channel guides for butt 
or extension type hinges. 

Lubricated for life at the factory. 


Standard statuary bronze finish (EBL). Also in standard 
plated finishes. 





GETTY BUTT HINGES. A full line of Loose-pin and Tight-pin hinges with 
ball tip or flat button tip. Also Loose-joint hinges. Available in a wide variety 
of sizes and sections; extruded from solid bronze. Extrusion assures a 
@recter density of structure and freedom from pits or porosity often found 
in sand castings. All ore template drilled and come in standard finishes. 


H. S. GETTY & CO., INC. 


3352 N. 10th ST., PHILADELPHIA 40, PA. 
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Warehouse Steel Prices Can Reflect 
Recent Increases Given Producers 


(Washington Bureau 
of HARDWARE AGE) 


Effective Aug. 19, OPA author- 
ized warehouse resellers of alloy 
steel products, screen wire cloth, 
nails, brads, staples and bale tie 
wire to add to their maximum 
prices the amount of increases re- 
cently granted producers. The 
price agency said that the action 
was taken on the basis of ap- 
proved wage increases granted by 


resellers. 
| 


As a matter of clarification, 


provision was made that ware- 


house resellers of iron and steel 


| products, who truck them to buy- 


ers at a cost less than that of or- 
dinary freight, need not deduct 
the resultant savings from their 


| ceilings unless trucking services 


were specifically requested by the 
buyer. OPA explained that it 


| was not the intent of the regula- 


tion to require deductions in 
cases where the cost of trucking 
was less than that of rail ship- 
ment. 

In an action effective May 10, 


1946, trucking was defined as a | 


special delivery service when ask- 


ed by the buyer, and resellers | 


were authorized to include in 
their delivered prices the amount 
by which truck delivery costs ex- 
ceeded freight from the shipping 
point to the destination. How- 
ever, prior to today’s action, spe- 
cial delivery service regulations 
also required deductions to be 
made whenever the actual cost of 
a special delivery service was less 
than freight. 

In another change, OPA will 
allow warehouse resellers to in- 
clude in their maximum prices 
for prime uncoated or coated hot 
and cold rolled steel sheets and 
strip the specified extras for 
drawing quality. This action is 
necessary to reflect for resellers 
the new list of extras which were 
allowed producers for drawing 
quality on July 11, 1946, retro- 
active generally to February 15, 
1946. 

In addition, four products were 
added to those for which the 
drawing quality extra is allowed. 
They are galvanized and galvan- 
nealed sheets, which were erron- 
eously excluded in the initial 
action, and long terne and en- 
amelling sheets. 





SURPLUS ROPE— 
10 MILLION LBS.— 
OFFERED BY WAA 


Approximately 10 million| 
pounds of sisal, henequen and 
jute rope which cost the govern- | 
ment nearly $3,000,000 are being | 
made available by the War Assets 
Administration to agriculture, | 
transportation, marine and indus- | 
trial users. Some manila rope of 
a few sizes suitable for marine 
purposes is included in the of- 
fering. 

Ranging in sizes from % inch 
to approximately 3% inches in 
diameter, the rope, unused and 
in good condition, is said to be 
of high quality and to have been 
made by leading manufacturers 
for the armed services. 

The rope is packed in coils in 
standard lengths of 1,200 feet per 
coil, except sizes % inch through 
44 inch, which are usually in 
coils of 2,400 feet. Most sizes are 
not wrapped, but packaged or 
tied with supporting bands. The 
weight per coil varies from 40 
pounds, size % inch in diameter, 


| 


to 5,225 pounds, size 34 inches. 
The sales are being conducted 
by WAA’s 33 regional offices at 
fixed prices. The rope is being 
sold in pounds based on diam- 
eter, except jute rope which is 
being sold at 11% cents per 
pound regardless of size. 
Purchasers of manila rope are 
required to certify that the ma- 
terial is purchased for use or re- 
sale in accordance with the “end 
use” list of CPA Order M-84. 
LEAD STORAGE BATTERY 
DEALERS GIVEN RISE 


Resellers of lead acid storage 
batteries, cells, and plates may 
increase their ceiling prices for 
these products by the same per- 
centage that their net invoiced 
costs have been raised as a result 
of higher maximum prices grant- 
ed manufacturers on June 11, 
1946, the Office of Price Admin- 
istration announced. 

The percentage pass-on will re- 
place the dollar-and-cent pass-on 
allowed resellers since June 11, 
1946, in conformity with the re- 
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quirements of the Price Control 
Extension Act of 1946. 

OPA explained that manufac- 
turers’ ceiling prices, which are 
not affected by this action, were 
raised on June 11, 1946, to com- 
pensate them for higher lead 
costs. They were permitted to 
raise their ceiling prices at that 


time on all lead acid storage bat- | 


teries, cells or plates. 

The action also relieves manu- 
facturers and sellers of a former 
requirement to supply buyers 
with separate invoice statements 
of resultant increases in their 
maximum net prices. This was 
required when the increase was 
first granted to advise buyers of 
the exact amount of the permit- 
ted price advance but it is be- 
lieved that they are now familiar 
with them so that these state- 
ments are no longer required. 

Manufacturers are also spe- 
cifically authorized to revise their 
list prices for these products and 
resellers are permitted to sell off 
revised lists, subject to the same 
discounts, allowances and other 
conditions in effect May 31, 1946. 

(Amendment No. 50 to Re- 
vised Maximum Price Regulation 
136—Machines, Parts and Indus- 
trial Equipment—effective Au- 
gust 19, 1946.) 


OUTLET BOXES—COVERS 
RAISED 19 P.C. 


Maximum prices for boxes 
and covers for electrical outlets 
and switches have been raised 19 
per cent at the manufacturers’ 
level, the OPA has announced. 

Resellers of these products, 
which are widely used by house- 
holders, may add the same per- 
centage amounts to their ceiling 
prices as their net invoiced costs 
are raised as a result of increase 
in manufacturers’ price. This ac- 
tion became effective August 17, 
1946. 

OPA explained that manufac- 
turers were previously given a 19 
per cent increase in the ceiling 
prices of parts, components and 
sub-assemblies fabricated by the 
stampings process. These prod- 
ucts make up 80 per cent of the 
total production of manufacturers 
of electrie boxes and covers. The 
remaining 20 per cent of their 
products, which are assembled 
from stampings, were not covered 
by the former increase. Failure 
to include these products in the 
increase gave manufacturers an 
incentive to make more unassem- 
bled items for which they could 
get higher prices and cut produc- 
tion of assembled items. 

Manufacturers who were grant- 
ed individual price increases in 
the past may continue to sell at 
their former prices or add the in- 


AUGUST 29, 1946 











crease granted by this action to 
their base prices, OPA said. 

(Order No. 669 under Revised 
Maximum Price Regulation 136— 
Adjustment of Maximum Prices 
for Boxes and Covers for Outlets 
and Switches—effective August 
17, 1946.) 

WOODEN BUCKET-PAIL 

PRICES UP 2 CENTS 


A temporary increase of two 
cents per item in the producers’ 
ceiling prices of tubs, kits, pails 
and buckets made from slack 
cooperage stock, the prices for 
which were increased in April, 
has been announced by the OPA. 
The increase became effective Au- 
gust 14, 1946. 

Ceiling prices on slack barrels 
and slack coopergge stock were 
temporarily increased on April 9 
by OPA in order to stimulate the 
production of these essential con- 
tainers while a cost study was 
being made. This action, on the 
basis of increased costs of cooper- 
age stock corrects the omission of 
tubs, kits, pails and buckets from 
the previous increase, OPA said. 

(Amendment No. 11 to Maxi- 
mum Price Regulation 481 — 
Slack Cooperage and Cooperage 
Stock — effective August 14, 
1946.) 


WAA TO RELEASE NAILS 
FOR VET HOUSING 


Approximately 12,000,000 lb. 
of Army and Navy nails will be- 
come available for the veterans’ 
emergency housing program with- 
in the next 30 days, Lt. Gen. 
Edmun B. Gregory, War Assets 
Administrator, and Wilson H. 
Wyatt, Housing Expediter, have 
announced. The Army and Navy 
supplies are sufficient for ap- 
proximately 30,000 new six-room 
houses. 

Roughly 6,000,000 lb. of the 
nails represent Army and Navy 
surplus, Both Secretary of War 
Patterson and Acting Secretary 
of the Navy Sullivan have agreed 


to release a like amount from | 
their active reserve stocks, Mr. | 


Wyatt said. 
BABY SCALES FREED 
FROM OPA CONTROL 


Baby scales are exempt from 


price control, the Office of Price | 


Administration has announced. 

This announcement is made to 
correct an error in an OPA press 
release of August 14, 1946, which 
announced exemption of five 
groups of commodities from 
price control. Baby scales should 
have been included in the list of 
exempted items. Bathroom 
scales, as previously stated, re- 
main under ceilings. 





























For Quick and Constant 


Sales on HARoWARE COUNTERS! 







Here is a 
DUAL PROFIT opportunity for you: 


§. ACME HARDWOOD 
HANGERS for men and 
women — famous 
best sellers for the 
past 30 years, 
built .for lifetime 
service. Now fea- 
turing the Man's Concave Hanger with 
wooden cross bar for trousers, and a pat- 
ented, reinforced, stationary metal hook 
that cannot pull out — or fall out. 


One-Piece, All Plastic LADY’S HANGERS, 


have set new “‘highs"’ in sales—and re- 
peat sales—from coast to coast ! Cleverly 
designed to keep shoulders straight and 
high, and prevent ugly bustline wrinkles, 
these lovely hangers come in Sunny Am- 
ber, Crystal, Coral, Sea Green and Azure 
Blue. Patented design permits crease-free 
hanging of 3-piece ensemble on one 
hanger. Available in child's size, too. 
VISIT OUR BOOTH AT THE NATIONAL HARDWARE 
SHOW, GRAND CENTRAL PALACE, N. Y., SEPT. 16-21 
Tae Jobbers’ Inquiries Invited 
Prices on Request 


c/VCIME PLASTIC HANGER Corp. 


Subsidiary of Hardwood Hanger Corp. 
380 THROOP AVENUE * BROOKLYN 21, N.Y. © MAIN 2.0021 
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: customers have a list, too, these 
days — a list of WHAT THEY WANT 
TO BUY — and TOP-LINE with its new 
line of beautiful, work-saving, com- 







fort-giving appliances is right at the 
top of the list. 












TOP © LINE 


TOYS APPLIANCES 


TENNESSEE VALLEY 
ASSOCIATED MARKETERS | 


GAMBILL BUILDING, NASHVILLE, TENNESSEE 












The Yale & Towne textbook. opened to a section dealing 
with the pin-tumbler locks. is easy to use because of text 
and adjacent illustrations. 


Yale & Towne Inaugurates 
Builders’ Finished Hardware 


Correspondence Course 


A SPECIAL correspondence course which 235 builders’ hard- 
ware specialists, including some women in that field, have 
tested and which they agree is a practical help in training (or 
“refreshing”) builders’ finished hardware salesmen has been in- 
troduced by The Yale & Towne Mfg. Co., Stamford, Conn., divi- 
sion. This follewed two years of “pre-testing” in representative 
sections of the country. The course, now comprising 25 lessons, is 
to be supplemented with additional lessons. It was developed 
through three other sales training courses offered by the sponsoring 
company. 

The first of the three courses, from which the new one was de- 
veloped, is a three-year period for the company’s own sales-ap- 
prentices, including training at the Stamford plant and in the field 
working with experienced company salesmen as they service hard- 
ware distributors. The second is a special Yale & Towne course 
developed to assist wholesale hardware distributors to give similar 
“on-the-job” training to their sales-apprentices. The third is a 
brief residence course for invited builders’ hardware specialists, 
working in groups of four on an intensive five-weeks training plan 
at the company’s plant. 

The new correspondence course covers the same subjects as the 
five weeks intensive residence course, but with the “student” com- 
pleting it at his own pace, in his own community, through means 
of a, series of mailed lessons requiring about a year to finish. It 
is being used, currently, in a number of states, as related training 
under the G.I. “on-the-job” training program, with the company 
suggesting the use of “Taking the Mystery Out of Builders’ Hard- 
ware,” written by Adon H. Brownell and published by Harpware 
Acr, to supplement their studies. With the three-year course the 
company also suggests the study of “Taking the Mystery Out of 
Builders’ Hardware” as supplementary reading. 

According to Yale & Towne, the two-year test of the new cor- 
respondence course indicates that an intelligent person can train 
himself within a year to know the important builders’ hardware 
facts and their application. The company also states that it is 
important, too, that the course causes a “student” to dispense with 
a few bad habits generally formed when acquiring the scope of 
knowledge covered through “learning on the job” without sys- 
tematic guidance. 

The four sales training courses were developed during the past 
five years by Meade Johnson, marketing manager, The Yale & 
Towne Mfg. Co., Stamford, Conn., division, under direction of 
Mark A. Miller, assistant general manager who directs all sales 
activities in the Stamford division. 

At present, the correspondenée course, with its 25 lessons, is 
grouped into five parts relating to: Architectural Drawings, Metals 
and Finishes, Builders’ Locks, Hinges, and Door Closers. Part VI 
pertaining to Estimating, Detailing and Ordering is in preparation. 

Anyone who is working, or expects to work, for a dealer handling 
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Yale builders’ finished hardware. and who, after an interview with 
a Yale & Towne sales representative, is recommended by him for 
enrollment, is eligible to take the correspondence course. There is 
no cost to accepted students, excepting postage for mailing 
answers. The sponsoring company provides: (1) text for each 
lesson, each in stiff covers; (2) a red fabricated binder for 
permanent keeping of lessons; (3) review question for each lesson 
—answers being graded, corrected and returned to the student so 
he may note how his mistakes have been corrected; (4) set of 
nine architectural drawings of an actual project by an outstanding 
architect, for practice; (5) a Yale & Towne salesman’s corre- 


spondence book in which to write or typewrite his answers in | 


duplicate—original for Stamford, copy for student; (6) Yale scale 
rule for converting information from architectural drawings; (7) 
personal consultation service in answering special questions by a 


certificate upon successful completion of course. 

Of the course the sponsoring company states that: “The lessons 
on architectural drawings, for example, have the most extensive il- 
lustrations and text relating to doors, windows, cabinets, and other 
building construction with which builders’ finished hardware is 


concerned than any other known book or course. On the other | 


hand, the course hardly shows any drawings with which there is no 
direct relation to finished hardware; it is not just a ‘blue print 
reading’ course. Simple, everyday language is employed and made 
more vivid by illustrations and drawings.” 

Students enrolling, for the correspondence course, are mailed les- 
sons 1 and 2, together with their sets of review questions. When 
Lesson 1 is corrected, graded and recorded in Stamford, it is re- 
turned with lesson 3 and its examination questions. Thus the 
“student” is working on a lesson while one is being corrected and 
another being mailed to him. Average time taken, thus far, to 
complete each lesson has been about two weeks. 

A staff headed by H. Warner Hill, long experienced with contract 
builders’ hardware and writer of many articles on this subject and 
a leading member of the American Society of Architectural Hard- 
ware Consultants, grades the papers. 
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ently te order, They ere used for fine work 
where the stiles on opposite sides of the 
door ere of different widths. They are else 
weed when it is desired te heve « wry lerge 
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tional knob on the other side, 
3 = Bit Key Looks SPACING. The spacing eof @ knob lock 
ie the vertical! distance from the center of the kod to the center of the cylinder, key- 
hele, or turp knob of the leek, The spacing of © look operated by entrance handles is 
the distence from the underside of the lift lewer at the bottom of the leek case to the 
conter of the cylinder, keyhole, or turn knob. 
Thie éifference is shown by the drewings of two locks in illustration No. 4, Alike 
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Typical from the section dealing with builders’ locks. Note 
how vividly clear are the descriptions and illustrations of 
the various parts of a lock. 
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staff conducting the course and (8) Builders’ Hardware Specialist | 








What's in a name? 


The dictionary says a name is “a 
distinctive appelation by which a thing is 
known.” CAMILLUS on the tang desig- 
nates a truly distinctive pocket knife. 
Why? Because fine quality is the first 
consideration of Camillus manufac- 
ture...fine quality at reasonable cost. 
Because seventy years accumulated 
knowledge — plus expert design, 
skilled workmanship, precision pro- 
duction and ruthless inspection — 
backs up this drive. This fine qual- 
ity in your customer's hand turns 
interest into a sale...turns sales 
into greater profit—for you. 
That's what the name CAMILLUS 
means — greater profit for you. 
Camillus Cutlery Company, 
New York 17, New York. 




























» of the oldest and largest 
manufacturers of knives in America 


founded 70 years ago by Adolph Kastor 


a ie 
CAMILLUS 
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OPA CEILING ADVANCES 


Some major and small appliances. Warehouse steel products. Extras on sheet 
products. Hand tools. Garden tools. Mazons’ tools. Brass screw producis. Some 
aluminum products. Some furniture. Brass machine products. Soil pipe. Shellac. 


Some leather. 


Fluorescent transformers. Carbon products for manufacturers. 


Some rubber goods. Some paper and paper products. Some insecticides. Some 
fertilizer and fertlizer materials. Oil cloth. Silver. 
Fs 








Important price rises An- 
nounced August 15, but effective August 
19, OPA authorized price increases on 
some twenty important groups of “con- 
sumer goods” which it is estimated will 
cost the public “well over $150,000,000 a 
year.” 

These increases were granted under new 
price control law provisions which prohibit 
OPA from cutting profit margins of 
wholesalers and retailers below their mar- 
gins of last March 31. Items affected are 
those on which dealers had been required 
to absorb part of price increases granted 
earlier to manufacturers. The increase 
takes effect as soon as dealers receive 
shipments tagged by the manufacturers 
with the new prices. 

The average retail increases include:— 
On radios and electric phonographs, 3 per 
cent; electric stoves, 9 per cent; gas stoves, 
5 per cent; small electrical appliances, 
(toasters, electric irons, heaters, shavers), 
4 per cent. 

Bicycles, 3.5 per cent; box springs, 12 
per cent, ordinary household chinaware, 7 
per cent; clocks and non-jewel watches, 6 
per cent; coal, oil and wood-stoves, 5 per 
cent; dry batteries, 8 per cent. 

Aluminum cooking utensils, 5 per cent; 
metal bed springs, 4 per cent, metal cots 
and double-deck beds, 3 per cent. 

Metal office equipment, 4 per cent; out- 
board motors, 5 per cent; photographic 
equipment (cameras, small projectors and 
light meters), 6 per cent. 

Portable typewriters, 5 per cent; vacuum 
cleaners, 7 per cent; washing machines, 7 
per cent, and window shades, 10 per cent. 

OPA said higher prices for refrigerators 
will be announced shortly, but Adminis- 
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trator Porter said OPA expects that the 
above increases will be the last in the con- 
sumer goods field, except for refrigerators. 
He said that, under the new law, no ad- 
justments are needed for such items as 
furniture, floor coverings, lamps, and some 
types of bedding and luggage, since OPA 
had required no cost absorption on these. 


Warehouse steel prices—Effec- 
tive August 19, OPA ruled, under price 
schedule 49, that warehouse resellers of 
screen wire cloth, nails, brads, staples, bale 
tie wire, and alloy steel products, may 
add to their maximum prices the amount 
of increases granted last June to producers. 

These increases, to offset higher wage 
costs, amounted to 4.2 per cent on alloy 
steel, 11.25 per cent on screen wire cloth, 
$10 per ton on nails, and 20 cents per 
hundred pounds on bale tie wire. 

OPA also provides that warehouse re- 
sellers of iron and steel products, who 
truck them to buyers at a cost less than 
that of ordinary freight, need not deduct 
the resultant savings from their ceilings, 
unless trucking services were specifically 
requested by the buyer. 


Hand tool prices—FEffective Aug. 
1, OPA issued a single order for manufac- 
turers of hand tools, incorporating price 
adjustment provisions previously provided 
in four separate orders, and adding price 
increase factors for manufacturers of gar- 
den tools and masons’ tools. This order, 
under price regulation 188, now comprises 
the following percentages of increase in 
manufacturers’ ceilings: (1) 14 per cent 
on steel and iron shovels, spades and 





scoops. (2) 10 per cent on farm and 
garden tools including all types of forks, 
hoes, .akes, weeders, wheeled and hand 
cultivators and post hole diggers and aug- 
ers. Alsu 1 per cent on cement workers’, 
bricklayers’ tile setters’, mason’s and plas- 
terers’ tools, all types. Also 10 per cent on 
heavy forged tools and mining tools in- 
cluding picks, mattocks, hoes, bars, sledges, 
wedges, hammers, mauls, railroad track 
tools, anvil tools, tongs, etc. (3) 5 per 
cent on mechanics’ hand service tools in- 
cluding chisels, dividers and _ calipers, 
hammers, pliers, punches, screw drivers, 
metal cutting snips and sheurs, wrenches 
and spanners, nail sets and pullers, metal 
tool cases and tool kits. (4) 17.3 per cent 
on hand cutting tools including auger bits, 
drill points and bits, hand braces and 
drills, wood boring tools, star drills, saws 
and saw frames. Resellers at wholesale 
may increase their former approved ceil- 
ings by the same percentage amounts. 
* * * 

Extras on sheet products — In 
another change, under price schedul 49, 
OPA will allow warehouse resellers to in- 
clude in their maximum prices for prime 
uncoated hot and cold rolled steel sheets 
and strip, the specified extras for drawing 
quality. 

This will reflect for resellers the new 
list of extras which were allowed producers 
for drawing quality on July 11, retroactive 
generally to February 15. 

In addition, four products were added to 
those for which the drawing quality extra 
is allowed, namely galvanized and galvan- 
nealed sheets, and long terne and enamel- 


ing sheets. 
> * . 


Brass screw products—Already 
briefly mentioned, OPA moved “to relieve 
immediate hardship of manufacturers and 
permit continued production,” and author- 
ized an interim additional increase of 1.9 
per cent in the ceiling prices of screw ma- 
chine products made entirely of brass. 

Effective August 8, this raise affects only 
products (made of brass) which total 
about 25 per cent of all screw machine 
production. It takes into- consideration 
only the increased cost (since June) of 
brass rod and wire used in making those 
products. 
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The new increase is in addition to the | 
13.6 per cent interim increase in the maxi- 
mum sales prices of all screw machine 
products granted on April 19. As ex- 
plained then, a survey of the industry is | 
being made but adequate reports have not | 
yet been received to permit “final action. | 
However, the increase in the price of brass | 
rods and wire, effective June 3, has placed | 
manufacturers using these products in a| 
hardship position that required immediate | 
relief, OPA stated. 

At the same time, it authorized resellers 
of all screw machine products to pass on 
the percentage amount of the manufac- | 


turers’ increase. 
* 7 


Ai for sit "inesovones | generous UAE ATE Mi! The Universal Liquid Cement 


Aug. 7, NHA is seeking to increase the 2 ounce amt |. 
production <f tally sacied cont inn aod pean Vv for countless household and industrial uses 
oh on ae eS See © BBW. Ready to Use—Sticks Fast—Holds Fast 
materials, by including it under the con- : ». W f—Mends E hi 
troversial “premium payment plan.” This az, ] ee aterproos——s2en ee mg ‘ 
move provides generally for premiums of : i 8 pore —_ or Over we eneration 
aay pe us splay Ambroid prominently on your 
$40 per ton on all Saturday production in counter for easy profits. Attractive, eye-catch- 
excess of quota and $10 per ton for other ty USP ing display box furnished free. One dozen to 
production over quota. The principal aim Cr the box. Put it to work for you now. Also 
is to force the industry to a six-day week ALF. in pints, quarts, and gallons. 
and thus bolster output. The new regu- “OR p J F full-size sample on request. Just send us 
lation, effective as of Aug. 1 and running y~ REE your name and the name of your wholesaler. 
r A postcard will do. 


through next June 30, was issued by Hous- i N 5. 

ing Expediter Wyatt. _ The plan, together | oe AMBROID CoO., 8. om 
with recent increases in allocation of pig EST 1910 

iron to the industry, is designed to expand 305 FRANKLIN ST., BOSTON 10, MASS. 
production of cast iron soil pipe, fittings 

and accessories by 50 per cent—about 180,- | ———— 
000 tons—in the 11 months ahead. An| 
immediate production increase of 20 per 

cent is expected. Monthly quotas, to be 
established for each individual plant, will 

be the higher of the following: (1) Aver- 

age monthly production of the latest three | 

full operating months in the period Janu.- | 

ary through May, 1946, or (2) 90 per cent | 

of the highest month’s production in the | 

same period. Above these base quotas, | 

extra output will command the proposed | 
“subsidies.” 














Shellac mark-up permitted—| 
Existing dollar-and-cents ceilings for un- | 
bleached shellac were revoked and new | 
formula ceilings were established under | 
the maximum import price regulation, ef- 
fective Aug. 6. The new formula permits | 
this product (imported from India) to be | 
sold at the landed cost, plus a mark-up | 
equal either to the full dollar-and-cent 
mark-up charged by the seller on his last 
sale before March 31, 1942, or to 75 per 
cent of the percentage mark-up charged 
by him at that time. By this change, it is 
probable that the cost of making water- 


proof fabrics, phonograph records, var- ba, : ti na ae rt 


nishes and other products containing ot 
shellac will be increased substantially. 
* + sheds 

Increase for transformers—Ef- — 
fective July 27, OPA amended price regu- 
lation 136, raising the price increase factor 


co | 
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STARTER 
a , secuine Joe 


When you sell G-E Watch Dog* fluorescent starters, you build 


more business for yourself in three ways: 


1 Once a customer tries Watch Dogs — once he sees how they 
put an end to BLINK and FLICKER — he'll be back for more 


until all his old starters are replaced. 


2 Users who simplify their fluorescent lighting maintenance by 
using Watch Dogs on your advice will be likely to make your 
store their “fluorescent headquarters.” They'll be in for lamps 
and other profitable items. 

3 Watch Dog users stay sold on fluorescent lighting. They'll 
want it in more and more places. Your selling job will be easier 


for your whole fluorescent line. 


The G-E line of Watch Dog fluorescent starters has a cut-out 
feature that prevents futile starting attempts under dead lamp 
conditions. Blink and flicker are eliminated, ballasts are pro- 
tected, starters last five times longer. Watch Dogs are profitable, 
widely advertised, fast moving merchandise. Ask your G-E 
Merchandise Distributor, or write for full information to Section 
G11-829, Appliance and Merchandise Department, General 


Electric Company, Bridgeport 2, Connecticut. 
*Trade-mark Reg. U. S. Pat. Of. 


GENERAL ‘:; ELECTRIC 


for your whole Fluorescent Line 


granted manufacturers of fluorescent trans- 
formers, from 11 to 20 per cent. OPA 
also raised the price increase factor for 
radio transformers, having fixed iron cores, 
from the former 25 per cent to 33 per cent, 
and for all other radio and specialty trans- 
formers “from the former 19 per cent to 
27 per cent. This action was taken, OPA 
said, to compensate manufacturers for in- 
creases in materials and labor costs not 
accounted for by the previous price 


increase. 
+. . * 


Carbon products raised—OPA 
has increased ceiling prices for carbon 
products for manufacturers, under regula- 
tion 136, by 11 per cent, effective Aug. 13, 
“to compensate for rising costs of material 
and labor and assure continued production.” 
Carbon products covered include carbon, 
graphite and metal graphite brushes and 
contacts and other items for electrical and 
mechanical use, except electrodes for elec- 
tric furnaces and carbon or graphite an- 
odes for electrolytic cells. Resellers are 
permitted to pass on the increase by rais- 
ing their maximum prices the same per- 
centage amounts as their costs are ad- 
vanced. Companies that have received 
individual price adjustments may not take 
this additional increase, but may continue 
to sell at their adjusted prices even though 
they are higher than the new increase. 

* . * 


Leather price increase—On Aug. 
9, OPA authorized leather price increases 
(30 per cent on some kinds) and raised 
the possibility of higher shoe prices. OPA 
said the increases are required by the new 
price control law. Despite the increases 
on leather, OPA is standing pat on its 
refusal to allow higher ceilings on raw 
hides. The new order provides that dis- 
tributors shall receive the full 6 per cent 
increase on all leathers previously granted 
only to tanners. Under the old price law, 
OPA required distributors to absorb 3 per 
cent of this. The new law requires restora- 
tion of distributors’ March 31 profit mar- 
gins. In lieu of a 10 per cent increase 
previously granted to tanners of kid and 
goat leathers, this was raised another 30 
per cent for both tanners and distributors. 
OPA said this additional 30 per cent is 
necessary “because of the recent sharp rise 
in the foreign purchase price of raw goat 
and kid skins.” 


* * 2 


Aluminum wire, screw prod- 
ucts, ete.—Effective Aug. 12, OPA an- 
nounced higher ceilings on some alumi- 
num products, namely 12 per cent for 
aluminum _ssteel-reinforced _ transmission 
line cable, 17.5 per cent on weatherproof 
aluminum wire and 18 per cent on in- 
sulated aluminum wire and cable. Effec- 
tive also Aug. 12, an increase of 12 per 
cent was authorized for plastic thermoset- 
ting laminates, while ceilings on vulcanized 
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fiber were raised 8 per cent, and a 10.2 
per cent increase was allowed in manu- 
facturers’ ceilings on radio capacitators. 
In some cases, on commercial metal furni- 
ture, fixtures and equipment, retailers, be- 
ginning Aug. 12, may increase ceilings 
more than 10.5 per cent, (their earlier 
limit) if their suppliers’ price has been 
increased more than that. Effective Aug. 
8, increases ranging from 1 to 2%4 cents 
per pound were granted for non-ferrous 
bushings and journal and sleeve bearings, 
and there was a ceiling increase on brass 
screw machine products of 19 per cent. 

€ 








Other increases announced— 
Effective Aug. 14, OPA authorized a retail 
increase of 10 per cent on hot water bot- 
tles and other rubber drug products, in- 
cluding fountain syringes, ice caps and 
rubber bulb goods, such as atomizers. All 
non-portable lighting fixtures and parts, 
such as chandeliers and wall lamps, were 
raised an “interim” 10 per cent at all sales 
levels, effective Aug. 13. Also, OPA 
granted an increase of 7 per cent on manu- 
facturers’ ceilings for wooden commercial 
chairs and 11 per cent on wooden com- 
mercial desks and tables, effective imme- 
diately. The higher prices will be paid by 
final purchasers. Several cotton goods 
items, including cotton pick-sacks, and in- 
dustrial sweeping cloths, painters’ drop 
cloths, haircloth, some canvas duck lines, 
and camp and bed blankets, have been 
granted relief from non-profit producing 
price ceilings. An OPA amendment per- 
mits producers to apply for price increases 
sufficient to cover increases in material and 
labor unit costs since 1943. The purpose is 
to keep in production base-period items of 
good quality, and prevent diversion to 
higher priced substitutes, by restoring pro- 
ducers to their pre-war unit profit basis. 

. 


* * 





Removed from control—Effective 


Aug. 2, OPA lifted ceilings from several 
industrial and commercial products, in- 
cluding carbon black, certain plastics, and 
various ink and paper items. Included 
were printing and decorating inks (except 
those for printing textiles), waterproof 
papers, including papers laminated by, or 
infused with asphalt or other compound, 
and containing more than 12% per cent 
by weight of the moisture-resistant agent. 
Also, ordinary carbon black (used in the 
production of rubber, color or ink), and 
premium channel blacks selling for 6 cents 
or less by manufacturers; resins of certain 
types, and plastic materials containing at 
least 50 per cent of such resins in the form 
of sheets. Further exempted were certain 
types of special purpose bicycle tires in- 
cluding sulky, racer, special thorn resisting 
tires, and tires for two-wheeled vehicles 
used to transport portable or timber saws. 
On Aug. 6, OPA removed price controls 
on 52 miscellaneous items, many of them 
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Any of the 24 men in the HANSER Sales Organi- 


zation will welcome the chance of showing you 


HANSER 


1841 Broadway 
NEW YORK 23, N. Y. 


REPRESENTING 
Nationally known 


HARDWARE 
HOUSEWARE 
and TOY LINES 






the popular lines we represent. Be sure to visit 
this outstanding exhibit of fast-selling, profitable 
lines that fit right into your picture! 


(HARRY HANSER — Pres. ) 


SALES CO. 


Manufacturers’ Representatives 


OUR 24 MEN COVER: New England 

States, New York, New Jersey, Penn- 

sylvania, Maryland, Delaware, Dist. 
of Columbia 














WITHOUT COVERS 


ORDER NOW for PROMPT DELIVERY! 
STAINLESS STEEL 


SAUCE PANS + 


SAUCE POTS 










2-3-4 quarts 







Truly one of our finest metal ware! Made of heavy gauge stainless steel and special 
pluramelt. Choice of stainless steel handles, or panelyte handle’. Ample supply tor 
buyers who order now! | 





WE ALSO HAVE AVAILABLE 
ALL STAINLESS STEEL FRYING PANS 
(special pluramelt—heavy gauge). 
elyte es. 
Ya"* = 1042"" 
FORKS © CAKE —— and SPATULAS 


d © COCKTAIL and JULEP STRAINERS © RACKS © JIGGERS 
© ASHTRAYS 


LADLES 2-4-7-9 oz. 
plain or perforate 





Choice of stainless steel handles 
hand! 














We invite you to visit our New York Showroom and see our exceptional line for home 
use, restaurant and hotel needs. 


While at the National Hardware Show, visit us at booth number 136 


FREEPORT MACHINE WORKS, INC. 


OFFICE: 16 East 52nd Street — Phone: Plaza 3-8225 
SHOWROOMS: Rooms 502-503, 1150 Broadway — NEW YORK CITY 
FACTORY: Freeport, N. Y. 
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CombinationCelluloseSponge 
Head and Rubber Squeegee 


RETAIL PRICE 79c 


Cleans Windows with Less Work. A 
natural sales leader that catches hold 
immediately...the Minute WINDOW 
BRUSH does two operations better . . . 
by itself. First, the long-lasting DuPont 
Sponge Head, quickly loosens and dis- 
solves dirt and grimy film, and rinses 
clean. Then, when brush is turned 
around the combination SQUEEGEE 
wipes the glass surface sparkling bright. 
No muss—chamois and cloths elimi- 
nated. Prevents hands raw from rub- 
bing. Ideal for any size—picture win- 
dow to casement pane. Many other 
cleaning uses. VOLUME SELLER. 
Instant buy appeal. Brings steady good 
profits. Now is the time to introduce 
the Minute WINDOW BRUSH! 


CASH IN—Stock the 
Complete Minute Mop Line 


Women want and need all the 


Mops, hes, Bathroom 
Brushes, Soop Benks, Window 
Brushes, etc., all made of DuPont 
Cellulose Sponge. Each item is a 
ster seller because it saves them 
time and trouble on a burdensome, 


daily clean chore. Great new 
ished 


SEE US IN BOOTH 94, NEW YORK 
CITY HARDWARE SHOW, SEPT. 16 
THRU 21. 


MINUTE MOP (0. 


3 E.-2ae. Se. 
at niee Wclomel.. 


ILL. 


imported food specialties, and none “sig- 
nificantly affecting the cost vi living,” it 


| said. 


| 


Amending order 126, and regulation 188, 
effective August 19, OPA has removed 
from price control the following: 

Cast metal lawn furniture. 

Metal beach and lawn umbrellas. 

Crystal radio receiving sets (not includ- 
ing headphone attachments). 

Novelty floor coverings (all materials) 
made to order in size and pattern. 

Sensitized photo film plates and ma- 


| terials (except roll film and motion picture 


| Alabama 7 13 


film for amateur use). 

Also, indefinitely suspended from price 
control are: 

Small, consumer-size bottles of ink. 

Scales of commercial type (bathroom 
and baby scales are continued under ceil- 
ings). 

Therapeutic lamps for medical treatment 


(ordinary heat lamps remain under ceil- 
ings). 

On August 19, also, OPA announced 
qualifications and procedures for exemp- 
tion from price control, under the “new 
commodity” provision of the Price Control 
Extension Act of 1946. 


Silver comes to market—Ade- 
quate supplies of silver are becoming avail- 
able to industrial users for the first time 
in approximately seven months, and silver 
processors are losing no time shifting pro- 
duction facilities into high gear. Manufac- 
turers of silverware, jewelry, films, silver 
nitrate for photo-engraving, busbars for 
power transmission and makers of electri- 
cal contacts from silver, for circuits, relays 
and switches, are finding ample quantities 
of silver available at 90% cents an ounce 
from bullion dealers. This sale price on 








SALES OF 1,259 INDEPENDENT RETAIL HARDWARE 
DEALERS IN THE UNITED STATES 
June, 1946, Comparisons 





June’46 June’46 
No. vs. vs. 
stores June’45 May’46 
1,259 +36 —4 


Total 


June ’46 
$15,370,079 


May ’46 


June ’45 
$16,059,154 


$11,305,635 





$67,670,921. 


First six months ’46 showed on of 38% over 45. 


1946, $93,647,384; 1 





Percent Change 


June ’46 
compared 
with 
June ’45 


Number 
of firms 


States reporting * 


Cumulative 
Sales* 
Percent 


Change 


June ’46 

compared 
with 

May ’46 


Doliar 
Sales 
June ’46 





+29 
+45 
+42 
+37 
+38 
+44 
+33 
+47 
+34 
+38 
+33 


Arizona 6 
Arkansas 17 
California 

Colorado 

Connecticut 

Florida 

Georgia 

Idaho 

Illinois 

Indiaha 

Iowa +35 
Kansas +34 
Maine +52 
Massachusetts +444 
Michigan +30 
Missouri +34 
Montana +57 
Nebraska +42 
New Mexico * +22 
New York +39 
Ohio +31 
Oklahoma +31 
Oregon +36 
Pennsylvania +36 
So. Carolina +4] 
Texas +40 
Washington +24 
Wisconsin +39 


170,839 
79,571 
207,247 
2,533,721 
200,923 
202,139 
300,101 
268,546 
131,529 
844,625 
511,753 
264,786 
327,337 
176,637 
454,412 
690,975 
226,543 
234,036 
177,608 
163,004 
745,401 
1,158,125 
266,457 
372,412 
1,578,905 
112,058 
577,378 
577,456 
819,069 


— 6 
— 8 


Ll 1+ 


++ 


| 
| 


| 
| 


| 


| 
| 





Chicago, Ill. +24 
Los Angeles, Cal. +56 
Portland, Ore. +39 
St. Louis, Mo. +26 
San Francisco, Cal. +48 
Seattle, Wash. +31 


256,761 
413,118 
93,702 
37,903 
314,299 
82,533 


Nrm PACE EP RPOUOWAR URI AwWeEDROWS 





Note: (1) Includes reports received too late 


for inclusion in previous monthly totals. 


(2) Number does not apply in all cases to the year-to-date figures. Compiled by Bureau 
of the Census, U. S. Department of Commerce. 
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foreign silver in New Yurk, compared with 
the.new ceiling price of 90.5 cents and the 
Treasury selling price of 91 cents a fine 
Troy ounce, indicates that there is a siz- 
able amount of silver overhanging the 
market. Meanwhile, OPA has recognized 


that semi-fabricators of silver would not be | 
able to absorb the price raise in the metal 


and indications are that products made 
largely of silver will get price increases 
from OPA. 
* 7 7 
Further OPA rulings—Effective 
Aug. 5, OPA provided that wholesale ceil- 
ings on most paper and paper products, 
on which manufacturers’ ceiling prices have 
been increased since March 31, 1946, may 
be adjusted to maintain the percentage 
discounts and mark-ups in effect on that 
date. An interim ceiling price increase 
of $2.40 has been granted manufacturers 
of sofa beds and studio couches on sales 
to retailers, effective Aug. 6. This will 
effect an advance of about $4.50, at retail. 
As of Aug. 9, maximum prices for sales 
of superphosphate and of mixed fertilizers 
by manufacturers to farmers and dealers 
are increased from 6 to 11 per cent, to 
reflect increased cost of superphosphate 
and higher freight rates. Manufacturers’ 
ceilings were increased approximately 10 
per cent on lead arsenate, and 5 per cent 
on paris green, effective Aug. 12. Also, 
on that date, wholesale and retail ceiling 
prices for oilcloth were increased 1344 per 
cent, to permit the passing on of a similar 
increase recently granted oilcloth manufac- 
turers under regulation 478. 
2 . e 
Binder twine—By agreement of 
CPA with the industry, and pending an 


industry survey of the binder and baler | 


twine situation, manufacturers’ quotas 
from this August 1, to July 31, 1947, will 
remain at last year’s levels. These were 
about 120,000,000 pounds of binder twine 
and 40,000,000 pounds of baler twine. 

* * . 

No curtailment in glass — 
Record production of flat glass, despite the 
urgent need for prompt price relief, will 
undoubtedly meet all the foreseeable re- 
quirements of the construction field for 
the rest of this year, says John D. Biggers, 
president of the Libbey-Owens-Ford Glass 


Company. Needs of the automotive in- | 


dustry and furniture and mirror manufac- 
turers will likewise be met. 


“Our wage costs have gone up 48 per | 
cent since 1938, yet there has been virtu- | 


ally no change in the price of plate, win- 


dow and structural glass since that time,” | 


Mr. Biggers said, and cited government 
statistics which showed a 40 per cent in- 
crease in building materials prices gen- 


erally since 1930 as contrasted with a 14 | 


per cent decline in window glass prices 
since then. 
To meet the nation’s record demand for 
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cars, new homes and home furnishings, the | 











Compact Case | - 











*Pat. Pending 


13” LONG 































Pennsy De Luxe 







Gun Cleaning Rod 


... the Ouly Rod that Cleaus 








badd Firearne / 







© Self-Contained . . . 8 Pieces That Fit 

into 1 Compact, Easy-Carrying Case! 
¢ Revolving Tip AND Revolving Handle! 
© Aluminum Case... Duraluminum Rod! 


This amazing rod has a DUAL revolving 
action! Adaptor* for holding shotgun 
cleaning attachments. Knurled, slip- 
proof handle! Polished mirror surface. 
Made of Duraluminum...30% stronger 
than machine steel... light as aluminum! 
Two sizes: #2 for .22 and .25 cal., #3 
for .30 cal. and larger. 


{ Retail Price, Only $2.00 $1 4.40 


Dealer’s Price... 


PENNSYLVANIA SPORTING GOODS CO. 


514 MARKET STREET, PHILADELPHIA 6, PA. 





A new, happy note for kitchen, hall, 
study, or any room in the home. 
Expertly designed for beauty, com- 
pactness, utility—and moderately 
priced. Precision engineering as- 
sures fine tonal quality. 

















Nation- Wide 
Distribution thr 










(A leading 
4 r 4 Wholesalers 


MELODEON 


UTILITY MODEL ELECTRIC DOOR CHIME 


The new MELODEON is self-con- 
tained. Sounds two musical notes 
for front door, one note for rear 
door. Graceful, fluted, metal cover, 
inrichIvory Baked Enamel. Backed 
by Mell-o-Chime cooperation! 


CHIMES 


Hotheway & Co 75 Montgomery St., Jersey City, N. J 


MELL-O-CHIME AND SIGNAL CORP. 
119 SOUTH JEFFERSON ST. * CHICAGO 6, ILLINOIS 
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CORPORATION 
UTICA 4,NEW YORK 





flat glass industry bids fair this year to 
surpass its 1937 all-time record produc- 
tion, Mr. Biggers thinks, “but it will be 
dificult to maintain present production 


| levels without some correction in present 


price discrepancies.” 


* * * 


Paint lines—Reported by the Na- 
tional Paint, Varnish and Lacquer Asso- 
ciation, to the Bureau of Census, sales by 
680 establishments, representing 90 per 
cent of the total volume of the industry, 
for June totaled $66,065,330, or 12.9 per 


cent above June, 1945, and 71.6 per cent 
| above June, 1939. 


For the first six months of 1946, sales of 
the same group were 13.2 per cent above 


| the first six months of 1945; and 95.5 per 
| cent above the first six months of 1939. 


The industry’s chief difficulties have 


| been in obtaining adequate quantities of a 
| number of raw materials and containers. A 
| fortunate factor is an enormous backlog of 


orders for paint. Ernest T. Trigg, Asso- 


| ciation president, estimates that sales of the 


industry will reach $1,000,000,000 annu- 


ally within five years. 


* a * 


Copper output recovering—Cop- 


| per production for July, following settle- 


ment of the strike lasting four and a half 
months, almost doubled the June output. 


| Production rose to 56,264 tons, and hit the 


highest level for any month since January. 
Shipments to domestic consumers in 


July jumped to 96,826 tons, including 70,- 
000 tons out of the government stockpile, 
which now is said to be down around 275,- 
000 tons. 

Refined stocks at the end of July to- 
taled 101,183 tons, compared with the 
year’s low of 65,448 tons, in April. 


* * * 


The rubber outlook—With rub- 
ber consumption near a 1,000,000-ton a 
year level, rubber manufacturers in the 
United States are expecting to set an all- 
time record in production of rubber goods 
this year. 

Production goals for tires, accounting for 
roughly 70 per cent of total rubber con- 
sumed, are: Passenger-type, 69,150,805 
units, truck and bus types, 13,860,000 
units. 

Former peacetime records were: Pas- 
senger, 50,965,000 units in 1940; truck and 
bus, 11,148,000 units in 1941. 


* * * 


Paper and paperboard — The 
American Paper and Pulp Association 
estimates that production of paper and 
paperboard is now at an annual rate of 
19,000,000 tons, against a wartime peak of 
17,400,000 tons. Capacity of the industry 
at both periods was 19,400,000 tons. Pre- 
war production was only about 13,500,000 
tons annually. 

The present demand is strong, and the 
industry has no reconversion problem to 
slow up production. 











Distribution Around the World 


This show window of the Hawley Hardware Co., Bridgeport. Conn., attracted much 
attention during the observance of National Foreign Trade Week. The window fea- 
tured the products of Remington Arms Co., Inc., while the large map showed the 
countries to which the Bridgeport-manufactured commodities are shipped. Reming- 
ton products go to 174 foreign countries and territories. Furthest away perhaps is 
Tasmania, an island south of Australia and some 13,000 miles from the point of 
manufacture. Probably the smallest port of Remington custom is Pitcairn Island, 


famous for the mutiny on the ship Bounty. 
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Paint, varnish, lacquer—The Bu- 
reau of the Census, U. S. Department of 
Commerce, reported that sales by 680 
manufacturers of paint, varnish, lacquer 
and filler, in June, 1946, totaled $66,065,- 
330, compared with $58,367,736, in June, 
1945. Sales for May, 1946, for the same 
establishments totalled $72,462,915. 

-_ . a 

Lawn mowers—Based on data 
from 26 manufacturers the Department of 
Commerce, Bureau of the Census, reports 
that lawn mower sales in 1945 totaled 74,- 
500 units valued at $1,469,739, of which 
67,273 units valued at $565,865 were hand 
and 7,227 units valued at $903,874 were 
power operated. The sales of lawn mower 
attachments and parts were $1,823,432 in 
1945, an increase of 17 per cent over the 
previous year. 


* * * 


Vacuum cleaner sales—Factory 
sales of household vacuum cleaners in June 
totaled 161,631 units, compared with 145,- 
935 in May, and 146,889 in June, 1941, the 
last pre-war full production year, the 
Vacuum Cleaner Manufacturers’ Associa- 
tion reports. Sales for the second quarter 
were 467,124 units against 469,377 in the 
corresponding period in 1941. 


Tire production gains—With tire 
production up 10.5 per cent in the second 
quarter, CPA predicted that the goal of 
69,150,000 passenger and motorcycle tires 
this year can be reached. The 1941 (pre- 
war) output was 51,000,000 tires. CPA 
said production is centered on passenger 
tires, since the supply of truck and bus 
tires generally has caught up with demand. 


* * * 


Hard to measure — What the 
actual demand for steel would be today, if 
freed of all artificial factors, is somewhat 
difficult to measure. This is due partly to 
the fact that many mills are not taking 
1947 business, and considerable tonnage 
that might be placed for delivery next 
year is “hanging fire.” 

With steel makers largely restricting 
bookings to this year, open spots on mill 
schedules are few and far between. Can- 
cellations are said to be practically nil. 
Pressure continues particularly strong for 
finished steel for automobile manufactur- 
ers, but mills say they are adhering pretty 
rigidly, in many instances, to regular al- 
lotments under the quota. 

There is some unavoidable disruption as 
a result of the CPA directives giving pref- 
erence to steel for the housing program, 
for farm machinery and equipment, and for 
export requirements. 

Meanwhile, in the August 17 week, our 
steel mills were scheduled to operate at 
90.3 per cent of capacity, a new “percent- 
age” high since the first August week of 
last year, and to produce 1,591,400 net 
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tons, a new peak on a tonnage basis since 
August 6, 1945. 

Capacity of American steel mills for hot 
and cold rolled sheet and strip is a million 
tons greater today than in 1941, record 
pre-war year for these products, the Ameri- 
can Iron and Steel Institute says. 

7 * * 


Manufacturers’ stocks rise — 
Manufacturers’ stocks during June reached 
the level of a year ago for the first time, 
following the liquidation of war inven- 
tories, according to the U. S. Department 
of Commerce. 

Stocks on June 30 totaled 17 billion 200 
million dollars, up 200 millions for the- 
month. The June rise was entirely in 
durable goods industries. 

The total value of semi-finished inven- 
tories rose 20 per cent, in the month, “the 
largest rise on record,” said the depart- 
ment. In contrast, holdings of raw ma- 
terials dropped to the lowest figure since 
January, 1942. 


* * * 


July sales gains—Again both 
leading mail-order groups announce new 
sales records set for July, and for the past 
six months. Sears, with a July mark of 
$121,836,191 rose 72 per cent over last 
year’s month, and gained 56 per cent for 
the half-year. Ward’s sales in July reached 





$72,666,898, for a 54.1 per cent gain, and 
in the six months rose 44 per cent. De- 
partment store sales throughout the country 
rose 30 and 29 per cent respectively in 
the week and four weeks ending Aug. 3, 
as compared with year-ago periods, accord- 
ing to the Federal Reserve Board. The 
U. S. Census Bureau reports that dollar 
sales of merchant wholesalers in the first 
half of 1946 were more than double the 
pre-war 1939 level, and set a new high 
for a six-months period. Inventories at the 
end of June, valued at cost, were 33 pct 
above a year earlier for all trades com- 
bined. 


* * * 


During OPA’s vacation—Led by 
food prices, which rose 1.1 per cent dur- 
ing the week ended Aug. 3, wholesale 
prices were reported by the Bureau of 
Labor Statistics to be 10.9 per cent above 
the mark at the end of June, when price 
controls were suspended. The index of 
wholesale prices reached 125.0 per cent (of 
the 1926 par) during the Aug. 3 week, 
the bureau said. This was 18.6 per cent 
higher than at the end of the war, and 29.8 
per cent above the August, 1929, level. In 
another report by the Bureau, it is stated 
that retail prices of items, essential to the 
cost of living for moderate income families, 
increased about 5% per cent between June 





BURNING UP FOR A HOT ITEM? 








Folds flat to 37''x24"'xl!4". Think of tH® saving in 
stock space, freight and delivery costs and you'll 
realize that there's money in this item at $2.15 each 
—retail O.P.A. ceiling. Costs you $15.42 per os. 


F.0.B. Elwood, Ind. Terms 1% 10 days, net 
Minimum order—one dozen. 


| No. 105—Extra-heavy Foldaway Incinerator. Size 24//2"' 
x24!/2''x24)/2"". Costs you $27.96 per dozen. Minimum 


order—one dozen. Packed six in carton. 


HEIGHT—241/2” 
DEPTH—18!/2” 
WIDTH—18/>” 


No. 100 FOLDAWAY Incinerator 


A PROVEN TRAFFIC-GETTER 
AND A PROFIT-MAKER! 


The FOLDAWAY all-welded incinerator has in- 
stant sales appeal. Durably constructed of heavy 
gauge metal, it withstands high temperatures and 
retains its shape even when packed full. Scien- 
tifically designed for fast, safe burning. Attrac- 
tive enamel finish. A year round seller that moves 
like a torrent in Spring and Fall. Place your 
order now. 





Folded—37"'x24"x1 1/4" 


SEND IN YOUR ORDER TODAY! 
R. C. COX CORPORATION 


205 W. Wacker Drive, Chicago 6, Illinois | 
‘National Distributors of Monticello Wire Products 
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HEAD YOUR BUYING LIST 



















ZIM CAN OPENER 


Opens any shaped cans, leav- 
ing edges clean. Strongly 
made for long service. Folds 
upward when not in use. 

















Removes screw caps, bottle caps, 
pry-up caps and friction caps. Folds 
flat against wall when not used. 













DELUXE MOD@L 
ZIM JAR OPENER 







ZIM FLATIRON REST 









STANDARD MODEL 






Leaves entire board for ironing. 
Folds back when not in use. 


VERY SOON NOW... 


we will supply you with the fa- 
miliar Zim appliances and new 
“postwar” ones too. Meanwhile, we 
are apportioning our production 
so each customer will get some. 


ZIM MANUFACTURING CO. 
Boeadquarters for Labor-Seving Home Appliances 


































15 and July 15. Significantly, however, 
the prices of food advanced about 15 per 
cent during that 30 days, while living 
essentials other than food increased less 


than 1 per cent. 
* * t 


1946 cotton crop—The U. S. De- | 
partment of Agriculture reports that a) 


cotton crop of 9,290,000 bales (of 500 lbs. | 
gross weight) is indicated by conditions | 
prevailing Aug. 1. This estimate compares 
with 9,015,000 bales produced last year, | 
and with a ten-year (1935-1944) average | 
of 12,553,000 bales. As a result of this | 
confirmed low estimate, cotton futures, al- 
ready high, rose further by $6.50 to $7. 75 | 
a bale, October deliveries closing at 35.86 | 
cents a pound on Aug. 8. 


| 


Recent “trade barometers” — 
Industrial production in the week ended 
August 10 rose to a new high since prior 
to V-J Day, according to Moody’s Investors 
Service. Its index of industrial output in 
the latest week rose to 206.5 per cent of 
the 1935-39 average, a new high since 
August 11 last year, and compared with 
208.0 in the corresponding 1945 week. 

Department store sales throughout the 
country were up 29 per cent, and 30 per 
cent respectively for the week and four 
weeks ended August 10, compared with 
year-ago periods, according to the Fed- 
eral Reserve Board. 

June sales of chain and mail order stores | 
gained 25 per cent from those of June last | 
year, and those of the first six months had | 
a like gain, says the U. S. Department of 
Commerce. Inventories, while low, were 
in an improved position, compared with a 
year ago. 

Price-wise, as of August 15, the Asso- 
ciated Press weighted wholesale price in- 
dex of 35 commodities, recovered slightly, 
to 146.39 per cent of the 1926 “par.” The 
1946 high was 149.47 per cent, and the 
low, 112.02 per cent. | 


Record farm yields—Promising 
the largest harvest of both food and feed | 
grains in the country’s history, this year’s 
crop yield is expected to exceed the record | 
1942 harvest by 3 per cent, the Depart- 
ment of Agriculture reported this month. 
Prospects on Aug. 1 indicated record crops 
of corn, wheat, tobacco, peaches, plums, 
and yuck products; near record crops of | 
oats, rice, peanuts, potatoes, pears, grapes, | 
cherries, and sugar cane, and average or 
larger yields of hay, soybeans, dry peas, 
prunes, apricots, and sugar beets. Only | 
in the case of grain sorghums, flaxseed, 
buckwheat, dry beans, sweet potatoes, pe- 
cans, cotton, and rye are below average 
crops indicated. 





Construction volume rises—The 
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| 316 Bingaman St., Reading, Pa. 


NOW AVAILABLE! 
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PROFITABLE! SELLS ON SIGHT! 


Available NOW—20 x 20 mesh .0113 Ga. 
In 24"'—~30"'—36" widths. 15 x 15 mesh .012 
Ga. in widths from 24" to 48". All 100-ft. 
rolls. 


Write today for Prices or Phone STAte 1275 



























Solid Brass - Highly Polished 
Door Knockers - Letter Slots 


Each Packed in a 
Separate Box 


Here is the big improve- 
ment in letter slots that 
you have been waiting for 
—the letter slot that's 
really magazine size. (Slot 
opening 5%4"" by 1'/"'.) 
MASLO PRODUCTS are 
known for their quality, 
workmanship and appear- 
ance. 
ORDER YOURS TODAY. 
THE MARKET IS BIG. 
THE PROFIT IS BIGGER 





SPECIAL — New Store 
Door letter slot, size 1034” 
by 3/2” with slot opening 
7 13/16” by | 9/16” now 
ready for delivery. 











Maslo Manufacturing ‘Corp. 
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that,privately financed home building in 
July rose 8 per cent from the preceding 
month, and that the value of privately 
financed non-residential construction made 
an equal gain. A valuation of $992,000,000 
was placed on new construction of all types 
during July. This was an 8 per cent in- 
crease from June, with July totaling nearly 
two-thirds as much as the total for the 
first three Jngpths of this year. Privately 
financed “farm construction, attributed 
partly to a general rise in farm incomes, 
rose 25 ‘per cent aboye the June volume, 
while publicly financed construction mount- 
ed 14 per cent. Lumber output is gaining 
rapidly, but there is still a deterrent factor. 
While lumber to meet the nation’s need 
for homes is pouring out of mills of the 
West in vast supply—it is being stockpiled 
because there are not enough railroad cars 
to take it to market, the West Coast Lum- 
bermen’s Association reports. 


Employment at record high— 
The U. S, Census Bureau announces that 
employment passed the celebrated “60,- 
000,000 jobs” figure in July, counting in 
the armed forces. July saw a record high 
of 58,130,000 in civilian employment— 
almost 4,000,000 above a year ago—while 
the armed forces had another 2,640,000 on 
their rolls. At the same time, unemploy- 
ment went down to the lowest figure for 
this year, 2,270,000, but this was a big 
increase over July of 1945, just before the 
Japanese surrerder, when only 830,000 
were hunting jobs. More than 900,000 
veterans were among the unemployed who 
were seeking jobs in this July, while an- 
other 1,500,000 former servicemen were at 
scnool or “not yet working nor looking for 


work.” 
o * * 


Limited fall shooting—The most 
stringent duck and goose hunting regula- 
tions in the history of wildfowling were 
announced for the 1946-47 hunting season 
by the National Wildlife Service. Starting 
on page 108 of this issue of HARDWARE AcE 
is a complete chart and supplemental data 
on the regulations. Secretary of Interior 
Krug, who approved the regulations, re- 
duced the usual 80-day duck season to 
45 days and reduced the bag limit from 
10 birds to seven a day. Possession limit 
of ducks was reduced from 20 to 14. The 
bag limit on geese has been reduced to 
two of any combination. The hunting day 
also was reduced a half hour. “The rea- 
son for the regulations,” said Secretary 
Krug, “is that the duck population in two 
years has been reduced from 125,300,000 
to 80,000,000—a dangerously low level. 
Drought conditions in the North Central 
States and the Prairie Provinces together 
with overshooting last season, when more 
ducks were shot than hatched and raised, 
are contributing factors.” 
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Are the Co-ops Non-Political? 


HE repeated plea by the spokesmen for the co-operative movement in America 
that the co-ops are obliged to refrain from politics is disputed by the Socialist 
Party. The co-op press, during the last year, has often agreed that the present 
dimension of the co-ops has followed a mighty surge of political pressure. Al- 
though many office holders boast of their allegiance to the co-operative cause, many 
co-op orators deny that the movement is partisan. 
The recently reorganized Socialist Party is insisting that the co-ops follow the 
party line. The recently adopted platform of the Socialists contains this warning: 
“Socialists recognize that the co-ops are excellent instruments for bringing 
together the farmers and the workers. Through such organizations as the Farm- 
Labor-Co-op Councils in various Mid-Western states, and the regional coopera- 
tive leagues in which both farmers and workers hold membership, these groups 
have already learned that their problems are common and can be solved only 
by working together.” 
The Socialists are critical of the co-operative procedure in one respect, however, 
the platform declares: 
“We also call for the democratization of election practices by providing for 
more direct participation of co-operative members in the election of directors of 
regional and national organizations.” 


It is proper to inquire how the co-ops can deny their alliance with the more 
radical groups in America, all of whom are devoted to the co-operative cause and 
all of whom hail the co-ops as a challenge to the private initiative which has built 
the economy of America. This is particularly in point because the co-ops are ex- 
cused from the payment of Federal income taxes—a duty which all private business 
must meet. 

—Homer E. Marsu 
Director of Research, National Tax Equality Association 
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CUT 
DOWN 


Your 


Packaging and 


Shipping Costs! 


SHIP US— 
Your Product 
In BULK! 














We'll Assemble 
Package and 
Ship it For You! 











A fast MONEY-SAVING ser- 
vice—we can show you real 
savings for every item handled. 
By shipping to us in bulk, you 
SAVE on Freight weights and 
freight space — and, thus on 
FREIGHT CHARGES. We can 
assemble things of all kinds— 
radios, kits, tools, etc.,—pro- 
vide any type of protective 
packaging your specifications 
may require — and guarantee 
to meet your delivery schedule 
right "on time"—even though 
it may be simultaneous to many 
markets. Let us submit a COST- 
CUTTING PLAN which will be 


a revelation to you. 


For Complete Details 


Write or Wire— 


PACKAGING & SHIPPING 
SERVICE, INC. 


FIRST NATL.BANK BLDG. 
SCRANTON 2.PA. 
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Latest in office 
lighting has been in- 
stalled in the sanc- 
tum of L. C. Kent, 
executive manager 
of the Institute. He 
is shown (left) with 
A. L. Reas, G.E. In- 
stitute construction 
consultant, and C. 
M. Cutler, chairman 
of the Institute Plan- 
ning Committee. 
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New G.E. Lighting Institute to Be 
‘Unveiled’ at Nela Park in September 


Formal re-opening of the world-famous 
General Electric Lighting Institute at Nela 
Park, Cleveland—the Institute was closed 
during the war and is nearing completion 
following an extensive rebuilding pro- 
gram—has been set for the week of Sept. 
9. Elaborate rededication ceremonies have 
been planned. 

The Institute has been completely re- 
built to serve both present and future 
needs of G. E. Lamp Dept. 

The Lighting Institute, Mecca of nearly 
one million visitors from all parts of the 
globe during the 25 years between the two 
world wars, will resume its series of light- 
ing “schools” immediately after the grand 
opening week. 

Prominently featured in a variety of 
ways will be the new G-E circline and 
slimline fluorescent lamps, newly devel- 
oped heat, drying and germicidal types. 

Also to be “unveiled” in September are 


newly styled Institute educational pro- 
grams. These training courses are designed 
to speedily relay latest lighting and lamp 
information on to the consuming public 
through commercial, industrial and _ resi- 
dential channels. 

First to strike the wisitor’s eye will be 
a luminous “diorama” exhibit depicting 
the history and progress of lighting and 
lamp development. Continuing his tour of 
inspection, he will next enter a glass- 
enclosed observation promenade command- 
ing a clear view of Lake Krie, in one 
direction, and the Fountain of Light— 
glorified with underwater rainbow lighting 
by night—in the other direction. 

The promenade’s huge windows are 
made of Thermopane. They play an im- 
portant role in providing proper air con- 
ditioning. Also freely used throughout the 
structure are germicidal lamps. 

Among other displays, demonstrations, 


The glass enclosed 
observation prome- 
nade is a feature of 
the new G.E. Insti- 
tute. Ward Harrison, 
left, director of en- 
gineering, and G.E. 
Vice - President and 
Genl. Mgr. of .Lamp 
Dept. M. L.. Sloan 


are shown. 
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and facilities built into the revamped In- 
stitute are the following: 

A color quality room to show the effects 
of light on merchandise; up-to-minute 
lighting in the Institute offices; a patio 
“Sun Deck” capable of furnishing from 
3,000 to 5,000 footcandles with infra-red 
and ultraviolet radiation equivalent to that 
of midsummer sunshine; an office lighting 
room featuring fluorescent principles, ac- 
cessories and equipments; an ideal school- 
room flooded with synthetic daylight and 
equipped with automatic clectronic con- 
trols; incandescent lighting for school- 
rooms and a system of brand new low 
brightness 4-foot 40-watt fluorescent lamps; 
school wall slates of glass in various 
colors and chalks of contrasting hues; a 
G-E “Lamp Gallery” featuring pictures of 
campus-like Nela Park and: 








“Q & Q” rooms for fitting Quantity of | 
light to Quality of light; attractively fur- 


nished home lighting demonstration rooms ~ 
equipped with movable walls and mechan- | LEAST SALES REDISTANCE 


ical refinements; a well-lighted shopping | 
center which takes one past attractive | 
store fronts into light-flattered electrical, | 
drug, grocery and department stores; 
refurbished main auditorium; restaurant, | 
bar, and night club illumination and black 
lighting effects; miniature, auto and photo- 
lamp lighting; a darkroom for the ad- 
vanced amateur photographer; a lighting | 
design room featuring new materials and | 
principles supplied by, and for, leading 
architects; Institute Work Shop for build- 
ing displays and to serve as an industrial 
lighting demonstration and a “Lighting 
Magic” show staged to dramatize the role 


of Light. 





Builders Hardware Quiz Answers 


(Questions on page 114) 


Chapter 4—Elementary Course 


Front Door Locks 


1. All butts and hinges should be 
sent to the job first. 

2. Because it creates a first impres- 
sion and is the door most frequently 
used. 

3. (A) Bit key front door locks; 
(B) Cylinder front door with elon- 
gated escutcheon lock; (C) Cylinder 
front door lock with sectional trim: 
(D) Residence cylinder handle set. 

4. Bit key front door locks. 

5. (A) Greater security is obtain- 
ed. (B) The-smaller key is easier to 
carry. 

6. In order to prevent rusting and 
the showing of rust marks on the 
woodwork. 

7. Separate cylinder collar and 
knob rose. 

8. No, for there will not be sufficient 
wood left to give proper anchorage 
for the screws. 

9. Handle sets. 

10. No, for many owners of old 
homes can be sold new front door 


locks. 
Chapter 5—Elementary Course 
OutsipDE Door AND GARAGE Locks 


1. Using a mortise bolt. 

2. The locks may be keyed alike 
for convenience. 

3. No, these locks are always addi- 
tional items. 

4. (A) It saves the locksmiths’ fee# 
(B) It gives the owner more keys at; 
no additional cost. 

5. (A) Door knockers; (B) Elec: 


tric push button; (C) Letter box 
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plate; (D) House numbers. 

6. Yes. There are many cities 
which have ordinances as to size of | 
house numbers. There are federal re- 
quirements for mail receptacles. 

7. Chain door fasteners. 

8. Yes. | 

9. It prevents the loss of the pad- 
lock. 

10. Yes. You frequently can sell a 
cylinder, set to the house key, even 
though the door contractor has al- 
ready furnished one. 


Chapter 6—Elementary Course 


INTERIOR Door Locks 


1. The distance from the edge of 
the door to the center of the hub or 
keyhole. 

2. A glass door which is usually 
equipped with narrow stiles. 

3. The wood rails to which the 
hardware is applied. 

4. A thumb turn, instead of a key 
is used to lock the door. | 

5. An emergency key, in order that | 
the door may be opened from the out- 
side. 

6. Closet locks are packed with | 
only one knob and escutcheon for the 
outside and with a thumb turn for the 
inside. 

7. Selling brass metal bathroom set | 
and selling brass metal interior door | 
locks. 

8. Two push plates. 

9. Top and bottom bolts for the in- 
active door. 

10. Furnish proper length bolts so | 
that the user will not have to reach 
too high or stoop too low in order to 
operate them. 
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Corbin Unit Lock 


Maker states this new lock offers com- 
plete freedom from annoyance of sticking 
and binding knobs and latches because it 








is assembled at the factory in one complete 
unit. Adjustments in mechanism are un- 
necessary and minor inaccuracies of instal- 
lation will not affect its function, it is also 
claimed. Only two saw cuts and no mortis- 
ing is necessary to install lock. Bedroom 
and bathroom sets feature a “privacy” lock 

a button in the center of the inside knob 
which locks the door against outside opera. 
tion. Automatic release is said to make 
accidental locking, while the door is open, 
impossible. Special release to open the 
door from the outside in emergencies is 
provided. P. & F. Corbin, New Britain, 
Conn. 


4-Qt. Pressure Cooker 


“Time Saver”—cast of virgin aluminum 
alloy with an aluminum grid. Features a 
newly designed three-way pressure gage 
which can be set at 5-10-15-lb. pressure. 





— - el 





Has heat-resistant plastic handles. News- 
paper mats of various sizes and a new 24- 
page instruction and chart booklet avail- 
able. Traubee Products, Inc., 924 Bergen 
St., Brooklyn, N. Y. 


Flashlight Battery Display 


Counter display carton No. 12V (illus- 
trated) holds 12 Size 2 batteries fitting 
standard flashlight cases. Display measure 
8 by 2% in. Batteries retail for 10 cents 





each. Another display, 6 by 2 in., holds 
12 Size 1 batteries. Burgess Battery Co., 
Freeport, Ill. 


Drain Cleaner 


Two ends of tube are fitted with molded 
head, one of which is tapered to fit in 





drain. Other fits tightly over water tap. 
Strong stream of water under pressure is 
said to clean the drain rapidly by flushing. 
Neoprene synthetic rubber tube is guaran- 
teed by maker against deterioration from 
oils and greases. O-B Distributors, P.O. 
Box 270, Southgate, Calif. 


“Smoothie” Lawn Rake 


Made of high strength aircraft aluminum. 
Complete rake weighs one pound. Has one- 
piece head with no rivets, clamps, or welds. 





Wide flexible tines have an 18-in. spread 
and are said not to clog, gouge grass, or 
pierce leaves. Head is bolted to a sanded 
and lacquered Douglas fir handle. Retails 
for $1.50. Joell Mfg. Co., 3300 Rainier 
Ave., Seattle 44, Wash. 





“Porta-Grill” 


Folds down inside a light-weight metal 
case with extra carrying capacity. Three 
pounds of charcoal said to give one hour 
of broiling heat. Grill is 18 by 16 in. Hot 
ashes caught in the metal case. Retails for 
$14.95. Cavalcade Industries, 105 W. 
Adams St., Chicago 3. ° 
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_“Reflexite” Plastic 


Lawn Signs 


“Reflexite” is a plastic material on which 
lenses, several thousand to the square inch, 
have been molded. These lenses focus light 





and reflect it back with considerable in- 
tensity, making the material ideal for night 
signs. The material was used on Navy 
equipment for air-sea rescues because of 
its reflective quality. The Reflexite Corp., 
Norwalk, Conn., is introducing “Reflexite” 
in metal frames, as lawn signs. Firm es- 
tablishing dealerships for retailer’s invest- 
ment of $7.50 net, which gives three-sign 
display set, assembly stake and order forms. 
No stock to buy. Offered in silver on 
black; silver on green, and amber on black. 
Frame and 30-in. stake are bonderized and 
finished in baked enamel. Three sizes, 12, 
18 and 22 in. take 8, 12 and 15 letter 
spaces, respectively, and sell for $6, $7.50 
and $9. Dealer’s discount 33 1/3 per cent. 


“Scooting Star” Scooters 


Construction features include streamlin- 
ing, full fenders, 15-gage stamped post and 
one-piece chassis. Steering pivot includes 
shock absorber with single pin assembly. 





Semi-pneumatic tires on 10 in. disk wheels 
with ball and race bearing axles. Special 
12-gage stand and positive acting, heavily 
reinforced brake. Finished in bright red 
enamel with Bonderized base. Shipped 
knocked down in two pieces. Northwest 
Metal Products, Inc., 55 Spokane St., 
Seattle 4, Wash. 
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GREENLEE 
DRAW KNIVES 


When a GREENLEE Razor Blade Draw Knife meets wood 
you can be sure of fast, smooth action! For its blade, from 
a single solid piece of fine steel, is formed and sharpened 
to that extra-keen, long-lasting edge which has made all 
GREENLEE tools famous. Theré’s real stiffness in that 
highly-polished blade, too, yet it is surprisingly light in 
weight for easy handling. Hand-fitting hardwood handles 
top off its smooth appearance . . . smooth workability. Sell 
top quality... sell GREENLEE! : 


80th Anniversary 
1866-1946 


EE, 
GREENLEE® 


FOR THE CRAFTSMAN 


Stocked by Leading Wholesalers 
Sales Agents for Canada: Richardson & Bureau, Ltd., 129 St. Peter Street, Montreal. 


FAST SELLERS IN THE GREENLEE HIGH-QUALITY LINE 


Auger Bits e Expansive Bits e Socket Butt Chisels e Socket Firmer Chisels e Car Bits e Razor Blade 
Draw Knives e Automatic Push Drills e Spiral Screw Drivers e Bit Extensions e Bell Hangers’ Drilis « 
Turning Tools e For complete information on these and other fine GREENLEE Tools, write today to 
Greenlee Tool Co., Division of Greenlee Bros. & Co., 1808 Herbert Avenue, Rockford, Iilinols, U.S.A. 
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Pat No. 2211887 


Genuine Srouze 
WEATHER-STRIP 






WITH THE EXCLUSIVE 


“DOUBLE CHECK” 


DOUBLE PROTECTION FEATURE 
AVAILABLE FOR 


prugust Delivery! 


Cut to Length and Packaged 
for 5 Standard Sizes 
of Window Sets. 








LITERATURE AND PRICES 
ON REQUEST 





Double Hemmed 
Coil Stock also 
available in 5 
standard widths, 
100 ft. coils per 
carton. 



















MANUFACTURED BY 
ONE OF THE FOREMOST 





WHATS NEW 





“Real-Reel” Returns 


The “Real-Reel” hose reel is returning to 


| the market and will be ready for delivery 


in November, according to the manufac- 


turer, The Salem Tool Co., Salem, Ohio, 
which has purchased all rights and patents 


from the former manufacturer, Anker Holth 
Mfg. Co. The new reel will be of the same 
sturdy construction and design with several 
improvements over the former reel. Will 





retail for $12.50 (slightly higher west of 
the Rockies) with jobber and dealer dis- 
count schedules. 


| Duck Call 


Adjustable to produce any desired duck 
call, maker states. Plastic call is also said 
to enable experienced hunters and begin- 
ners to imitate calls without practice with 
expert toning. Locked-in metal reed of 



















NON-FERROUS METAL FABRICATORS 
IN THE MIDDLE WEST 
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s Finda “ 


Division of 

Rolling & Engraving Mills, Inc. 
812-820 N. Orleans Street, 

Chicago 10, IMinois 








highest grade nickel silver is said not to 
shrink, expand or stick regardless of 
weather conditions. Retails for $5. West- 
ern Sports Co., 421-423 S. Winchester Ave., 
Chicago 12, Ill. 


“King Kut” Hobby Tools 


AP Parts Corp., Toledo, Ohio, is entering 
the hobby and handicraft field with a line 
of knives, tools, and blades, featuring a 
“bulldog” grip knurled aluminum handle 
and tapered chuck which holds and locks 
and easily releases the 22 different cutting 
edges. Line includes six carvers and six 
routers for cutting round or wedged grooves 
and for shaving or carving hard-to-get-at 
spots and corners. Tools come in a “Trea- 


| sure Set” kit which contains one each of 





eR 


the 28 units in the line, packed in a select 
wood, natural finish chest; a Hobby Tool 
Set No. 120 (illustrated) containing the 
handle, knob. and one each of 22 cutting 
edges in a colorful cardboard carton; and 
a Knife Set No. 110 which contains the 
handle, knob, and six blades, and also the 
Knife Set No. 100 which contains only the 
handle and one blade packed in 3-color 
cartons. 


Plastic Shoe Laces 


“Flex-Lace”—made of a tough, resilient 
and flexible plastic formulated to produce 
a long wearing, clean and neat lace, maker 
Available in black and brown, 24 


states, 














it a la : i 


and 27 in. lengths. Retail at 10 cents a 
pair. Lee-Bert, Inc., 906 Lapeer, Saginaw, 
Mich. 


Table-Top Broiler 


Can be attached to gas line for indoor 
use or used outdoors with bottled gas. Four 
removable skewers rotate automatically. 
Item is about the size of a portable type- 
writer and made of porcelain enamel with 
stainless steel trimmings. Retails for $33.50. 
David Nassif Co., 500 Statler Bldg., Bos- 
ton, Mass. 
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‘Clemson Lawn Machine 


“Super D-17”—features a new principle 
of basic design that eliminates adjustments 
of the bed knife coupled with 12 engineer- 


ing refinements, maker states. Reel adjusts 
to align with a fixed bed-knife and roller 
is permanently attached on a separate chas- 
sis which is adjusted as a unit by a single 
wing-screw to five desired cutting heights 
from 4 to 2 in. Shear and cutting height 
adjustments operate on a worm gear prin- 
ciple that permits finger-tip setting without 
tools and which is said to lock the settings 
automatically against misalignment due to 
vibration or impact. Roller of molded plas- 
tic, is in three sections, each having two 
bearings to make-it easier to turn the ma- 
chine. Molded plastic hand grips. Wheels 
of zinc die-castings have no projecting 
hubs. Tires, large size and semi-pneumatic, 
air permanently sealed-in, project slightly 
beyond surface of wheels to protect shrubs, 
trees. Machine weighs 32 lbs. complete. 
Clemson Bros., Inc., Middletown, N. Y. 





Liquor Server 


For indoor or outdoor use. Complete 
with folding stand, height 30 in. Comes 
equipped with four shot glasses, 6 highball 
glasses and large ice cube bowl. Tray, 15 
by 22 in., is fully cork-lined and has safety 
holders for glasses, bottles and ice cube 
bowl. Tray and stand in bleached blond 


alcohol-resistant finish. Dealer price, lots 






of one to three, $8.50 each; four or more, | 


$7.65 each. Mason-Williams Co., 663 N. | 


Wells St., Chicago 10, Ill. 





Electric Fly Screen 


Consists of two sets of sturdy bars, | 


spaced % in. apart and supported in metal 


frame. Bars are energized with new type | 


transformer, operating at only 10 milliam- 
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peres. Electrical field set up between the 
two sets of bars presents an electrical bar- 
rier, which maker states, no fly or other 
flying insect can cross alive. Said to use 
about 10 cents of current a month, Avail- 


able in standard sizes and also made to | 


order. Detjen Corp., 303 W. 42nd St., New 
York 18. 


Aluminum Clothesline 


Line is smooth surfaced—not stranded— 
and maker says it does not snag nor catch 
in delicate fabrics. Uniform gage to fit 














































all clothes pins. Wiping with cloth makes 
it bright and clean. Comes in 300-ft. coils, 
marked with red tape every 50 feet for 
convenience in selling. Nichols Wire @ 
Steel Co., Davenport, Iowa. 





“Micro-Seal” Waterproofing 


Maker states “Micro-Seal” is a dry pow- 
der composed of scientifically selected fine- 





ly ground mineral ingredients properly pro- 
portioned, which when mixed with water, 
forms a water resistant coating for exterior 
and interior masonry surfaces. It is claimed 
to fill and close pores in the surface treated, 
filling it with a hard and durable sub- 
stance, resistant to the exposure of water. 
Comes in white and eight pastel shades. 
Perinol Products Co., Inc., 291 Broadway, 
New York City. 









The ‘high grade quality of welded 







and weldless Clevelund Chain never 





varies. Depend on this quality 
reputation to satisfy customers 





and build repeat business for you. 


The CLE VELAND 
(HAIN: MFG. CO. 











CLEVELAND 5, OF 
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Serving the 
Retail 
Hardware Trade 
Since 1936 


Well known brands of 
hardware, electrical 
and plumbing supplies. 
















Inquiries from 
Dealers invited 


CROWN 


HARDWARE CO. 


723 W. LAKE STREET 
CHICAGO, ILL. 

























The Lost ate 
BETTER BRAND 


mouse and rat 


TRAPS 








@ METat OR WOOD TRIGGER 
@ FOUR-WAY ACTION 
@ OL TEMPERED SPRINGS 








McGILL METAL Prooucts Co 


Marengo, IIlinors 






















_WHATS NEW 


Electric Range 


“Champion, D-6446”—of white porce- 
lain enamel with chromium plated trim and 
built-to-floor design; 38 by 24% by 41% 














| in. (77/16 in. additional height added by 


platform light). Equipped with fast heat- 


| ing Corox surface units, deep-well economy 


cooker and large “True-Temp” oven; three 
large easy gliding utensil drawers; hydrau- 
lic thermostat and electric timer. West- 
inghouse Electric Corp., Electric Appliance 
Div., Mansfield, Ohio. 


Adjustable All-Steel Rake 


“Flexi-Rake”—contracts to 6 in.; ex- 
pands to 18 in. Also adjustable to any size 
up to 54% in. by simple twist of wrist. Re- 
tracts to 44% in. Black wire tines of 5/16 





/ 





in. flat spring steel. Entire rake rust-proof 
treated. Light handle of welded steel tub- 
ing, cadmium plated. Retails for $1.98. 
The Rieger Mfg. Co., Miamisburg, Ohio. 





Paint Thinner 


“Reducit,” maker states, can be used for 
reducing almost any type of paint product, 
except lacquers or shellac. Said to have 
no disagreeable odor and to clean brushes 
quickly and easily. Available in pints, 
quarts, gallons, five gallons, and drums. 
O’Brien Varnish Co., 101 N. Johnson St., 
South Bend 21, Ind. 


| 





Sharon 


SOCKET SET SCREW 
and WRENCH ASSORTMENT 


SIZES: 
8/16 2% 
te%*% zh 





@ This popular, fast-selling assortment 
contains a wide selection of 330 heat 
treated alloy steel pieces in attractive 

ter dispensing packages. Com- 
pact stock has high profit margin, re- 
quires only small investment. Order 
direct or from your jobber. Quick re- 
fills available. 


Sizes: 3/16 x 1/4 to 3/8 x 1/2 
With wrenches to fit. 


Shhavone Gul and Shout Co 


BOSTON 10, MASS. 



































FLASHLIGHT 
BATTERIES 


Backed by SOLAR’S reputation for top- 
flight quality. SOLAR flashlight bat- 
teries are precision made, of the finest 
African Manganese, purest chemicals 
and single piece seamless zinc shells 
which prevent leakage. Packaged in 
handsome, colorful, eye-appealing 
labels, SOLAR flashlight batteries are 
solid year-round repeat sellers. Dis- 
play them— you'll sell them! 





WRITE FOR BULLETIN E-8 


SOLAR ELECTRIC CORP. 


WARREN + PENNSYLVANIA 


SALES OFFICE 


110 WILLIAM ST., NEW YORK 7, N. Y. 
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BUY L 


ALL ITEMS IN STOCK— 
ORDER FROM YOUR JOBBER 


FOLDING AUTOMOBILE 
BABY SEAT 


No. 104. A sturdily made 
steel frame with strap hang- 
ers to fasten on auto seat 
lean back. High quality 
fabrics used for seat part. 
Fully assembled. Packed 
in bulk. 





BABY SWING 


Ne. 96. They will be in big de- 
mand this faH and winter. Casb 
in om this item. Made from 
heavy white cotton materials, re- 
inforeed for long and hard wear 
In ordering specify No. 96. 














NO. 23 
PLAID 
BIKE 
SEAT 
COVERS 
Made from high-grade fibres, cloth walls 
with drawstring, cotton padded. Made for 
comfortable riding. 
SPRADLING'S 
ST. LOUIS, MO. 






























New! A modern sure 
cure for condensation 
drip from cold water 
Pipes. 

Pliable, cork-filled No- 
Drip Tape forms a tight- 
fitting sealed jacket 
around pipes—eliminates 
hazardous wet floors, 
makes idle space usable. 
Quick, Easyto Wrap on 
No tools needed. Covers 
joints as well as 
straight pipes. 
EFFECTIVE IMMEDIATELY 


Roll,enough for $ 
7 ft. of at nine 125 


Wigner Weet of Rockies and Canada 


Advertised in Saturday Evening Post, Better 
Homes & Gardens, Time, American Home, House 
Beautiful, Popular Mechanics, Parents’ Magazine. 


IMMEDIATE DELIVERY 
Get NoDrip Tape from your Jobber today 
J. W. MORTELL CO., 207 Burch St., Kankakee, Ili. 
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“Periscope” Sprinkler 


Operates on pop-up principle. 
rises above lawn surface when water is 
turned on, and drops below surface of 
grass, when water is turned off. Said not 
to interfere with mowing. Can be used for 


full, half, or quarter circle. Comes pack- 


aged and with full-counter display carton | 


as illustrated. Burklyn Co., 3429 Glendale 
Blvd., Los Angeles, Calif. 





“Koiled-Kord” Mat Service 


The Kellogg Switchboard & Supply Co., 
Koiled Kord Div., 6650 S. Cicero Ave., Chi- 
cago 38, offers a free mat assortment to 
dealers, consisting of 32 complete one-half, 
one, and two column ads of various depths 
suitable for local newspaper advertising 


and mats of 34 illustrations and lettering | 


for use in making up their own ads, blot- 
ters, and other literature. 





Wood Step Stool 


“Sturdi-Step”—stand 24 in. high. Two 


steps fold under, out of the way. Finished | 


in high gloss white with design a screen- 
processed paint stencil that is washable. 


Three styles—No. 918, red or black screen | 
design and No. 932, red or black reverse | 


or contrasting design and No. 930, with red 
or black leatherette seat and red or black 
screen design treads. Fairport Industries, 
Bridgeport, Conn. 








Head | 














No. 7696 
15%” wheel 


No. 9696 
2” wheel 











Two Quality Favorites 


For more profit per sale... plus the 
steady profit that comes from unfailing 
customer-satisfaction . . . these two 
popular sizes of Bassick top-quality 
“Diamond-Arrow"’ Casters are rec- 
ognized standouts. 


The famous Bassick two-level ball race 
construction provides full-floating 
swivel action. Self-lubricating bearings 
assure longer life and easier movement, 
while ‘*Baco’’ composition wheels with 
soft rubber treads protect the finest 
floors. 


Order these fast-selling Bassick ‘‘Dia- 
mond-Arrow'’ Casters from your job- 
ber. Packed one set per box. THE BAS- 
SICK COMPANY, Bridgeport 2, Conn. 
Division of Stewart-Warner Corpora- 
tion. Canadian Div.: Stewart-Warner- 
Alemite Corporation, Ltd., Belleville, 
Ontario. 





Sell “Diamond-Arrow” Casters— 
No other quite so fine 
As these steady profit-makers 
Of the famous Bassick line. 











MAKING MORE KINDS OF CASTERS 
. « » MAKING CASTERS DO MORE 
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fg STOP HIDE AND SEEK 
IN CROWDED CLOSETS 


Hew HOME VALET 


Attached to closet door or other con- 
venient place Home Valet restores or- 
der, increases usable space. Holds four 
skirts or trousers in full length, tailored 
storage. Creases and pleats last longer. 
Wrinkles disappear. With the patented 
equalizer bar garments simply slip in 
or out without adjustment of slides, 
clamps or other fasteners. Lightest svm- 
mer skirts and thickest tweed trous«rs 
hang equally securely. Saves sr 
time, and clothes. Nickel plated sie ai. 
At men’s clothing, department and hard- 
ware stores. 


TABER, BUSHNELL & CO. 


Midland Bank Bidg. Minneapolis 1, Mina. 


Nations 
Alusays 




















dependable! | 


No finer tribute could be our reward for an 
earnest endeavor to build o worthy product. 


The wide endorsement National Builders’ 
Hordware has received from architects, 
contractors and builders everywhere is a 
safe buying guide for those who appreci- 
ate the importance of selecting hardware 
that delivers long, dependable service. 

Designed right and built right to withstand 
hard use in every climate, this hardware 
is well worthy of recog- 
nition. Specify National! 


The complete line em- 


braces practically every 
requirement for builders 
hordware. 
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| _WHATS NEW 


Hot Dog Cooker 





and is said to be odorless and not to give 


| off heat. L. K. Franklin Co., 1241 S. Hill | 


St., Los Angeles, Calif. 





| Table Radios Display 


Philco Corp., Philadelphia, Pa., offers 


this display, featuring 16 to 18 radio re- | 


ceivers at one time with floodlights in a 


PHILCO 








| “Dogmaster”—said to cook frankfurters 
| electrically in a few seconds. Enclosed in | 
colorful plastic case. Cooks 10 at one time 


| 


recessed top to assure proper lighting for | 


all sets. Suitable for interior or window 
display use. 


Tool-Tackle Box 


“Aristocrat”—no sharp corners or edges. 
Has plastic carrying handle and cadmium 
plated hardware to prevent rust. Remov- 
able tray with handle out of way when not 
in use. Partitions for segregations of tools 
or tackle. Made of heavy gage steel, 
welded, finished in gray or brown ham- 
mered effect, synthetic baked enamel. Wells 
Mig. Co., 3196 Delphos Ave., Dayton 7, 
Oh‘o. 








ins a“ Dlo-ler” proouct 


Colorful 
BOWL COVERS 


EXTRA LARGE SIZES 
FIT.. MATCH YOUR NEW 











From.Your 


PYREX* 


JOBBER los Angeles 35, Calif. 


% Registered trade mark of Corning Glass Works 











ii INSECTS 
=- SCRAM— 











PROFIT-TIME 


SCLAR 
INSECTO 


LAMPS 


IT’S 








Perk up your pre-summer profits with 
Solar's fast-selling insect-repellent 
lamps. STOCK THEM! — DISPLAY 
THEM! — THEY SELL FAST with our 


effective silent salesman display. 


SEND FOR BULLETIN E-8 


SOLAR ELECTRIC CORP. 


WARREN PFNNSYLVANIA 








SALES OFFICE 


110 WILLIAM ST., NEW YORK 7, N. Y. 
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Toy Electric Range 


“Little Lady”—Model 212—bakes and 
cooks miniature portions of food. Range is 
15 in. wide, 12% in. high and 7% in. deep. 
















t 
if 


oe. 


| eae 





Two burners on which food can be cooked 
in any of the five different utensils fur- 
nished. Burners are individually insulated 
by an “air pocket” that separates the metal 
case-covered porcelain unit, containing the 
heating element, from the range top. This 
feature is said to keep the entire range 
from becoming too hot. Red signal light 
glows when current is on. Built-in toy 
cooker and movable play switches on chro- 
mium panel. Equipped with Underwriters’ 
Approved 660-watt attached cord set. Sug- 
gested retail selling price, $6.50, East of 
Rockies. The Metal Ware Corp., Two 
Rivers, Wis. 


“Twiskee” Padlock 


This padlock derives its name from its 
“twisted” or helical key. Lock is made with 
a solid brass body. Springs, both for the 
latch and for the case hardened steel shack- 
les are of phosphor bronze. “Twiskee” is 
said to be completely rustproof and corro- 
sion resistant. Key design, maker claims, 
makes possible unlimited key combinations 


_—in the degree of twist, in grooving and 


cutting — providing additional protection 
against tampering and picking. Interior 
mechanism is simple—no tumblers. Packed 
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in individual, colorful boxes, 12 to a display 
carton. Distributed through wholesalers. 
Milwaukee Lock & Mfg. Co., 732 W. Vir- 
ginia St., Milwaukee, Wis. 





“Krome-Kit” 


Said to remove rust, impart a high polish 
and protect metal surfaces against corro- 
sive action. Kit consists of two 6-oz. bottles 
packed in a single cardboard carton. Bottle 
No. 1 is a chrome cleaner that is claimed 
to dissolve rust from any chrome, brass, 
copper, or shiny metal surface. Chrome pre- 
server, in bottle No. 2, is a clear plastic 
material that is claimed to coat the metal 
without discoloration and prevent the sur- 





face from turning dull or corroding. Coun- | 


ter display. Retails for $1.19 a set. Plasti- 
Kote Co., 51303 Lakeside Dr., Cleveland, 
Ohio. 


Pocket Flashlight 


“Bantamlite”’—has appearance of ciga- 
rette lighter. Maker states that with a 
flip of the top, it automatically flashes a 
long, strong concentrated beam. Equipped 
with two batteries—standard penlite type 





and Mazda No. 222 bulb. Solid brass case | 


finished in chrome-plate or baked enamel. 
List price $1.25 and $1.00. Each light in- 
dividually packed in two-color box; coun- 
ter and window display free with each 
dozen. Bantam-Lite, Inc., 126 11th Ave., 
New York City 11. 


Combination Stain 


And Filler 


The Glidden Co., Cleveland 2, Ohio, an- 
nounces “Filcotone,” a combination stain 
and filler for furniture finishing. Requires 
only one application. Produced in all stand- 
ard modern colors used in wood finishing 
and is applied with either brush or by 
spray. 











GARDEN HOSE 


NOZZLE 


e@ Good looking, efficient, made of 
highest-quality brass rod, free from all 
| * porosity ta last for years. Gives full, 
Straight stream to fine mist, then 
complete shut-off. Never a lop-sided 
spray. Every part 100% inspected and 
tested under pressure against possibili- 
ty of leakage. 

Highest quality precision engineering 
and tooling during the war further 
developed the Elmore reputation. This 
is the only company guaranteeing leok- 
proof workmanship in nozzle fittings! 








The ELMORE Pop-Up! 


Won't stick in upright 

= position. Drops back 
# out of sight when not 
in use. Will fit in old 
systems, replacing the 
standard heads. Solid- 
brass bar, precision 
made. Comes in full, 
half and quarter heads 




















Write to Sprinkler Division 
ELMORE ENGINEERING COMPANY 
Alhambra, California 
er ee 
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INSTANT 
RESPONSE 


TO WIND PRESSURE 





WINDMILLS 


A wind governor on the Monitor 
Windmill controls wheel speed like a 
rider controls a horse with the bridle. 
When wind at storm velocity exerts 
extra pressure against the wheel, the 
wind governor automatically tightens 
the brake, preventing “runaway” 
wheel speed. As wind pressure de- 
creases, the wind governor releases the 
brake, letting the wheel turn freely. 

A Monitor Windmill maintains 
constant pumping speed in varying 
wind velocities. So sensitive is the 
Monitor head that it pulls the pump 
steadily in a leaf-stirring breeze, yet 
is safe in a storm. 


A Monitor Windmill offers the 
advantages your customers want. 
Write your nearest Baker branch. 








* BRANCHES + 
BAKER MFG. CO.: Minneapolis, Mina.; 
Madison, Wis; Fort Dodge, la; Cedar 
Rapids, la.; Omaha, Neb.; Kansas City. 
Me.; Enid, Okla; Hutchinson, Kan. 

BAKER MFG. LTD., Winnipeg. Canad: 
AXTELL CO.: Fort Worth. Tex.; Amarillo, 
Tex.; Lubbeck, Tex.; San Angelo, Tex. 


BAKER MANUFACTURING CO., EVANSVILLE, WIS 
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WATS NEW 





“Caribbean” Fire Pot 


Duplicates charcoal burner used through- 
out Caribbean area. Can be set in fire- 
place or used outdoors. Said to require no 
kindling, blowing or fanning. Pot is all 





metal, 9 in. high, 124% in. across and 
weighs 23% lbs. Retails for $12.00 and 
sold under unconditional guarantee. R. C. 
Cox Corp., 205 W. Wacker Drive, Chicago. 





“Nylon” Faucet Washers 


Hall Products Co., 1025 Broad St., Clif- 
ton, N. J., offers an assortment ef “Nylon” 
faucet washers retailing at 15 cents. These 
washers are said to have high heat resis- 
tance (400 deg. F.) ; extremely high tensile 
strength; low friction coefficient, and a 
wide degree of resiliency. Assortment in- 





cludes two %4-in., one %-in., and one %-in. 
washer, mounted on a blue, yellow, and 
white card; 72 cards to a package. 





Packaged Fluorescents 


The Moe-Bridges Corp., Sheboygan, Wis., 
is introducing fluorescent lighting in pack- 
aged, portable, ready-to-use form, to be sold 
and used like an appliance. These units 
consist of base strips which come in 24, 
48, and 96 in. lengths. Each has a plug 
connection at one end and a plug recep- 
tacle in the other. Back of the strip is pro- 


vided with openings so that it can be 
mounted on wall with picture hooks. Can 
also be mounted in ceiling with wood 
screws through a special bayonet type slot. 
Five types of shields and reflectors are at- 
tachable for varied installations and are 








furnished as accessories. Since fixtures are 
easily moved about, they permit numerous 
types of lighting arrangements. Illustration 
shows a 24 in. “Unite-A-Lite” used as a 
pin-up finished with ornamental louvre at- 
tachment. 


Refrigerator Set 


“Revolv-O-Master”—sanitary food saver 
and refrigerator set is offered by the Rus- 
sakov Co. of America, 850 No. Ogden Ave., 
Chicago 22. Tray is 24 in. in diameter, 22- 
gage steel, white enamel finish. The five 
thin blown covered glass jars each have 





24-0z. capacity, with wide openings. Tray 
is easy revolving. Each set of glassware 
packed in individual carton, 12 sets to 
master carton. Retails for $2.98 per set. 





Metal Cleaners 


“Seabrite”—claimed to remove tarnish, 
corrosion, and rust on brass, chrome, cop- 
per, monel, steel, aluminum and other met- 
als without rubbing. Works by chemical 
action. Said also to remove rust stains from 
table linen, wash cloths and towels and 
not injure paint, varnish or plastics. Hudg- 
ins & Ratsey, 295 Fifth Ave.. New York 
City. 


Aluminum Tongs 


Sturdily constructed of tempered alumi- 
num and highly polished. Also available 
unpolished. . Suggested retail selling price, 
25 and 16 Cents, respeetively. Come in in- 
dividual wrappers, 12 tied to a bundle and 
12 bundles to a carton. Peal Mfg. Co., 
1040 W: 9th St., Cincinnati 3, Ohio. 





HARDWARE AGE 
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_ Safety Top Range 


Pressed Steel Car Co., Inc., 666 N. Lake 
Shore Drive, Chicago, IIl., announces a new 
range with cooking units in a row across 
the back of the range, out of reach of chil- 
dren. Also should a youngster turn on a 
cooking unit, a signal light would glow on 
the switch panel to call attention to this 
fact. 





Leakprooft Battery 


Sterling Battery Co., 350 Fifth Ave., New 
York City, offers a new leakproof flashlight 
battery, enclosed in a newly developed plas- 
tic case. The company states these bat- 
teries cannot clog, corrode or stick in flash- 
light, and that they are waterproof, mois- 
ture proof, and shock proof Retails for 
10 cents. 





Heavy Duty Expansive Bit 


No. 221—with half-inch straight shank 
for use in an electric drill or drill press 
to bore holes 1% to 3% in. in wood. Center 
lip which cuts away the core at the center 
of the hole, extends back to form a clamp 
to hold the adjustable blade firmly at the 
set diameter. Has improved diamond- 
shaped screwpoint. Large open throat 
keeps cutter clean of chips. Equipped with 
a long and a short cutting blade. Gradu- 
ated scale on blade to make adjustment 
easy. Packed in individual illustrated boxes 
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with complete operating and blade sharp- 


ening instructions. Bruno Tools, 9330 | 


Santa Monica Blvd., Beverly Hills, Calif. 





“Handi-Handle”’ 


Rounded, smooth-grip handle prevents 


crushing of basket contents and permits | 


two pails or buckets to be carried in each 


hand. Made of heavy 18-gage steel, chan- | 


elled for rigidity and protection against 
bending. Holds basket to full width and 
fits wooden and wire handles. Handle is 
18% in. long, bright red, packed 24 to a 
carton. Each carton a self-contained dis- 





play. Also window streamer and leaflets. 


Retails for 50 cents. Demand, Inc., 5713 | 


Euclid Ave., Cleveland, Ohio. 





Kitchen-Type Home Freezer | 


Model VHF-7, a six-compartment, six- 
door freezer with a total capacity of 6.82 
cu. ft., which holds approximately 240 lbs. 
of frozen foods. Freezer interior is porce- 
lain enamel; exterior, Norgloss finish. All 
freezer shelves are refrigerated. Etched 
space for writing in with china pencil the 
type of food placed in each compartment 
is provided on aluminum compartment 
doors. Powered by 1/5-hp. hermetically- 
sealed Rollator condensing unit. Norge 
Div., Borg-Warner Corp., Detroit, Mich. 
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Quiet as a Pointer’s 
footstep... 





AUTOMATIC WATER SYSTEM 


No chattering pump or wheezing 
motor disturbs the household where 
a Monitor Silent-Flow supplies the 
water. This precision-machined light- 
running pump starts easily, works 
quietly. 

Close tolerance in manufacture 
eliminates “play” in connections. 
Ball and roller bearings plus “‘hollow- 
plunger” oil pump reduces friction 
at points of contact. Iron Vault case 
muffles sound, adds beauty. 


Specifically engineered and de- 
signed to make installation and service 
simple and easy. Write your nearest 
Baker branch for full information. 


FOR 
ALL WELLS 
OVER 25 FT. 
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BAKER MANUFACTURING CO. 


EVANSVILLE . WISCONSIN 
BRANCHES 
BAKER MFG. CO.: Minneapolis, Minn 
Madison, Wis.; Fort Dodge. la.; Cedor 
Rapids, la.; Omaha, Neb.; Kansas City 
Mo Enid, Oklo Hutchinson, Kansos 
BAKER MFG. LTD Winnipeg, Canada 
AXTELL CO.: Fort Worth, Tex.; Amarillo 
Tex.; Lubbock, Tex.; San Angelo, Tex 














| Plexiglass Bathroom 











_ Fixtures 
Now Available Items in line are made of clear Plexi- 
. ° | glass, easy to keep clean and strong and 
For Immediately Delivery - | durable. Line consists of towel racks- 


piox A 3cmil} 24, 18, and 12-in. sizes; adjustable glass 


Screen, Storm and Combination 
Door Checks and Closers 


No. 100 JUNIOR 
For Lightweight Screen Doors 


No. 200 SENIOR 
For Heavyweight Screen Doors 








No. 300 GENERAL 


For Screen, Combination and 








Storm Doors holder to fit any size glass; 16 by 4 in. 
shelf; single and double hooks; tooth brush 

Write for Descriptive Folders rack holding four; and ventilated soap dish 
— no drain holes. Rethel Plastic Co., 15 





HARDWARE PRODUCTS, Inc, “*/D* St» Steelton, Pa. 
1630-50 PENN AVENUE ar 
meme: | Ceramic Table Tile 


Designed for merchandising as a com- 


panion item with glass coffee brewers. Bet- 

a | tom is recessed to hold serving decanter of 

| any standard glass brewer but will also 

hold other hot dishes. Tile has four felt- 

padded feet which rest on table, keeping 

MAKERS OF ania: body of tile off table. Color is a shade of 


THE SPARTEX CO., NEW YORK 57, N.Y. 








| cream with design in coffee brown baked 
| on beneath final glaze finish. Measures six 
| inches square and stands about half inch 
high. Retails for $1.10. Cory Corp., 221 
No. LaSalle St., Chicago 1, III. 


Serving Tray Line 


Consists of 38 size and color combina- 
| tions including grained walnut trays, mod- 
| els of genuine cork, leatherette insert styles 
| 
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What S NEW 





and natural leather trays. Maker states 
trays are warp-proof, five-ply, constructed 
from maple and walnut with hand-rubbed, 
stain-resistant furniture finishes. Leather 
inlays offer hand-engraved gold border tool- 
ing. “Grand Slam” 16-tray package assort- 
ment is offered to enable dealers to set up 
tray departments at a minimum investment. 
Counter display with assortment. Camfield 
Mfg. Co., Grand Haven, ‘Mich. 


All-Rubber Pad 


With raised gridiron design to protect 
enamel surfaces of stoves, refrigerators, 
tables, etc., is announced by The Sun Rub- 
ber Co., Barberton, Ohio. Known as “Pro- 
tecto-Pad,” it is said to resist the deterio- 
rating action of hot and cold water, vege- 
table and animal oils, fats and greases, and 
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caustic alkalies. Comes in two sizes, 15 
by 17, and 8 by 17 in. Both sizes shipped 
in packages of 12. 


Socket Head Set Screw 
And Wrench Assortment 


SS 330—comprised of 330 heat treated, 
alloy steel, socket head set screws and 
wrenches in the most popular sizes. Indi- 





u sae natin ail ost 


vidual refills of the same number and size 
as the original section may be quickly ob- 
tained. Complete information on assort- 
ment from wholesalers or the Sharon Bolt 
and Screw Co., 204 Purchase St., Boston 
10, Mass. 
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Radio Window Display 


Display reproduces in exact color and 
size, three of the first models in produc- 
tion. Full color lithography shows detail 
of wood grain and dial calibration. Each 





display card carries complete specifications 
of each model illustrated. Sonora Prod- 
ucts, Inc., 2023 W. Carroll Ave., Chicago 
12, Ill. 


“Handees” Truck 


Sturdy, all-steel construction, weighing 
only 11 pounds with capacity of over 300 





| 
Mili. ems» 


pounds, according to manufacturer. Truck 
retails for $6.95. The Handees Co., 304 N. 


, Gridley St., Bloomington, III. 


“Lada-Rest” 


A rugged, ribbed, pressed steel platform 
constructed towards the front so that it 
fits over one rung of a ladder while a 
sturdy steel strap at the rear hooks and 
locks to the next rung above. Ladder may 
be moved without dislodging platform. 
Ladder must be at correct angle with the 
wall before the platform becomes level. 
List price, $2.40. Dealer discounts. A. S. 
Campbell Co., Inc., East Boston 28, Mass. 



































Protection Your Customers Need 


























Sell your customers Fulton tarps for their combines 


to protect the canvases from dew and rain — for 
tractors, grain drills. all machinery exposed to 
weather. This tough, all-weather protection adds 
years to the life of equipment. It’s protection for 
your customers — profit for-you. 


Fulton is built for hard, all-purpose service around 
the farm. Rope holes are triple reinforced, lined with 
rust-proof metal grommets... the strong, tightly 
woven canvas is permanently “pressure impregnated” 
with Fulton’s exclusive weather and mildew treatment. 


Fulton tarps, backed by 75 years of reputation for 
value, are sold only through appointed dealers. 
Eight factories are strategically located to give you 
quick service. 


FULTON BAG & COTTON MILLS 


Dallas 


Minneor 














of jobber in your locality 
“Trade Merk” 
LIiMiTteEeono 
707 South Brocdway 
Los Angeles 14, Calif 
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Jobbers in principal centers of 









large 


ments. 


ght hand, 
out adjust 
nm screen and sash. - 


, EASIER INSTALLATION— 


—for left or ri 
or small windows, with 
Needs only 1%" betwee 
Only 7 screws. Everything furnished. 


5 raster 


gonecle Zo- 

. Ends of track 

are closed. So dur- 

able that window 

will break before Universal 


4 surcianr 
PROOF— Made of 
Operator, 


mac 


stron 


3 PRECISION OP. 
ERATING GEARS — 
Self-meshed to close 
tolerances, insures ex- 
tra smooth operation 
in either direction . . . 
Packed in permanent 
non-melting lubricant. 


circle swing, open 
ing windows over 


90° instead of con- 
ventional 60°-70°. 


2 20% to 30% 
WIDER OPENING 
—Streamlined tur- 
ret top allows full- 


‘ NOW AVAILABLE FOR PROMPT DELIVERY IN QUANTITIES 


ROLLER BEAR- 
—Makes easy oper- 
for large or 
small windows... 
Eliminates wear 
friction and break- 
age. 


ING BORNE ARM 


ation 





= t's New! PARLYN tniversal CASEMENT WINDOW OPERATOR 
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All-Purpose Electric Mixer 


“Whirlbeater”— made of lightweight, 
Ethyl Cellulose plastic and easily held in 
one hand. Requires no special mixing 
bowls. Mixes, beats and whips in jars, 





small and large pans, and glasses, accord- 
ing to maker. Comes with 8-ft. extension 
cord. A, C. Gilbert Co., New Haven, Conn. 





Automatic Pancake Flipper 


A press of trigger on handle turns pan- 
cake flipper. Plate is made of tempered 
aluminum and handle of tempered steel, 
nickel plated. Retails for approximately 





25 cents. Dealer discount, 40 per cent off 
list. Baldwin Industries, 20 So. Lakeside 
Dr., Baldwin, N. Y. 


Torque Screw Drivers 


“Tru-Torque” measuring and controlling 
screw drivers come in three standard sizes: 
small, from 0 to 6 in. torque pounds; 
medium, from 0 to 12 in, torque pounds; 
large, from 0 to 25 in. torque pounds. 
Screw driver is pre-set at desired torque, 
operator tightens the screw, nut or bolt 
and when the pre-determined torque is 
reached, screw driver handle slips and no 





further tightening of screw is possible, 
maker states. No dials to read or spring 
mechanism. Come complete with one regu- 
lar blade for slotted screw, nuts or bolts, 
one Phillips-type blade, and one Allen 
wrench and pin setter. Snap-on adapter 
also available. Airdraulics Engineering, 
Inc., New Canaan, Conn. 





All-Steel Saw Frame 


No. 99 convertible hack saw frame has 
been redesigned and features quick blade 
changes and the ability to get into narrow 
openings down to 3/16 in., maker states. 
Stops provided on the frame to fit 3, 4%, 
6, 10, and 12-in. blades. Broken blades 
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can be re-used. All steel frame and han- 
dle are integral. K-D Mfg. Co., Lancaster, 
Pa. 


Indoor Clothes Dryers 


“Twinware”—designed for greatest pos- 
sible strength and rigidity combined with 
light weight for easy handling. Deluxe 
model has total drying space equal to 42 
lineal feet and weighs 8% lbs.; flat top, 33 
ft., weighs 744 lbs., and apartment type, 
22 ft., weighs 6% lbs. Dowels are of % 
in. hardwood to support weight of wet gar- 
ments without sagging. End pieces are 
1% by % in. Twin Wares, Inc., Twins- 
burg, Ohio. 
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“Air-Flo” Electric Heater 


A portable unit rated at 120 volts, 1320 
watts, a.c, Combination forced-air and heat- 
radiant elements are enclosed in a wrinkled 
finish, sheet metal protective casing with 
heavy chrome-plated grill and handles. 
Casing does not become heated. Said to 
take only 20 sec. to heat up and to in- 
crease temperature of averaged-size room 





from 50 to 70-deg. within 1844 min. Acme 
Brands, Inc., 644 Broadway, New York 
City 12. 


Illuminated Fis4 Lure 


“Firefly”—a fish hook, iluminated lure, 
and spinner all in one. There is both a 
steady and blinking light: the steady light 
created by the bright luminous plastic. 
Blinking effect comes from a fluorescent 
blade which revolves freely when retrieved 





through the water, maker states. Packaged 
in Cellophane envelopes and mounted on 
colorful display cards, Retail at three for 
$1.00. The Glo-Lure Co., 3405 N. Clark 
St., Chicago, Il. 


Abrasive Belt Grinder 
Model 400 “Dri-only” belt grinder for 


vertical or horizontal operation comes in 
bench and floor models. Direct drive from 
motor is standard. Changed from vertical 
to horizontal operation by loosening two 
cap screws. Tracking device tracks belt 
and spring belt tension said to take up 
automatically any abrasive belt stretch. 





Abrasive belts 4 in. wide, 35 or 36 in. long 
are used. One 4 by 35, 80 grit dry belt 
furnished. Hammond Machinery Build- 


ers, Inc., Kalamazoo, Mich. 


Inter-Comm. Phones 


Provides inter-communication over dis- 
tances of several hundred feet, according 
to manufacturer, Century Chicago Co., 335 


W. Madison St., Chicago. Phones operate | 








on dry cell batteries and are claimed to 
transmit conversation with audible quali- 
ties to standard telephones. Slight pres- 
sure on button in center of dummy dial, 
produces buzz on other phone. Packed in 
display box with 70 feet of single con- 
ductor wire. Retail for $9.95. 


“Met-L-Top” Ironing 
Tables 


Again available from Geuder, Paeschke 
& Frey Co., Milwaukee, Wis. Table is 
all-metal, fire-proof and warp-proof and 
white enameled top retains and more fully 
utilizes the heat of the iron, maker states. 
Sturdy legs open or fold easily. “Pro- 
tectorest” at broad end of table serves as 
a hanger when storing table away or keeps 
cover from becoming soiled when table is 
stood on end. Each table individually 
packed in three-color carton. 
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COMPARE the features of this all- 
steel Master Rule's “Streamline” 
with any other rule... compare its 
ability to give direct readings on 
inside dimensions without adding or 
subtracting and its calibration accu- 
racy of .005”. . . compare its “finger- 
tip” position lock, its extra long 
“claw” and its use as a height gauge, 
caliper or scriber! 

These features plus outstanding 
durability and a simple, foolproof 
construction have built an enviable 
reputation and a tremendous cus- 
tomer demand for this leader among 
pocket rules, 

Write for further information on 
the “Streamline” as well as Master's 
complete line of wood and steel tape 
rules. 

Priced to Retail at 


= 
EACH 
Spare blade 65¢ each 


408—8 ft. Streamline $2.25 each 
Spare blade 70¢ each 


MASTER RULE MFG. COMPANY, INC. 
201 North Main Street 
White Plains, N. Y. 
Branch: P. O. Box 1587, Oakland, Cal. 
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WHATS NEW | 


Wicker Hampers 


Variety of styles, sizes, and shapes in 
white, blue, peach, green and orchid. 
Maker states they are of genuine wicker 








construction with solid wood bottoms, self- 
ventilation, 8-strand wicker braid, fine 
washability and stiffness, sturdy 1-piece 
frame and leg construction. Minimum 
order of six. Beacon Industries, 22 W. 
23rd St., New York City 10. 





“Reel-Rite” Line 
And Pulleys 


The B & R Mfg. Co., Rumford 16, R. L., 
announces its clothes line sets which it 
claims cannot snag. Line goes round and 
round the pulleys in either direction even 
when heavily laden with wet clothes, it is 
said. Maker also states that line cannot 
fall away from the pulleys, yet can be 
easily removed. Retails for $3.95 includ- 
ing three reels, post hooks, and 50 yds. of 
double entwined line, together with line 
separator. Packaged in cardboard con- 
tainer which includes instructions. Dealer 
discounts. Sole sales agent, H. B. W. 
Snelling, 53 State St., Boston, Mass. 








Coming Conventions 
And Events 


Corrected Each Issue 
According to Latest Data 


American Hardware Manufacturers 
Association’s meeting jointly with the Na- 
tional Wholesale Hardware Association, 
Oct. 14-17, inclusive, 1946, at the Marl- 
borough-Blenheim, Atlantic City, N. J. 
Charles F. Rockwell, 342 Madison Ave., 
New York 17, N. Y., is secretary-treasurer, 
American Hardware Manufacturers’ Asso- 
ciation; George A. Fernley, 505 Arch St., 
Philadelphia 6, Pa., is managing director, 
National Wholesale Hardware Association. 

Architectural Hardware Consul- 
tants, American Society of, and National 
Contract Hardware Association, annual 
convention and exhibit, Palmer House, 
Chicago, IIl., Sept. 3-5, 1946. John R. 
Schoemer, 420 Madison Ave., New York 
17, N. Y., is executive secretary-treasurer. 

National Contract Hardware Asso- 
ciation and American Society of Architec- 
tural Hardware Consultants, annual con- 
vention and exhibit; Palmer House, Chi- 
cago, Ill., Sept. 3-5, 1946. John R. 
Schoemer, 420 Madison Ave., New York 
17, N. Y., is executive secretary-treasurer. 

National Hardware Show, Inc., at 
the Grand Central Palace, New York City, 
Sept. 16-21, 1946. Headquarters are at 331 
Madison Ave., New York City 17, N. Y. 

New York State Retail Hardware As- 


| sociation, annual convention and _ trade 


show. Headquarters at Seneca Hotel, show 





at Convention Hall, Rochester, N. Y., Feb. 
4-6, 1947. N. H. Kiley, 508 Hills Bldg., 
Syracuse, N, Y., is secretary. 

National Wholesale Hardware Asso- 
ciation’s meeting jointly with the Ameri- 
can Hardware Manufacturers’ Association, 


Oct. 14-17, inclusive, 1946, at the Marl- - 


borough-Blenheim, Atlantic City, N. J. 
George A. Fernley, 505 Arch St., Philadel- 
phia 6, Pa., is managing director, National 
Wholesale Hardware Association; Charles 
F. Rockwell, 342 Madison Ave., New York 
17, N. Y., is secretary-treasurer, American 
Hardware Manufacturers’ Association. 

National Metal Exposition, Nov. 18- 
22, 1946, at Municipal Auditorium, At- 
lantic City, N. J. Chester L. Wells, 7301 
Euclid Ave., Cleveland 3, Ohio, is assistant 
managing director. 

New England Hardware Dealers Asso- 
ciation, Fall Hardware Market, Sept. 10-12, 
1946, at the Copley Plaza Hotel, Boston, 
Mass. Annual convention, Feb. 20-22, 
1947, at the Statler Hotel, Boston, Mass. 
Russell Mueller, 185 Dartmouth St., Bos- 
ton 16, Mass., is secretary. 
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WANTED IN EVERY KITCHEN! 
THE NEW, EASY WAY TO OPEN VACUUM JARS 
... A GENTLE SQUEEZE POPS THE CAP OFF! €peustiee 
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apr RETAILS 25¢ TO 29c ACCORDING TO LOCALITY 
line PACKED 2 WAYS [— says, “Why didn’t Jars can be resealed again and again. 
sae Order E-Z No. 1 for the EZ someone think of this before!” A child of Opens any vacuum jar and any paint, 


Mr. Hardware Man:-— 
Feb. 
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We will be pleased to have 
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neri- you visit us at Booth 241 at the 
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LIFT cap-lifter individually 
carded (as illustrated), 3 doz. 
to a box, 4 boxes to a carton. 


six can now open instantly any jar opti- 
mistically labelled “Open with back of 
table knife.” No more hur: fingers! No 
more broken knives! No more bent caps! 


STEWART PRODUCTS: 


candy or other friction-lid can. The other 
end even uncaps bottles and cheese jars. 
Order some today! Immediate delivery 
through jobber or direct. 


200 VARICK STREET + NEW YORK 14, W. Y. 
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DIAMOND 


DIAMALLOY 


PLIERS 
with 
Plastic Insulated 
HANDLES 


DIAMALLOY 
LINEMAN’S SIDE 
CUTTING PLIER 


DIAMALLOY 
HEAVY-DUTY 
DIAGONAL CUTTING 
PLIER 


Write for Catalog! 


We can now furnish Diamalloy pliers with in- 
sulated handles as shown above tested to take up 
to 20,000 volts. We shall be glad to receive your 
orders for these, delivery within a reasonable 


time after receipt of same. 


DIAMOND CALK 
HORSESHOE COMPANY 








WAR SURPLUS ITEMS 


Offered forlmmediateDelivery 














STAPLES, insulated, brass, 46” long x %” wide inside. Packed 
100 staples to each box. 250 boxes to a case. Weight 65 Ibs. 


per case. 


ROL OIL PEE ee ie 250 boxes 
I NS ds. oad asia arg eee ek eee 50,000 boxes 
St a chads sta eaawed 09 cents per box (Nine cents per box) 


POTS, solder, Hi-grade cast iron, with lip, 7” diameter with 
steel handle. 


I isn ub dhned eas. pookdnewe pontiena epee 6 
TS RR ee ee ee ee, eee 235 
REE EER: SC etry im for re Pore SEY $1.25 each 


POTS, solder, Hi-grade cast iron, with lip, 9” diameter with 
steel handle. 

I — 5 sc: o'wsa.aieaumvasaweb oak aed oan 
SE MES ins. ark t's 5 doko ab. dipad Se a eae eienie ee 
WN h.6b.546cndcnvanance ps PU Oe eReeTEReadaeen $1.65 each 
STAPLES, Wire, Steel, double point, bright No. 9, 7/16” long, 
7/32” wide, packed in one pound packages, 100 packages to 
the case. 


SD MN 6 ie occ ke win Keekeoeaes 100 packages 
IN MD ic dn a a ne cena see ial 12,000 packages 
__ _Reeertoer 15¢ per package (Fifteen cents per package) 


To place your order, or for fur- 
ther Information write or wire: 


BERNARD ALLEN RUDLIN 


1303 West Main Street Richmond 20, Virginia 
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S| | “GUARD Your Good will ™ * es LIANCE 


y With BARRETT Glass Cutters 


ked The next time your good customer—the 
ibs. carpenter or the painter or the janitor— 
goes to use the Glass Cutter he bought 
from you—it may be a rush job or an 








extra lar ’ ‘ 
wal g ge window 











ith If you sold him a 
r BARRETT 
a BLUE RIBBON 
it’ 
; its wheel guard and oiler has protected the 
6 vital cutting edge against rust or nicks | 
139 while it was stored in his tool chest. The | F oO R ¥y E L L | N G U Pp 
ach glass will break cleanly. 











™ It Was a Small Sale, But You in Br ight Wir e Goods 


a Made a Profit and a Friend 


ges Mfd. by There is something new in bright wire goods 


ge) - ‘ A sdina 

merchandising — a combination of brilliance 

w M. L. prisi=aig E T T < oO. and color which takes them out of the staple 

N BRISTOL 1 ais ‘ CONN class — makes them sell more quickly and at 
nia : a substantial profit. 




















| @ KADMILITE is the new finish 

— a special Judd process topped off 
| by an extra polishing. It makes 
humble screw eyes and screw hooks 
shine like Sterling. 


@ BRILLIANT RED is the color 
of the screw-hook bands, the screw- 
eye clips — and the attention value 
of red is well-known to every mer- 
chandiser. 


| 








NOT A BREAK Truck weighing 30,125 Ibs. 
couldn't break the 
asrvee tii Ethocel plastic parts of these : 
sevber- tian G iT 4 Our new Bright Wire Goods Factory will soon 


be ready to fill your orders. 
FLASHLIGHTS 


* Transparent or lustrous colored case 
with pleasing warmth of touch. 

® Nickel plated brass, lacquered, per- 
fect parabolic reflectors. 


® ON-OFF and signalling switch—al- 
ways works. 


® Colors: red, black, blue, ivory or 


No.390 ‘Plastic Right Angie Molding oration 

Retails $1.00. but) Retails 4612 WEST HURON STREET, CHICAGO 44: ILL. 

Order from your jobber. cturers of the tomes oer HL. JUDD COMPANY * WALLINGFORD, CONN. 
Protect-o- 


CANADIAN DISTRIBUTOR: Kehn, Bald & Laddon, Lid., so vai Sweet, Torte. @7. Chambers Street, New York 7, New York 


Standardize on this newlyepackaged line of 
faster-moving Judd bundled bright wire goods. 






| IN ANY PLASTIC 






transparent. 
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MERCHANDISING DISPLAY BOARD... 


OF BRASS FOR FRONT DOORS 


Minimum order of Allied’s distinctive brass hardware 
assures you a MERCHANDISING DISPLAY Board 
FREE. Dealers throughout the country find it helps 
focus customer attention on product—profitably, quickly. 


Ask your jobber today for complete details. 
Meet us at the NATIONAL HARDWARE SHOW 
Grond Central Palace, Y., Sept. 1 


6-21 
é 


HARDWARE 
CORPORATION 
328 Grand Ave.,, Brooklyn 5, N.Y.C. 


ALL-STEEL KITCHEN 


STEP STOOL 


-“ snotty: 


This nationally advertised, fast selling stool 
will be on display at the 
NATIONAL HARDWARE SHOW 
Grand Central Palace, New York 


SEPTEMBER 16th TO 21st, 1946 
Showing in Booth No. 80 


National Sales Representatives 


verybodys 


PHILADELPHIA 7, PA. * 








SENTRY LITE 


RETAIL—$1.00 each 


$ 7 20 DOZEN 


@ UNBREAKABLE PLAS- 
TIC CASE 4"' HIGH. 


@ COMPLETE WiITH 
BULB AND 2 REGULAR 
TYPE D BATTERIES. 


FEATURING A ONE- 
PIECE REMOVABLE 
LOCK SWITCH. 


DESIGNED FOR CON- 
VENIENT PALM GRIP. 


PACKED 2 DOZEN TO 
A SHIPPING BOX, IN 
ASSORTED COLORS. 


DELIVERY — TWO 
WEEKS. 


F.0.B. WINSTED, 
CONN. 2% 10 DAYS, 
NET 30. 


SEE OUR COMPLETE LINE OF 
FLASHMASTER 
MLIGHTS 
AT THE NATIONAL HARDWARE SHOW 


SPACE 256—GRAND CENTRAL PALACE 
SEPTEMBER 16th to 21st 


THE BURROUGHS COMPANY 


225 5TH AVENUE WINSTED 
NEW YORK 10, N. Y. CONN. 
PRODUCT OF CRESALE, INC. 

















HARDWARE AGE 





“L want 4 brush chats well made" 


It’s unanimous! Every woman demands that 
the brushes she uses in her home or on her 
person be well made. Thus she knows that, 
no matter what she pays, that brush will 
give her long wear, satisfactory service. 


That is why we urge you—think twice before 
you offer your customers brushes of doubtful 
origin or quality. When you stock Empire you 
can be sure that you are selling a line of brushes 
that will pay you back many times over in satis- 
fied customers — repeat sales — greater profits. 
Keep in mind Empire’s 37 years devoted to the 
manufacture of brushes — and brushes alone. 
These years of experience assure you depend- 
able, quality brushes in every price range, in 
a wide variety of types and styles. Ask your 
jobber about the Empire brush line today. 


JOBBERS! Sell the Em- 
pire Brush Line. You'll 
find it a real profit 
maker for you. 





RY 


—— “DERSSON 
PAINT _— 








yuuene seen” may ig te Sure-fire items for rapid turnover. 

pny ng hy Bg Py. é Saucepans, Frying Pans, Chicken Fryers, Sauce Pots, 
hard-hitters in ‘upping’ sales vol- a Grillettes, Double Boilers, Egg Poachers, 

inet Sa © eee ‘ Bun Warmers, Casserole Dishes 


essential! ; 
Eliminate spilled cans, soilage, 4 : Durable heavy gauge aluminum. 

ted pai d iner-handl / / . 
iesorfovonee. tioehs ere tnstontty or Steel, Plastic or removable Hardwood Handles. 
oe aie oan cee i Quick selling at full profit to the dealer. 


- »« can is safely and securely a 
positioned at all times. . 5 Reorders pouring in—additional items on display. 


= PERSSON HOOKS @ ony lodder WE'LL BE AT GRAND CENTRAL PALACE IN 
sf Made of tested steel, with per- | BOOTH 117 


manent blue, rust-proof finish. 


Packed one dozen i attrac- 
Mi, tor tial pounten: J tive, full color -eunter displey | INQUIRIES FROM RECOGNIZED JOBBERS INVITED 
NOTE HOOK UNDER wore « vee ° 

AND OVER RUNG ror oF aune Inquiries invited; address Dept. B 


of Stee! Mater: 


T. G. PERSSON COMPANY I. LEVY SONS 1107 srosaway, »-¥. 


224 GLENWOOD AVE., BLOOMFIELD, NEW JERSEY SOLE NATIONAL DISTRIBUTORS for STEMCO 


> 
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Watch for Seasattoual -~Fuuouucemeut 


“" MAKE-A-LITE 


| Bicycle Light Generator's Nationwide \ © \ 
Lom 4) Consumer Advertising Campaign ae 


on ‘ 
NY | 136,000,000 TEM ACES: Eek 


4 


NEXT MONTH — IN THIS PUBLICATION! 








Dan Morey | 
814-16 SO. ROBERTSON BLVD., LOS ANGELES 35, CALIF. 


gck-0UT FOR SALES 


ACE 2-1 RUBBER HEADED HAMMERS 


, t 
hom 
8 ode? 
, and rubber “ ants , 
gon HOT nats Oe getle ss. 
¢ o ¢ ep in @ 
—ind peo %s heot wn pondle- 





Burns all kinds of fuel oil. Equipped with 
detachable fuel tank, weather shield, and 
ee smoke pipe with revolving hood. 
ACE 2-1 HAMMERS REALLY MAKE A HIT ,| Complete line. All steel or cast iron. 
Order Now! Get In Ahead Of 
The Rush! Write For Descrip- 
tive Literature and Prices! 


GUGEBICIG MANUFACTURING COMPANY 


eres 2 ese ead AE peed TANK DU, 

gor NE Tee I cassit OF ned NNO parte pmerica’ s Finest Line 

shor™ merely oct: pe ord pawnnes ay bull f Tank Heaters” . 

\oce semly * xe yw yo" le the country over! The favorite 

ro? 3 o p we? have - 4 water tank heater for stockmen every- 

veo ea sho” Homm piace? tor o'° | here, because they provide greatest pos- 

prop oe ce 2 \ jso 10 OF an vse sible heat radiation below the water line. 

" \bs- * Juni sands ass' steady flow of 

jonce? “= sh 2 th Siphon feed assures ly fuel, 

be msines® heads - y Wo steady heat. No wicks, or burner to get 

or oY 4 fib a erotut® out of order. Used also for brooder stove, 
rubber a vght m te for Liter hot dip tanks, space heater, feed cooker, etc. every pur- 
ical on? glesol® , | Efficient! Economical! Oil Burning! ooo gma 

| 





200 Main Street GEORGE, IOWA 








We Have Some Copper 


Can fill orders for copper tacks. No advance 
in price on orders up to 300 Ibs. 


Signed: Athas Tack Corporation 
79 Pleasant Street Fairhaven, Mass. 
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Here’s ol’ Joe again . . . faithful and loyal as ever. It 
seems that his foremost thoughts — like ours — are 
always centered around increased production of 
FEDERAL Practical HOUSEWARES You see, he 
knows that today’s difficulties are as pressing upon 
you as they are on ws! You've been so patient and under- 
standing for so long, that we hate to keep stalling you 
off .. . telling you the same mournful stories. Conditions 
do seem to be improving, however, and maybe Joe (and 
we) can come through with more merchandise and a 
real sense of accomplishment . - + soon! Meantime, 
we'll continue to ship orders impartially, and do the 
very best we can! 





“So you think you have troubles? Brother, you ought to be in the spot 
my boss is in trying to lick the shortages that are holding up production 
of Federal Practical Housewares!” 
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~ Dearborn, 


GAS HEATERS 


FEATURE THE 
FAMOUS HI-CROWN BURNER 







Plastic Resin 
ATERPROOF GLUE 


Row 
* gree *@ 
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an exclusive patented fea- 
ture of Dearborn—supe- 
rior performance with all 
gases. 


See why this glue | 
is a profit-maker for you... 


With Biue Flame Pilot Light 





. © No matter how large or small the space . . . no matter if it is 
at the National Hardware men, home owners, and pro- an office, apartment, or home . . . no matter what kind of gas is 

, . . used . .. there is a Dearborn to meet your heating requirements. 
Show. You'll see proof of its fessional woodworkers. 


Dearborn heaters, nationally known for unexcelled quality, ef- 


fast selling qualities... why Packed in convenient-sized | ficiency, and appearance, range in output from 12,000 BTU to 
° . . | 
its tremendous strength, easy-  cans.Askyour jobber for prices | ren 
ie ‘ f ‘ ; d e ° | Dearborn’s Kool Kabinet is a superior safety feature for it allows 
Mixing, Stain-free application an complete information. heaters to be placed against walls without danger of scorching 
make it the choice of handy curtains or blistering walls. 
| Patented Dearborn Chassis givé low cost operation . . . stram- 
| lined pas and luxury finish gives eye-appeal that means buy- 
appeal. 


UNITED STATES PLYWOOD | ) 
avn ccrronanon | NATIONAL-- DEARBORN STOVE COMPANY 
Dept. 288 Hardware Show 1700 W. COMMERCE ST. 


55 West 44th Street 
New York 18, N.Y. 


DALLAS, TEXAS 


CHICAGO eee ee 
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\ PRODUCTS 






Five great national magazines 
are at work for you 


telling your customers about Ol’ Sarge, the 
sensational new line of pocket size brass gun 
rods, gun brushes and oil. 

Ol’ Sarge products have been gaining wide 
iodthavaine talbup Wt, ter dealer and consumer acceptance as the first 
all Rifles and Shotguns. precision engineered line of shotgun and rifle 
prencrsiage deters aaa cleaning equipment ever offered American 
cleaning attachments. ; 

sportsmen. Write for full details today. 












Manufactured by 


UNIVERSAL ENGINEERING CO. 
OF SAN DIEGO 


Distributed by 


NELSON R. THOMAS AGENCY, Inc. 
344 E. FIRST ST. LOS ANGELES, CALIF. 


Shotgun Brass Rod. 

With patented NEOPRENE 
expanding tip, in water- 
proof cloth case, for all sizes 


De Luxe Rod Kit 

In handsome hardwood 
case. For all rifles and 
shotguns. 
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Fast, Accurate Measurements 


AMIC 


Quick Action 
VERNIER 
CALIPER 


SIZE 6" 
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THE PERFECT TOOL 
for machine shop, garage, 
repair shop, aircraft-maintenance, etc. 


A flick of the thumb and you’ve got your external and internal 
dimensions. Knife-edged jaws provide exact thread measure- 
ments. A depth gage blade gives speedy depth measurements. 
Made of stainless steel or toolsteel; packed in a sturdy leather 
case. Scientifically engineered, painstakingly machined and 
American made, the AMIC Quick Action Caliper is a qual- 
ity tool without a rival. 
Graduations in English—1/32” or 1/40”; in Metric—full mm. 
Reading om Vernier 1/1000” and 1/10 mm. Also AMIC Precision 
Vernier Calipers, Height Gages, Depth Gages, Pocket Calipers, 
Comparators, Precision Graduated Metal Scales. 


Write for FREE Booklet K and price list or phone PE 6-0687. 


Visit our booth, number 135, at the National Hardware Show, 
Grand Central Palace, N.Y.C., Sept. 16 through Sept. 2!. 





© LIGHTER e FASTER e CHEAPER 
No board is too tough for this new, powerful, high speed MallSaw that is priced | 
within reach of every builder. {it will rio or cross-cut any kind of rough or dressed 
lumber up to 2” leaving a square board end that assures better fitting and a better 
building. When equipped with a Mall long-wearing abrasive disc, it can be used for 
grooving Mortar joints, cutting and scoring tile, limestone, concrete and other aggregated 
compositions. The light weight, rust proof Aluminum alloy housing, comfortable handle 
with trigger switch, and perfect balance make for easy handling. Equipped with Uni- 
versal Motor. Available in two voltages 110-volt AC-DC or 220-volt AC-DC 60, 50 or 
25 cycles. Has 6” diameter biade. 
Ask your Dealer or write for literature and prices. 


MALL TOOL COMPANY 7702 South Chicago A . Chicago 19, Ill e 
*25 YEARS OF “BETTER TOOLS FOR SETTER WORK." ) 240 WEST 40th ST NEW YORK 18, N. Y. 
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AMERICAN MEASURING 
INSTRUMENTS CORP. 
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“Plusses” THAT MAKE | “S 
UNIVERSAL So © 


BY LONG ODDS THE BEST LINE TO HANDLE 


Built into every model in Universal's complete line, are dozens of extra quality features. 
For instance, the side seams in the compressed air sprayer tanks are all triple-fastened: 
they're lap-jointed, then riveted, then solidly soldered. And notice the roll-seaming of the 
bottom shown in the picture. The construction makes the compressed air sprayer tanks 
extra sturdy and extra leak-proof. 



































































Quality features like these are the result of Universal's years of experience as sprayer 
specialists. Yet Universal brings you and your customers these extra quality features at 
“ordinary sprayer” prices! That's possible because of the economies resulting from 
Universal's streamlined, mass-production methods. Universal Sprayers are the product of 
America's Most Modern Sprayer Factory. 



















RIGHT NOW, 


sales are still necessarily con- 

fined to present Universal 
distributors. But keep your 
eye on Universal — it's by 
long odds the best line to 
handle. 
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METAL PRODUCTS CO. 
MICHIGAN 


UNIVERSAL 
SARANAC 








% Hardware dealers can create new EXTRA 
PROFITS from ready and waiting home moderniza- 
tion jobs by owning and renting out this Lincoln 
Speed-O-Lite sander. Peeple gladly pay up to 
$5 per day in rentals alone. Besides you sell large 





tractive profit. We want you to 


Plastics for fabricating in the 


amounts of supplies that are needed in any floor 
finishing or building modernization program. 


THE LINCOLN SPEED-O-LITE 
This famous rental sander has earned th ds upon th d: 
lars for hardware and paint dealers from coast to coast. 
income that ranges up to $5 per day is only a starter. 


SPEED-O-LITE RENTAL SANDERS HELP YOU SELL SUPPLIES 
Figures compiled by a number of your fellow dealers <learly indicate 
that you can ADD SALES of sandpaper, paints, varnishes, seal, tools, etc., 
averaging up to $10 per day to each and every Lincoln Speed-O-Lite 
rental customer. We urge you—write today for full details about the 
Speed-O-Lite Sander Rental business. 


of dol- 
The rental 
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MACHINERY TCOMPANY Inc = 
4 PEORIA MICA N 


World's manufacturer of the most complete line of floor 











home workshop represent a big 
and rapidly expanding market. It 
is a market that we have devel- 
oped almost single-handed through 
consistent advertising in Popular 
Science, Popular Mechanics, Me- 
chanix Illustrated, Popular Home- 
craft, Home Craftsman, Science & 
Mechanics, and other magazines. 


Now demand for C-B Plexi- 
glas, Lucite, Bakelite and other 
plastics is at a level in most cities 
that will enable you to operate a 
C-B Plastics Department at an at- 





have that profit—so that we can 
concentrate more fully on distri- 
bution ! 


We are ready to give you all 
necessary information and mer 
chandising suggestions for instal- 
ling a profitable C-B Plastics De- 
partment. To start you off with 
the proper stock, we have prepared 
special, moderately priced stock as- 
sortments of sheets, rods, tubes, 
and special shapes—al! fast movers 
—all available for immediate ship- 
ment. Write us today for complete 
details. 


CARMEN-BRONSON Company 


Jobber Division 
165 EAST 3rd STREET - DEPT. 8RS - MOUNT VERNON, N. Y. 
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|} ELECTRIC RANGES 





+ ELECTRIC WATER HEATERS - 


OIL RANGES - 


PORTABLE OVENS + OIL HEATERS + WICKS 


LINDEMANN & HOVERSON COMPANY 


MILWAUKEE 7, 





WISCONSIN 








7 
FOLDING 


CHAIRS 
Upholstered end 
Pieia. Meny styles 
Folding Tables 
PROMPT SHIPMENT 


ADIRONDACK 


CHAIR COMPANY 


1142 BROADWAY 
NEW YORK 1, N. Y. 












HY ORAULIC 


Jacks 


Templeton, Kenly & Co. 
Chicago (44) Ill. 
Better, Safer Jacks Since 1899 


A COMPLETE LINE 


} 

77 Years Reaulaliors 
; 
| wn Ke Trade 
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COMBINATION 
SQUARE 
with Level and Seriber 


Ready for Immediate Shipment 
Very Reasonably Priced 


Twix Manufacturing Co. 
40-09 21st St., Long Isiand City, N. Y. 




















COMPONENT PARTS 
FO 


R 
ELECTRICAL APPLIANCES 
CORD SETS 
TAPS & PLUGS 


REPLACEMENT ELEMENTS 
COILED ELEMENTS 


Send For Circular H 


FYARBET M’°F’G CO. 


ELECTRICAL PRODUCTS 
3349 THIRD AVE. NEW YORK 56, N. Y, 








it costs no more to own the best. 
nodern-line Glass Cutters and painters’ and glaziers’ tools. 


RED DEVIL TOOLS 
Irvington, New Jersey, U. S. A. 








Buy RED DEVIL 














FAST SELLERS! 
GRA 
STANDARD 


SAFETY DOOR HOLDERS 
For Homes, Garages, Offices, Schools, 





shoes. 6 sizes. Send for illustrated bulletin 
and free display offer. 

GRAND SPECIALTIES CO. 

3130 W. Grand Ave., Chicago 22, i. 














* MARSHALLTOWN TROWELS 


MARSHALLTOWN TROWEL COMPANY 


MARSHALLTOWN 


* MARSHALLTOWN, 


IOWA 














DAVID B. TAYLOR CO. INC. 
BALTIMORE 2, MARYLAND 
Presto Cookers—DeWald Radios—Electri- 
cal Appliances — O'Cedar Mops and 
Chemicals — (AGM) Water Heaters and 
Products — Cordage — Cutlery — Gifts 

—Brushes — Paint. 

— STOVES — 
Gas—Oil—Coal or Wood 
Hardware—Farm—Household Specialties 
STRICTLY 
Wholesalers & Distributors 





ICE CUBE TRAYS 


Immediate 
Delivery 


ALUMINUM 








Popular 
Sizes 

Write for prices 

Mention your 


NOTE NOTCH ‘obber 
FOR INSTANT RELEASE ! 
EDISON COOLING CORPORATION 

310 E. 149th St. New York 51, N. Y. 








SPAR-TER 


.... ANOTHER NAME FOR 


BETTER PAINTS 


THE SPAR-TEX COMPANY 
4309 THIRD AVE., NEW YORK 57, N.Y. 








ployer and employee. 





FOLLOW THE LEADER IN 


Year after year HARDWARE AGE has led its field in the 
volume of classified as well as display advertising. Its 
classified columns bring together buyer and seller, em- 


H A R D WA i E A G E Classified Opportunities Dept. 


""Want Ad" 


Those who contact the hardware trade know from experi- 
ence that HARDWARE AGE is the logical medium to use 
to secure RESULTS from their classified advertising. 
Follow the leader. 


100 East 42nd S#., New York 17, N. Y. 


ADVERTISING — 
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Wrought—Nut 
liye Belts 650 West Lake Street 


TURNBUCKLES and EYE BOLTS 


Screen Door Braces 


Turnbuckles, Inc. 





Alumaloy 
Chicago 6, Illinois 











A PROFIT MAKER 


for Over a Quarter Century 


POLISHES 


Liberal discount 
Ask your Jobber — or write 


SUPERIOR LABORATORIES - Grand Rapids 4, Mich. 





















Age BEA A IN ACTION 
NEWELL DOOR CLOSERS °° BS Soman pum 

EASY TO INSTALL 
y No. 006-A ZEPHYR 


For a low-priced closer, Ideal for combination This latest addition to the 
the 006-A has all the screen and storm doors Newell line operates in an 
features of higher-priced and light inside doors. oil bath. Smoothest oper- 
closers. A really proved Each one in individual ating closer yet presented. 


No. 008 AIR-FLO No, 014 OIL-FLO 


fast seller. carton. 


TWO BEST SELLERS - - e2inc 


No. 001 Door Stop prevents damage 
when doors are forced open beyond 
normal. Finish is bright cadmium, 
No. 010 E-ZE Latch renders periect 
performance when used with a 
door closer. Full instructions, with 
template, in each 














Meet us at Booth 34, Palmer House, Chicago, Sept. 3, 4, 5, 1946 














KILLS 








This powerful dis- 
infectant also kills 
blue bugs, fleas, ticks, cattle lice, termites, 
roaches, ants and similar pests. 











Something to Sell When the Going is Tough! 
Nationally advertised — widely distributed — 
Satisfied customers in all parts of the country 
as a result of years of successful use in homes 
and on farms. This powerful disinfectant 
helps control diseases. 


TOXITE LABORATORIES 


ROX B CHESTERTOWN, MARYLAND 





LIGHT IT WITH A FLARE 


‘1000 LIGHTS” 


between refills 


TABER, BL i La eoc MA 






























ALL PURPOSE ing Plated Finish, etal, Except Knob. For 
Single Action All Kinds of tach to all Rods. Makes 
FISHING REEL Good for Boys or Beginners to Learn Casting. 


Each in Box. One Doz. in Carton, $9.00 Dos. 
2 Piece ROD—55” Long, Slipfit Solid Aluminum; 
Reel Man. 


Per Doz. Sold in Dozen Lots Only. 


36"° ROD BAG—Made of Heavy Canvas with 
Leather Butt at Bottom, Leather under Snap Flap. 
Ideal for any 2 Piece Rod up to 70”. Formerly 
used by Armed Forces for Spare M8 Barrel. No. 
RB $3.00 Per Doz. Sold in Dozen Only. 

Other Steel Surf my I Rods Available. 
We Guarantee money back if Merchandise proves 
unsatisfactory upon delivery. +f material is —. 
able, we reserve the right to substitute ys 
higher cost merchandise of a similar neture pf 
No Eetra Charge. 
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Write Dept. HA for Catalog. 


~~ *op BERNARD GOLDWEBER 


1133 Broadway, New York 10, N. Y. 
s% Cash Discount Check with Order. 

Net 10 Days to Rated Firms. Jobber 
Buy Rod and Bag In Sets—$12.00 per doz. Inquiries Solicited. 








AT LAST—A Real Easy 
FLOOR CLEANER! 


Cleans like magic! Just mix FLOOR-KLEAN 
powder with water, and mop the floors! Ideal for 
dirty, darkened floors, before refinishing, or be- 


fore re-waxing! 


ol & TA j L A sure-fire seller—fast repeat item. 


Stores - Jobbers - Sales Reprs. 
3 Oc. Write TODAY for full details! 


BENGAL CO., 570 W. 131 ST., N. Y. 27, N. Y. 
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assified Advertising Rates 














Help Wanted. Accounts Wanted 
Business Opportunities 
Representatives Wanted. etc. 


Positions Wanted 
(Special Rate) set solid, maximum, 


Allow Seven Words jor Keyed Address 
or Your Address 





Set solid, maximum, 50 words....... $5.00 


pe aebs ceGseetececoeosoeese $2.00 
Each additional word.......--- 0S 





“BOXED DISPLAY RATES 
$8.00 Per Column Inch 








—: t i A 





Cuts or 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more consecutive 

insertions. 


No Agency Commission allowed on Classified 
Advertising. 


REMITTANCE MUST ACCOMPANY ORDER 
Send check or money 
not currency er stamps. 


Semnptes of ny ym Literature, Catalogs, 

etc., will no forwarded to box number 
odepricns « ~F_ accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every 
Thursday. Classified forms close if yo 
previous to date of publication. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St.. New York 17, N. Y. 








LIVE-WIRE VETERAN INTERESTED IN 
HARDWARE FIELD. Willing to assist in sell- 
img and general care of merchandise if will be 


given the opportunity in New York City. Address 
Box K-752, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y. 


WANTED AS BUYER OR 
EXECUTIVE. Experienced shelf, builders, cab- 
inet hardware, tools, machinery, housewares, 
housefurnishings, electrical, garden, mill supplies, 
retail or wholesale, systematizing sales promotions, 
re-organizations, college education, married early 
forties, clean cut, versatile, Jewish. Can locate 
anywhere. Complete details will be appreciated. 
Address Box K-737, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y 


POSITION 


SALESMAN WITH 15 YEARS’ 
ENCE selling hardware, wood working tools, and 
electrical merchandise in retail and wholesale 
stores. 2% yrs. as manager of hardware depart- 
ment in chain, desires position in wholesale house 
or retail store. Address Box K-740, care of 
ee Ace, 100 East 42nd St., New York 
17, 


EXECUTIVE OR BUYERS POSITION 
WANTED—VETERAN 26, College, nine years’ 
experience in all phases of Hardware and Elec- 
trical. 
promoting ability. Wéill consider foreign position. 
Address Box K-744, care of Harpware Acg, 
100 East 42nd St., New York 17, N. Y. 


THERE IS NOTHING DULL ABOUT SELL- 
ING — Only Dull Salesmen. High type aggres- 
sive salesman desires position with manufacturer 
or distributor, to travel entire State of Connecti- 
cut; salary or salary and commission basis. Know 
how to sell sundries and appliances to retail out- 
lets. Experienced sales promotional and campaign 


work. Resume furnished upon request. Address 
Box K-704, care of Harpware Acr, 100 East 
42nd St., New York 17, N. Y¥ 

MANAGER - MERCHANDISER, hardware, 


tools, plumbing and heating, building materials, 
chain store trained, thoroughly experienced mod- 
ern sales promotion and merchandising methods, 
buying control and store arrangement. Also ex- 
perienced builders’ hardware contract field. Seeks 
connection with progressively minded independent 
distributor. Location no object. Age 46. Ad- 
dress Box K-736, care of Harpware Ace, 100 
East 42nd St., New York 17, N. 





SALESMEN! 


WE HAVE AN EXCELLENT SIDE- 
LINE ITEM FOR SALESMEN CALL- 
ING ON HARDWARE, HOUSEFUR- 
NISHINGS, VARIETY AND PLUMBING 
SUPPLY STORES. COMMISSION 


BASIS. 
Address Reply to 
Box K-743, care of HARDWARE aes 
100 East 42nd St., New York 17, N. 








SALESMEN WANTED 


Full Time or Side Line Men Calling on 
Hardware, Variety and Department 
Stores for Complete Line of Leather D 

Furnishings and Paint Brushes. Goo 
territories open. State full particulars. 


Address Box K 680, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








Personable, intelligent, good producing and | 


EXPERI. | 








CATALOGUE MAN waRtEe: PERMA- | 
NENT POSITION in Well Established Whole- 
sale Hardware Firm in Middle West. Address 
Box K-621, care of Harnpware Acz, 100 East | 
42nd St., New York 17, N. Y 


SALESMEN WANTED — SIDELINE OR 
FULL TIME, All territories open. Sell to hard- 
ware, furniture and variety stores: lamps, has 
socks, rakes, medicine chests, stools, toasters, heat- 
ers, hose hangers, and many other articles just be- 
coming available. Seven percent commission on all 
shipped orders. Address Box K-714, care of 
eh ha Ace, 100 East 42nd St., New York 
17, 


WANTED: RETAIL HARDWARE MAN 
THOROUGHLY EXPERIENCED in Tools, Cut- 
lery, Paints, Housewares and Shelf Hardware. 
Excellent position and good salary for capable 
dependable man of good character who can assist 


in management, Give full details as to age, ex- 
perience and general qualifications. Reynolds 
Hardware, Niles, Michigan. 

EXPERIENCED RETAIL HARDWARE 


AND PAINT MAN NEEDED for long estab- 
lished firm on Long Island. Must be mechanically 
inclinéd. Chauffeur’s license useful but not essen- 
tial. Salary commensurate with ability and experi- 
ence. Write Box K-749, care of Harpware Ace, 
100 East 42nd St., New York 17, N. Y. 


SALESMEN WITH FOLLOWING REFER- 
ENCES AND OWN CAR for our large gift and 
souvenir line wanted. Different territories still 
open. S. & A. Sternklar Company, 2-4 Payson 
Avenue, New York 34, N. Y. Phones LOrraine 
7-3710, LOrraine 7-919. 


PRODUCTION SUPERINTENDENT, MUST | 
WITH ALL | 
PRODUCTION, ASSEMBLY, | 
C., particularly in the Resdanes or kindred | 
and salary | 


BE THOROUGHLY FAMILIAR 
DETAILS OF 


field. State in detail your 
desired, also references. A oy . K-689. 
care of Harpware Acz, 100 East 42nd St., 

York 17, N. Y¥. 





Sideline Salesmen Wanted! 


We offer prompt shipments on 


MEDICINE CABINETS, HAMPERS, 
RAKES, CASTERS, MOP WRINGERS, 
DRYERS, PIN-UP LAMPS, TOASTERS, 
KITCHEN STOOLS, BROILERS, MIR- 
RORS, RUGS, SMOKERS, DOOR MATS, 
DOLL CARRIAGES, ETC. 


The WALTER S. KRAUS CO. 
WOODSIDE NEW YORK 








|  DISTRIBUTORSHIP FOR QUALITY PROD.- 

| UCTS DESIRED—hardware store and — 
supply trade in Virginia, Washington, D. C., 
Maryland. Andy Wallen, bw. Rhode tang 
Avenue, N.E., Washington, D 


WANTED—SALESMAN CALLING ON THE 
HARDWARE DEALERS to sell a complete line 
of Plumbing & Heating Specialties from our com- 
plete catalog. is can be handled as a sideline. 
Comrhission basis, state experience. All New 
England States Open. Address Box K-713, care 
“ . on Acz, 100 East 42nd St., New York 


FACTORY REPRESENTATIVE, 12 YEARS 
IN AREA, Desires Manufacturers’ Line for New 
Jersey. Excellent contacts among hardware, mill 
supply and lumber dealers. Commission basis. 
Will carry stock. Address Box K-707, care of 
A AGE, 100° East 42nd St., New York 


MANUFACTURERS—DO YOU WANT AN 
AGGRESSIVE SALES ORGANIZATION to 
cover the Middle Atlantic States or part thereof. 
We can handle one or two more lines. At present 
call on Jobbers only in the Mill Supply, Heavy 
Hardware, Marine and Automotive Field. Limited 
warehouse facilities. Address Box K-687, care 





of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 

MANUFACTURERS’ REPRESENTATIVE 
COVERING Texas, Oklahoma, and 


rkansas 
isiana interested in additional lines to sell 
jobbers and dealers. Traveled this territory 
fifteen years and familiar with all type accounts 
Have three men selling. Address Box K-664, 
care of Hanpware Acz, 100 East 42nd St., New 
York 17, N. ¥. 


MANUFACTURERS’ REPRESENTATIVES 
| WITH ESTABLISHED FOLLOWING, wanted 
by progressive manufacturer of electrical appli- 
ances, to call on electrical and hardware jobbers. 
Several territories open. Orders shipped prompt- 
ly. Write Homecraft Electronic Products, 1208 
South Kedzie Avenue, Chicago 23, Tilinois. 








New | 


| 
WANTED 


MANUFACTURERS REPRESENTATIVE 

NOW CALLING ON HARDWARE DEALERS, 

G GOODS STORES, ETC., TO SELL A 
WELL MERCHANDISED LINE OF TARPAULINS, 
AUTO ACCE ARDWARE SPE- 
CIALTIES. DELIVERIES ‘PRomPr. SOME GOOD 
TERRITORIES NOW OPE 

ATLAS INTERNATIONAL co. 
4418 W. MADISON ST., CHICAGO 24, ILLINOIS 














SALESMEN WANTED 


WE HAVE A COMPLETE LINE OF ELECTRICAL 
—HARDWARE—PLUMBING SPECIALTIES FOR 
IMMEDIATE DELIVERY — 5% COMMISSION. 


20th CENTURY SALES CO. 
153 W. 72ND STREET, NEW YORK 23, N. Y. 
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Classified Opportunities Section... 








MANUFACTURER’S REPRESENTATIVE. 
SALES ORGANIZATION WITH FIVE MEN 
traveling the following States—Texas, Oklahoma, 
Arkansas and Louisiana. Give complete coverage 
in both jobber and dealer trade. Now working 
three well established lines, but need one or two 
lines in electrical appliances, heating specialties, 
or builder’s hardware. Address Box K-753, care 
of Harpware AGe, 100 East 42nd St., New York 


17, N. ¥ 


ATTENTION MANUFACTURERS: TOP- 
NOTCH, AGGRESSIVE FACTORY SALES- 
MAN with excellent following among largest 
Major New York exporters, department stores, 
jobbers, and syndicates, would like Additional 
Lines for New York, Pennsylvania, New Jersey 
and Massachusetts. Proven producer of quantity 
sales. Bank and personal references. Address 
Box K-748, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y. 


MANUFACTURER’S REPRESENTATIVE 
COVERING UP-STATE NEW YORK contact- 
ing Actomotive and Hardware Jobbers exclusively 
desires to add one or two quality lines. Refer- 
ences firnished. Address Royal W. Crossley, 
117 Fayette Street, Manlius, New York. 





MANUFACTURERS ATTENTION—We are 
well known, reputable manufacturers’ agehts seek- 
ing an Additional High Grade Line to sell to our 
hardware, automotive and electrical jobbing ac- 
counts in Minnesota and Adjoining Territory. Ad- 
dress Box K-742, care of Harpware Acr. 100 
East 42nd St., New York 17, N. Y. 


The Schutze Sales Co. 
393 W. Central Ave. 
St. Paul 3, Minnesete 


Manufaeturers’ Selling 
Important Mid-Northwest Jebbers 














DUE TO EXPANDED MANUFACTURING FACILI- 
TIES, WE ARE ENLARGING OUR SALES FORCE. 
We have a fast selling line of hardware, tools, elec- 
trical and houseware specialties to the jobbers, chains, 
and department stores. Openings in most sections of 
the country. State full information in first letter, 
lines now handled, territory covered, types of accounts 
sold, ete. 
Address Box K-751, care HARDWARE AG 
100 East 42nd St., New York 17, N. Y. 


- 


SALES REPRESENTATIVES WANTED | 








ATTENTION MANUFACTURERS! 


Are you looking for high class representation 
among Hardware Jobbers in the States of 
Alabama, Georgia, Tennessee and Kentucky? 
We want 2 or 3 additional old reliable lines 
now. Best of Jobber references. 


Write Today to Box K-739, care of Herdware Age, 
100 East 42nd St., New York 17, N. Y. 





ATTENTION MANUFACTURERS: MANU- 
FACTURER’S REPRESENTATIVE, top-flight 
nationally known organization will accept a Few 
New Lines in housefurnishings, hardware, wooden- 
ware specialties and electric cord sets, etc., for 
domestic and export trade. Address Box K-745, 


care of Harpware Ace, 100 East 42nd St., | 
a : | warE Ace, 100 East 42nd St., New York 17, 


N.Y. 


New York 17, N. Y 


MANUFACTURER DESIRES SALES REP. | 


RESENTATIVES: Eastern manufacturer of 
popular-priced volume line desires the services of 
manufacturer’s agents or sales representatives to 
take over distribution. Our line sells to the drug, 
stationery, hardware, photographic and variety 
trade. Replies are desired only from manufac- 
turer’s agents or sales representatives who are 
prepared to give our line complete coverage. 


Reply to Box K-705, care of Harpware Ace, 100 


East 42nd St., New York 17, N. Y. 


MANUFACTURER’S AGENT SEEKS ONE 
OR TWO ADDITIONAL NON-CONFLICTING 
LINES. Has 22 years successful selling record 
in both Eastern and Mid-West Territories. Clos- 
ing up surplus goods activities and establishing 
headquarters in New York City to handle Metro- 
politan area. Has capable associates available for 
both Chicago and Los Angeles areas, if desired. 
Experience includes builders’ hardware, general 
hardware, tools and housewares. Address Box 
K-712. care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y. 





WANTED: 

Aggressive Manufacturer's Agents 
calling on Retail Hardware Dealers, Retail 
Lumber Dealers, and Department Stores. Write 
for sample and interesting details of liberal 
exclusive sales set-up. Only producers will be 
considered. 

Address Box K-734, care of HARDWARE AGE 

100 East 42nd St., New York 17, N. Y. 





| | 15,000 per year. Give full details. 


| | Hotel McAlpin 


MANUFACTURER’S REPRESENTATIVE 


| ORGANIZATION for the States of Washington, 
| Oregon, Idaho and Montana is now interested in 


Representing Additional Lines. We contact All 
hardware, electrical, variety and sporting goods 
jobbers. We also sell to the department stores and 
chain stores. Address Box K-746, care of Harp- 


MANUFACTURER REQUIRES SALESMAN 
to Sell One or All Lines Direct to hardware 
dealers, seed stores, greenhouses, and paint outlets. 
Products include hand tools, seed and paint spe- 
cialties. Territories: Southern & North Central 
States. Address Box K-754, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y. 


MANUFACTURERS — LINE OF BOLTS, 


| NUTS AND SCREWS WANTED for the hard- 


ware, mill supply and lumber trade in Pennsyl- 
vania, Delaware, Maryland and New Jersey. Ad- 
dress Box K-732, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y 


MANUFACTURER’S REPRESENTATIVES 
WANTED—Sell our New Aluminum Clothes 
Line Reels to Dealers. Eliminates tangled clothes 
line. Facilitates storage. Neat design, excellent 
one piece construction, nothing to wear out or 
come apart. Lasts a lifetime. Patent pending. 
Capacity 200 ft. $1.00 brings you sample. Write 
| Metal Specialty Co., Holland, Mich. 








WANTED 
SALES REPRESENTATION — Ali Territories 
COMPLETE LINE of Housewares, Lamps, Toys, 
Novelty Furniture. All Promotional—Selling to 
Department, Houseware, Hardware, Furniture, 
Chain and Variety Stores. Good Opportunity 
for Real Live Wire and Hustler to earn $10,000- 


| MOHAWK MDSE. CO. 
New York City 








REPRESENTATIVES WANTED 


Importers of Spring Clothespins and Other 
Staple Articles now open for sales representa- 
tion for retail trade in following territories: 
South, Southwest, Middle West and Northwest. 
State types of retail trade and territory now 
covering. 
Address Box K-735, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








ATTENTION: Manufacturers’ Agents 


We are enlarging and concentrating our na- 
tional sales organization. We manufacture and 
market nationally advertised waterproofing 
compounds and sealers. If you have room for 
another profitable line, write immediately for 
commission and discounts. 


SOLDINE CORPORATION 


Box 869, Evanston, Illinois 


[FOR MANUFACTURERS ATTENTION 


Products Research Sales Department, with 
established contacts in the National Chain 
| | Store, Department Store, and Hardware Jobber 
Fields will give your product a well-planned 
intensive sales coverage. Commissions only. 
May we help you? 
PRODUCTS RESEARCH CORPORATION 

209 S. LaSalle Street, Chicago 4, Illinois 








hd . 
| MANUFACTURERS 
| | Nationally known Sales Organization desires (iv 
Additional Major Line. Now selling Hardware, 
Houseware Jobbers, Department Stores, Chain Stores, 
| etc. We have salesmen covering Pennsylvania, Ohio 
and West Virginia. We welcome the cpportunity to 
| present references. Only direct factory representation 
| considered. - 
HAUSER SALES SERVICE 
| 1609 Investment Bldg. Pittsburgh 22, Penna. 








ATTENTION 
MANUFACTURERS 


Well established wholesaler desires merchan- 
dise for Hardware, Appliance and Sporting 
Goods Store distribution. Particularly in- 
terested in Household, Herdware, Tools, 
Electrical, Sporting Goods, etc. 


JELCO MILWAUKEE |. 
COMPANY 


444 N. PLANKINTON AVENUE 
MILWAUKEE 3, WISCONSIN 











FRANK C. STORRIE 
& 


ASSOCIATES 


SELLING AGENTS 
WISCONSIN—MICHIGAN—INDIANA 
OHIO—PENNSYLVANIA 
710 MICHIGAN BLDG. 
DETROIT 26, MICHIGAN 


THE COMPLETE MARKETING SERVICE TO THE 
WHOLESALE HARDWARE, CHAIN, DEPART- 





MENT STORE AND OTHER TRADE OUTLETS. 





MANUFACTURER'S 
| ATTENTION! 


WANTED—Distributor’s Line for Newly Organized 
Hardware Machinery Distribution for Rhode 
Island, M husetts and C icut — Builders 


| | Hardware, Kitchenware, Electrical Equipment, Sports, 
| | Cutlery, Toys, Garden Tools, Etc. Credit References, 
Dun & Bradstreet rated. 


SMITH HARDWARE 
COMPANY 


21 ROLFE STREET, CRANSTON 10, R. !. 
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LINES WANTED NORTH CENTRAL 
AREA, Headquarters Minneapolis. Direct Fac- 
tory Only. No Gadgets. Excellent coverage by 


strictly finest type personnel. Address Box K-718, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 


LINES WANTED. I am covering the States 
of Oregon, Washington, Idaho and Montana. In- 
terested in lines to retail hardware and variety 
store trade. Will furnish A-1 reference. Ad- 
dress Box K-731, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y 


LINES WANTED FOR NEW ENGLAND 
AND NEW YORK STATE By Experienced 
Sales Organization. Well Acquainted with Hard- 
ware, Automotive, Electric Supply Jobbers and 
Chains. Boston Showroom and Warehouse. Dun 
and Bradstreet rated. Address Perkins Sales 
Co., 610 Newbury St., Boston 15, 





mney ge SALES ORGANIZATION 
ITH LARGE SELLING FORCE CATERING TO 

THE FURNITURE, DEPARTMENT, CHAIN AND 

DRUG STORES ‘SEEKS ADDITIONAL LINES. 

Good opportunity for ressive manufacturer 

to secure wide distribution. CAN ACT AS 

DROP SHIPMENT JOBBER. 

Address Box K-741, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








| ufacturers’ 





SOUTHEASTERN STATES 
Manufacturer’s Agents. Established 
1926. Staff of 6 men. Cover trade 4 
times yearly. Commission basis. In- 
quiries invited. 

McCUTCHEN-SIMPSON, ge 
9822 N. E. 2nd Avenue Miami 38, Florida 








SOUTHERN REPRESENTATIVES 


Have following in several classes of job- 
bers, retail outlets, and chains. You bill 
direct or we carry accounts. Have effi- 
cient sales organization and can carry 
stock. References. 

P. ©. Box 130, Monroe, N. C. 








REPRESENTATIVE IN COLOMBIA 
WITH EXCELLENT FOLLOWING 
Wishes to represent American Manufacturers 
or experienced exporters of Hardware, Tools, 
Cutlery, Machinery, Construction Materials, 
Kitchenware, Gift Items, General Merchandise, 
etc. First class references and long experience. 
Address Box K-729, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








WANTED—MANUFACTURER’S AGENTS 
calling on builders’ hardware dealers and lum 
yards to sell established quality line of casement 
hardware and storm sash hardware. Prompt ship- 
ments. Eastern, Southeastern, and Northwestern 
Territories Open. Also Wisconsin, Minnesota, 
Iowa_and Texas. Prefer men residing in follow- 
ing Cities: New York, Syracuse, Buffalo, Harris 
burg, Pittsburgh, Atlanta, Detroit, ag 
Minneapolis, Kansas City, Deling,_ Houston, 
land, Seattle. Address Box K-677, care “a 
HARDWARE Ace, 100 East 42nd St., New York 





TOILET SEAT MANUFACTURER  DE- 
SIRES CAPABLE REPRESENTATION TO 
THE HARDWARE TRADE. Address Box 
K-733, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y 


MANUFACTURERS: DO YOU WANT 
LIVE WIRE REPRESENTATION in the Great 
Philadelphia Metropolitan Area? Young, wide 


17, N. Y. | awake sales organization wants new hardware, 


Co., 5530 Arch St., 


WESTERN CANADA SALES REPRESEN- | 
TATIVE with Headquarters at Winnipeg can | 
handle Additional Line in General Hardware Field. 
Proven connection with jobbers, department and 
chain store trade. Nationally advertised lines now 
carried. Thorough coverage guaranteed. Investi- 
gation invited. Address Box K-747, care of Harp- 
ae 3 Ace, 100 East 42nd St., New York 17, 


houseware or plastic items to sell. Contact Dekor 
Philadelphia 39, Pa. 


MEXICO — SALES ORGANIZATION COV- 
ERING MEXICO interested in acting as Manu- 
facturer’s Agents for the following,lines: farm 
implements, mining equipment, heavy hardware, 
iron and steel products, nails, cement, butane cook 
stoves, etc. Have ten men covering entire country. 


| T. & S. Sales Company, P.O. Box 1955, El Paso, 


| Texas. 


ATTENTION MANUFACTURERS! Honest, 
Reliable, Experienced and Well Established Man- 
Agent, calling regularly on Jobbers 
and Dealers in Northern California, with head- | 
quarters in Sacramento, desires a few additional | 
lines. Will consider any items of merit for the 
Hardware, Sporting Goods and Variety Store 
trade. Best of references available. Address 
Box K-730, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y. 





LINES WANTED FOR WESTERN 
PENNSYLVANIA, OHIO RIVER 
VALLEY, TRI-STATE AREA 


Widely acquainted wholesale hardware and Industrial 

wooly executive with more than 2: Bay experionee, 
mts lines for area. Broad know! . an a 

ditions. Well known to mine, mill and retall 


‘aimee Box K-685, care of HARDWARE AGE 
100 East 42nd St.. New York 17, N. Y. 








LINES WANTED 
MINNESOTA 


WE ARE IN POSITION TO ADD QUALITY iooee 
OF HARDWARE, gueen ia GOODS OR APPLI- 
ANCES. EXPERIENCED AND EFFICIENT REP- 
RESENTATION. 


HARTLEY SALES COMPANY 


89 SOUTH 10TH ST., MINNEAPOLIS 2, MINN. 








Distribution—Present and Postwar 
Esatablished—Reliable— Aggressive 
Selling Agents 
ANCO CORPORATION, Pittsburgh, Pa. 
Branch Offices 
New York - Phitadeiphis - Detroit - Chicage - Cieveland - Leutsville 
Covering ali ciasses of = We will carry the 

secounts or you can bill direct 
Write fer further (nfermetion ond references. 





YOUR EXPORT 
BUSINESS 


when entrusted to BETTERBY merely takes the 
shape of additional domestic sales transactions. You 
are relieved of all details and worries. BETTERBY'S 
resident representatives abroad promote your sales 


and its staff of expertly trained export personnel 
competently handles all correspondence and consular 
and other documents for shipments all over the world. 
BETTERBY also eliminates your credit risks by 


paying for all goods in New York. 


BETTERBY — Exporters 





230 FIFTH AVENUE NEW YORK 1, N. Y. 





MANUFACTURER'S 
PRODUCTS 
FOR LATIN AMERICA 


WANTED—Direct shipments, for our 
account, at U. S. Ports, on exclusive 
sales basis. Our offices and represen- 
tatives cover all American Republics. 


MART HALLER, INC. 


Export—Import—Commission 
Merchants 
P.O. Box 1208 — Miami 7, Fia. 














LADD'S DISCOUNT BOOK 
A limited supply of this famous and useful ald in 
quiekly determining net discounts from multiple 
discount quotations is available. As long as the supply 
lasts these will be sold at 
$20.00 
Send check with order to 
LADD'S DISCOUNT BOOK 
c/o SARGENT & CO., New Haven, Conn. 








FOR SALE 


COMPLETE SET OF PATTERNS, TOOLS, 
DIES AND JIGS TO MANUFACTURE 
POPULAR PRICED MICROMETERS. 


Address Box K-738, care of meray ge gh AGE 
100 East 42nd St., New York 17, N. 








WILL PURCHASE FOR CASH 
ENTIRE STOCKS 
HARDWARE — PAINT — TOOLS 
We also buy and sell Hardware Fixtures. 


WILLIAM BROUDY 
72 Sumner Ave., Brooklyn, N.Y. 
Tel. Evergreen 8-2547, 8-1729 








WANTED 


Complete Lines Larger Household Ap- 
pliances, Stoves, Ranges, Motors, Electric 
Supplies, Portable Power Tools, Hobby 
Shop Supplies. Established Ten Years. 


A. R. LOSH COMPANY 
ALBUQUERQUE, NEW MEXICO 








FOREIGN MARKETS 


We have just expanded our or- 
ganization to provide facilities 
of export distribution for addi- 
tional hardware products which 
would . benefit from our well 
established world-wide outlets. 


Meet us during the 
National Hardware Show 
KURHAN COMPANY, Ine. 


261 Fifth Ave., N. Y. 16, N. Y. 
Tel. MUrray Hill 3-0935 
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FOR YOUR DIRECT MAIL 


SALES PROMOTION 
USE 
HARDWARE AGE 
DIRECT MAIL ADDRESSING 
AND MAILING SERVICE 


IT WILL ASSURE YOU MAXIMUM SUCCESS AT 
MINIMUM COST 


WE ADDRESS AND MAIL CIRCULAR MATTER 
TO THE FOLLOWING LISTS: 


10,042 MAJOR RETAIL HARDWARE DEALERS 
WHOSE SALES EXCEED $30,000.00 ANNUALLY 

4,583 INTERMEDIATE RETAIL HARDWARE DEAL- 
ERS WHOSE SALES ARE BETWEEN $20,000.00 
AND $30,000.00 

17,818 MINOR RETAIL HARDWARE DEALERS 
WHOSE SALES ARE LESS THAN $20,000.00 

1,901 OUTSTANDING MAJOR HARDWARE 
DEALERS WHOSE SALES EXCEED $50,000.00 
ANNUALLY 

487 GENERAL WHOLESALE HARDWARE 
HOUSES 

143 WHOLESALE HEAVY HARDWARE HOUSES 

97 WHOLESALE HARDWARE HOUSES IN 
CANADA 

1,787 DISTRIBUTORS OF MILL SUPPLIES 

132 DISTRIBUTORS OF MILL SUPPLIES IN 
CANADA 

9,970 LUMBER YARDS 

793 DEPARTMENT STORES HANDLING HARD- 
WARE AND HOUSE FURNISHINGS 


THESE LISTS ARE CORRECTED RIGHT UP TO 
THE MINUTE WE ADDRESS YOUR MAILING. 

OBVIOUSLY AN ADVANTAGE OF OUTSTAND- 
ING VALUE TO YOUR DIRECT MAIL SALES 
PROMOTION 

ONLY OUR MANY YEARS DAILY CONTACT 

WITH THE HARDWARE TRADE MAKES IT POS- 

SIBLE FOR US TO SUPPLY YOU WITH SUCH A 

HIGHLY EFFECTIVE SERVICE 


WRITE FOR DETAILS 


HARDWARE AGE 
DIRECT MAIL ADDRESSING DEPARTMENT 


100 EAST 42nd STREET = NEW YORK 17, N. Y. 




















AUGUST 29, 1946 


CANLE, 


% TIME FOR FEEDING AND SEEDING LAWNS 


% TIME FOR GREATER VIGORO SALES .. 
- - MORE PROFITS FOR YOU! 





Display VIGORO prominently 


watch sales and profits grow! 





“FALL is the ideal time for starting new 
lawns, for working on established lawns” 
—say garden experts. And year after 
year, more people are learning the value 
of this sound advice. 

So here’s a real opportunity for you to 
increase your fall Vigoro sales. Display 
Vigoro in your store windows — in your 
garden supply’ department. Attractive dis- 
play material that sells more Vigoro is 
available to you. Just write for it. 











Fall ViGOROads 
emphasize the im- 
portance of fall 
lawn feeding! 





A PRODUCT OF SWIFT & COMPANY 
PLANT FOODS DIVISION @ CHICAGO 9, ILLINOIS 
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Macklin Co. : 42 
Make-A-Lite Div. 176 
Mall Tool Co. .. 178 
Manning, Bowman & Co 4\ 
Marshalltown Trowel Co. 180 
Maslo Mfg. Corp. 152 
Master Lock Co. el 5 
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Pioneer Gen-E-Motor Corp 63 
Plicote, Inc. 

Pilomb Tool Co. 6 
9 
Quaker Mfg. Co. 
R 
Red Devil Tools 180 
Reflecto Letters Co 170 
Remington Arms Co., Inc % 
Republic Drill & Tool Co. . 10-11, 28-29 
Reynolds Metals Co. Me 
Rhodes and Co., James H. Wg 
Riegel! Textile Corp. 127 
Royal Electric Co., Inc 155 
Rudlin, Bernard Allen 172 
Russell, Burdsal! & Ward Bolt & 

Nut Co. ... : 30-31 

Rusticide Co., The . 118 


AUGUST 29, 1946 


Ss 
Sagor Lock Works 138 
St. Louis Cordage Millis 66 
Santay Corp. .......... 109 
Sharon Bolt & Screw Co. , 160 
Siebring Manufacturing Co. ...... 176 
Simonds Abrasive Co. ... .. 7 
Slaymaker Lock Co. .... 187 
Solar Electric Corp. ... 160, 162 
Southwest Manufacturing Co. .... 123 
Spar-Tex Co., The ..... 166, 180 
Spradling's Inc. .... | 
| Standard Pressed Steel Co. ‘ 59 
Stanley Tools .......... a. 186 
Stewart Products Co., Inc 171 
| Superior Laboratories ... is! 
Swain Nelson Co. .......... 32 
Swift & Co. "Vigoro Div." . 185 
Swing-A-Way Steel Products Co. 64 
T 
| Taber Bushnell & Co. 162, 18! 
Taylor Co., David B. . 180 
| Tel-O-Post Co., The .......... 128 
Templeton, Kenly & Co. .......... 180 
Tennessee Valley Associated Mar- 
NL. cox ine abstdbadadoesdv tes 142 | 
Tepfer Appliance Co., Inc. 57 
Thompson Reel Div. ...... nee 
| Toxite Laboratories . isl 
Triple A Metal Craft Corp. ..... 15 
| Triplex Screw Co. ............... 107 
VOEE, GR. So caicleddnpedcens 181 
Twix Manufacturing Co., Inc. 180 
U 
Union Hardware Co. éayéatante ee 
Union Products Mfg. Co. ........ 54 
United States Plywood Corp. 
(Weldwood Div.) .............. 177 | 
United States Steel Corp. ...... 45 
| Universal Engineering Co. ....... 178 
Universal Metal Products Co. 179 
Universal Twist Drill Works 
10-11, 28-29 
Utica Drop Forge & Tool Corp.. 150 
v 
Val-A Company i 115 
Valentine Equipment Co. ........ 152 
| Vaughan & Bushnell Mfg. Co..... | 
| Virginia Wholesale Co. ee 
Ww 
| Westchester Brickote Products Co. 133 
| Wilcox Crittenden & Co., Inc.... 145 
| Wood Shovel & Tool Co. 68 
Wooster Brush Co 2 
Wright Steel & Wire Co., G. F... 135 
Y 
Yale & Towne Mfg. Co. 19-20 
Young, Inc., Everett E 132 
Z 
Zim Manufacturing Co. 152 | 


Increased Store Traffic 


BUILDS SALES... 


Your gift department can add profits to your entire store . . . Poten- 
tial customers are passing your doors daily. Wake them up. Show 
them that their hardware store is also a gift center. Pep up sales 


in every department with bigger store traffic. 


A copy of the Hagn Merchandiser is yours for the asking Full 
of Volume Values in modern Giftwares and Household “specialties. 


Send for your copy today. 
35th Anniversery 
JOSEPH HAGN CO. 


KK) 
1G 
WHOLESALE DISTRIBUTORS SINCE 193 


217-225 W. MADISOM SIREET « CHICAGO 6 


SLAYMAKER 


The Last Word 
In Protection 


HUSKY one-piece Zamak 
case, 
GENUINE pin-tumbler mech- 
anism, 

Size across case: 
No. 800—134" No. 900—174" 


SLAYMAKER LOCK CO. 
World's Largest Padlock Producer 
SINCE 1888 + LANCASTER, PA. 


SLAYMAKER 800 or 900 Padlocks 
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EXPORT OFFICE 
NEW ORLEANS 





heres : 





SER NN 


— LEVELS | 
Adjustable T ype 


FITTED WITH 6 CAT'S BYE VIALS 
emmme= OTHER, LEVELS FOR EVERY USE==—=——me 


HALL LEVEL & MFG. WORKS — 
1119 E. 4th ST. —_ AUSTIN, TEXAS secs HOS LAVELO 


a 


SRE a: 





—— 





~ WANTED! 
SALES REPRESENTATION 


For All Territories, U.S. and Foreign 


We manufacture a large line of Paints, 
Colors-in-Oil, Insecticides, Moth-proofers, 
etc. We wish sales representation to 
dealers, jobbers, syndicates, dept. stores, 


export, etc. 
WRITE TODAY FOR FULL DETAILS! 


BENGAL CO. 570 W. 131 St. W.Y.C. (27), N.Y. 
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UNDISPUTED 


If Rip Van Winkle had been an advertising copy- 
writer, he might have described the longest snooze 
in history this way: 

“Established since 1765—and STILL going strong! 
We defy competition to approach this record!" 
Sounds good, doesn't it? But who wants to beat that 

kind of a record? 

In business, too, the bald claim of longevity is scarcely 
a@ recommendation of the product manufactured. The 
question is—HOW GOOD IS THE PRODUCT? 


Dacuzyzye Erothers, Due. 


has been manufacturing deep and shallow well jet- 
type pumps for about as long a time as old Rip in- 
dulged in his famous forty million winks. And, in our 
field, we have attained a championship record, too. 


Having originated the injector pump and 
having pioneered and established this vast 
market, we have followed through by con- 
sistently introducing all the important devel- 
opments of the jet-type water system. The 
complete satisfaction of thousands of Jacuzzi 
pump owners testifies to the excellence of the 
product we manufacture. 

If, as a dealer, you are interested in profiting by the 
unprecedented and ever-growing demand for injector 
pumps and domestic water systems, by all means in- 
vestigate the LEADER, first. 


~ 





Tujector “Type 
AND MULTI-STAGE DEEP AND SHALLOW 
UMPS AND WATER SYSTEMS 


FREE DESCRIPTIVE LITERATURE, INCLUDING PROFUSELY ILLUSTRATED 









































DEALER CATALOG, AVAILABLE ON REQUEST. ADDRESS 


Dacuzzi Grotherd, Vue. 5327 JACUZZI AVE., RICHMOND, CALIF. 


r 
HARDWARE AGE 




















One order, one shipment, one invoice. 

j Whether you need Phillips Recessed 

i Head Screws or any standard bolts, 

| screws or nuts, you can buy all your 

fasteners from one source and depend 

cena upon uniform quality. National Screw, 

the only manufacturer making all of the 

staple hardware fasteners illustrated 
here, offers you these big advantages. 

MACHINE _ “National’s” complete line also in- 

SCREW cludes tacks, rivets, cotters, sheet metal 

screws, plow bolts, and many other 

headed and threaded products. 

“National” is the hardware man’s 

friend for dependable quality to bring 

customer satisfaction. Properly pack- 

| 


















SEMI-FINISHED 
NUT 















aged, uniform quality, complete line— 
you get them all from “National” to 
make your buying easier. 













Phillips Recessed Heads for easy, 
speedy, one-hand driving, tighter 
pes: Ty no slipping. Available in 
wood screws, machine screws and 
sheet metal screws. 









MACHINE 
BOLT 












attonal 


NEADED ANDO THREADED } 
RETAILERS... Ask your jobber for “National” products. 


THE NATIONAL SCREW & MFG. CO., CLEVELAND 4, O. 
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6P32-6E1 PORTABLE RADIO Featuring Admiral triple tuned R.F. 
converter circuit with iron core tuning . . . on-off indicator. . . C N S LF S 
power change switch .. . Aeroscope . . . beam power output... PM * 
dynamic speaker with Alnico No. 5 metal . . . beautiful twin-panel 


dial and grill escutcheon. . stunning leatherette case of simulated 
alligator. Operates on self-contained batteries or AC-DC. 


6C71-10Al CONSOLE RADIO-PHONOGRAPH Featuring 
Admiral’s exclusive ‘“‘Slide-A-Way” . . . “childproof”’ automatic 
record changer that plays up to 12 records . . . featherlight tone 
arm for longer record life (may be moved at any time without dam- 
age to mechanism) . . . 10-tube superheterodyne receiver giving 
round-the-world reception... triple tuned permeability tuner... 
new improved I.F. system .. . “automatic-trip” electric tuning 
treble and bass compensation . . . 4 tuning bands... “‘audi- 
torium” speaker acoustically matched to cabinet . . “waterfall” 
dial . . . beautiful cabinet of choice walnut veneers. 


* > 
oO Viral CHICAGO 47, ILL. 


World's Largest Manufacturer of Radio-Phonographs with Automatic Record Changers 
DUAL-TEMP REFRIGERATORS —HOME FREEZERS — ELECTRIC RANGES 











